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Find out today how 
this timely over-the- 
counter standardized 
package has 
revolutionized door 
closer sales. 


The EAGLE LOCK Company 


Terryville, Connecticut 
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Wooster Leadership Builds Dealership 


WOOSTER BRUSHES 


FOSS-SEP THE WOOSTER BRUSH COMPANY 


THE YALE 


GUARANTEED 
YSE im awytwn® 


* WOOSTER + OHIO 
BRUSH MANUFACTURERS SINCE 1851 


IT’S WORTH PAINTING 


FOSS-SET 
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Here’s a helpful guide to “trading up” your 
padlock business. 

Trouble has been—locks at ail price ranges 
look so good, it’s hard to tell just how much 
security any one padlock offers. 

So tear out this page and keep it as a guide to 
proper selection of padlocks. Remember—the 
more security you offer the customer, the more 
money you make. And—dollar for dollar, 
there’s more security in a YALE padlock. 


How to make 
‘more money 


automatically — 


on padlock sales 








use construction features 





Shackle locks both sides 
Hardened sheel shackle 
Casf bronze case 
Mushroom drivers 


Industrial 
Commercial 
Institutions 
Home 
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HIGH- 
GRADE 
PIN- 
TUMBLER 


Industrial 
Commercial 
Institutions 
Home 


Hardened steel shackle 
Tough extruded brass case 
Mushroom drivers 
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Cast bronze shackle 
*Steel shackle 

Cast bronze case 

All inside parts brass 
or bronze 


Marine 
Constant 
exposure— 
infrequent use 


LEVER- 


EXCELLENT TUMBLER 





Interiors of 
factories, etc. 
General home use 


All home uses 
—key removable 
only when locked 


Golf bags 
Brief cases 


luggage 


Interiors of 


Hardened steel shackle 
Chromium finish 


PIN- 
TUMBLER 





Bronze shackle 
Key-retaining feature 
Black finish 


PIN- 


GOOD TUMBLER 





Hardened steel shackle 
Chromium finish 
(Cream enamel 711 PB) 


DISC- 


MODERATE TUMBLER 





Hardened steel shackle 


DISC- Chromium finish 


factories 
General home use 


MODERATE 


TUMBLER 


(Red enamel 714J, 713) 





General home use 


MODERATE 
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Aluminum finish 





Bicycles 
Duffle bags 


MODERATE 


DISC- 
TUMBLER 


Red enamel 








Privacy more 
than security 
Coal sheds 
Cupboards 
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Aluminum finish 
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F ILE stocks should follow the above 
simple rule. Trading areas that are heav- 
ily agricultural quite naturally call mainly 
for files suitable for farm/implement re- 
pairs, for sharpening cutting and soil- 
working tools, for farm-carpentry, 
pruning and wood-lot saws; rasps for 
hoof dressing and rough woodworking. 
The needs of rural and village repair 
shops should likewise be considered. 


* Would you like to “get fitted” with 
the right file stock—and a bigger file 


MOL 
Sa NICHOLSON FILE CO. « 25 ACORN ST., PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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EXAMPLE—Typical farm region files 


Round Bastard 

Half Round 

Slim Taper (Triang.) . 
Extra Slim Taper 

Double Extra Slim Taper . 
Tanged Horse Rasp 
Websaw 


business—for your particular trading 
area? . . . whether farming, ranching, 
lumbering, maritime, urban, suburban, 
metropolitan, or other. Call in your 
hardware wholesaler. He’ll be glad to 
help. He knows your territory—and 
what quality file brands have the wid- 
est reputation and are the easiest to 
sell: NICHOLSON and BLACK DIAMOND. 


“FILE FILOSOPHY,"' Nicholson’s famous 48-page il- 
lustrated book on kinds, use and care of files, will 
also be helpful. FREE. Write us for it. 
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.“_-You still have to pull the 
— SS_/ — chain off the reel, measure it 
wrap it and ring up the 
money in the cash register. 


The ‘‘SALES-MAKER” just stands there. But... 


. . . it does store a lot of chain in a small space. 

It keeps the chain out where customers can see it 
and get their hands on it, where it will remind them 
of a job at home—or at the farm or factory— 
that calls for a length of chain. 


And that’s why we call it the “SALES-MAKER.” 


Next time your AMERICAN CHAIN distributor salesman 
comes around, ask him for details about the 
AMERICAN CHAIN SALES-MAKER. 





\ 


Better still, pick up the phone and call him right nov. 


SELL AMERICAN 


. ++ THE COMPLETE CHAIN LINE 





Detroit, Los Angeles, New York, 
¢ n Francisco, Bridgeport, Conn. 
‘é 


MS. AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


weer 
TRaDe OY 
MARK 


CA, 
‘~ In Business for Your Safety 
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Mr. President—Will It 
Be Unity or Politics? 


RESIDENT TRUMAN has asked for the united 

support of all Americans in the rearming of the 
nation. He has asked ali citizens to be prepared to 
make sacrifices to speed the mobilization effort. He 
has warned that he will not permit profiteering by 
anybody. 

The President deserves the wholehearted sup- 
port of business and of each individual citizen in 
this effort. We know he will receive that support 
—if he will demonstrate, by his actions, that he 
asks for unity and sacrifice for the good of the na- 
tion, and not simply for the good of the Fair Deal 
party. 

A truly unified nation is capable of infinitely 
more effective action than one torn by internal 
strife arising from inequality of sacrifice. The 
President must, now, for the sake of the nation’s 
future, demonstrate that he believes in equal sac- 
rifice for all. There can never be true unity, or the 
will to sacrifice, if the Fair Deal continues to urge 
its socialistic goals under the guise of national 
emergency acts. 

President Truman, as titular head of the Fair 
Deal-Democratic party, must make the decision— 
—™ it will be unity for victory, or politics as 
usual. 

What is the decision, Mr. President? 





Tax Equality Is Vital 
To National Unity 


NE of the first tests of the sincerity of the 
the President’s promise of equality of sacri- 

fice will be the war tax bill now being written. 
Will the co-ops again be given complete freedom 
to profiteer, as in World War II, or will they be 
required to carry their fair share of the heavy war- 
time waxes? More than $1 billion in equitable 
taxes were lost during World War II by the in- 
excusable failure of the government to practice 
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equality of sacrifice with the co-ops. Will this 
purely political maneuver be repeated? Was Presi- 
dent Truman sincere in his promise that there 
would be equality of sacrifice? 

The President has railed at the housewife who 
hoards sugar, and at the business man who patron- 
izes the black market. But are these people any 
more guilty of disservice to their country than the 
co-ops that shirk the responsibility of contributing 
to the defense of their properties and their future? 

Congress must put aside politics and tax the co- 
ops just as any business-for-profit is taxed. There 
is $300 million in taxes annually that would result 
from taxing the co-ops, revenue which the giant 
co-ops can well afford to pay and revenue which the 
country needs badly. 

Congress must establish equality of taxation in 
the war tax bill. Keep reminding your congress- 
men; write them, phone them. Above all let them 
know your views. And do it now, today. 





Heavy Buying Likely To 
Force Strict Controls 


HE business outlook for the hardware dealer is 

as confused today as it was in the first few 
months following Pearl Harbor. It will grow more 
confusing. 

It is generally well known that there are in 
Washington two schools of thought concerning 
government controls. One group favors the gradual 
imposition of controls, as situations arise, begin- 
ning with voluntary allocations. They believe this 
would permit an orderly transition from civilian 
to wartime production, as the need arose. 

The other group, composed primarily of Fair 
Deal advocates, wants the immediate imposition of 
100 pet government control of prices and produc- 
tion, regardless of whether or not conditions fully 
warrant such action. 

It appeared at first that controls would be ap- 
plied gradually, but the senseless panic buying of 
many retailers and some wholesalers and manufac- 
turers over the past several weeks has completely 
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altered the picture. This wild buying, with the ac- 
companying artificial shortages, has completely 
altered Washington sentiment to the point where 
it now appears likely that rather rigid controls 
over prices and production will be established very 
soon ... at least six months before they are really 
needed, thanks to the panic buying. 

Steel, copper, aluminum and other metals and 
some chemicals will be the first to go under con- 
trols. There will most likely be some sort of roll- 
back of prices, with June 1 or July 1 being the 
dates mentioned most frequently. Eventually, if 
the Korean situation drags out, will come man- 
power controls. 

A dealer must keep his cash position in good 
shape. Wholesalers and manufacturers are not 
going to coddle poor credit risks or slow payers. 
And it would be advisable for dealers to take the 
same attitude toward their customers. 

It would be profitable for a dealer to anticipate 
manpower shortages by more intensive use of self- 
service ideas. And above all, he must begin think- 
ing now of what new products he can add to replace 
those lost to war demands, what new lines he can 
add to substitute for lost lines. 

A hardware store is an integral part of com- 
munity life. It is an essential operation. Wartime 
restrictions will not kill off the progressive dealer. 
It didn’t in other wars, and it won’t in this. But 
it’s going to take a lot of intelligent planning to 
keep on top. 





Readers Say Business 
Should Be in Politics 


USINESSMEN and business magazines, such 
as HARDWARE AGE, must take a greater inter- 
est in politics if they are to be effective in fighting 
present socialistic trends. That appears to be the 
general feeling of our readers, judging by the 
opinions expressed on the editorial comment “Stay 
Out of Politics, a Reader Advises Us,” (HA, June 
29, p. 7). 

For example, a dealer postcards us, “You are 
absolutely correct in your ‘politics’ discussion. The 
greatest single cost factor today in business is 
taxes. And the businessman should make his voice 
heard loud. Government should act as a referee, 
not as an active participant in business.” 

A manufacturer of tools put it more emphati- 
cally by writing us, “I don’t know who that reader 
is, and I don’t care. But whoever it was, he gave 
you just about as poor advice as you could obtain. 
You might expect this from someone in England, 
Yugoslavia or Russia, but not from an American. 

“If there was ever a time the trade papers should 
be in nonpartisan politics, it is now. In fact they 
are 15 years too late. Most certainly you should 
advocate that not only should you be in politics, 
but manufacturers, wholesalers and the dealers 
should be informed through you what is actually 
going on and what steps to take to combat the so- 
cialistic trend which we have been heading into for 
a long time. 





“So go ahead and get into politics with both feet, 
Praise those who are doing a good job, and con- 
demn those who are messing up our liberties.” 

That last line pretty much sums up our editorial] 
policy of the past and of the future. 





Some Suggestions for 
Weathering the Storm 


HE dealer who successfully weathers a war- 

time economy, will be one who is receptive to 
new ideas, one who is always on his toes in search 
of new services and products to replace those lost 
to war needs. Such a dealer will find much help 
in the pages of HARDWARE AGE, for this magazine, 
too, will adjust itself to the trade’s needs in war- 
time. 

For example, in this issue on page 14, you'll find 
an exclusive detailed discussion of conditions in all 
phases of the hardware business, reported directly 
by the top executives of companies manufacturing 
hardware merchandise. 

You will find in every issue new emphasis on new 
merchandise. The editors will scour the markets 
of the nation to find new products and new services, 
for the dealer to use to replace those lost to war. 

As price and production controls are put into 
operation, you'll find all the details in the pages of 
HARDWARE AGE—reported accurately and as 
promptly, as only the fortnightly publishing 
schedule of HARDWARE AGE permits. 

You will find in the feature articles authentic, 
practical reports of how other dealers are adjust- 
ing themselves to wartime conditions. In short, 
you will find in these pages, in the months to come, 
many valuable ideas and helps for weathering the 
storm. 





A Wholesaler Comments 
On Dealer Advertising 


HERE’S some worthwhile advice in a letter we 

received from a wholesale house commenting on 
the article, “How Hardware Dealers Advertise” 
(HA, July 13). This well-known wholesaler points 
out that “Sears $2 billion business was built on 
consumer catalogs and today they are heavy buy- 
ers of newspaper advertising space. They have a 
program. 

“HARDWARE AGE states from facts,” the letter 
goes on, “when it says ‘too many hardware dealers 
play with advertising. They have no program. 
They are in and out.’ ” 

Discussing consumer catalogs, available to deal- 
ers through wholesalers, this wholesaler points out 
that a good live catalog, without dead items, can 
be extremely helpful to a dealer. He tells of one 
dealer who started with 1000 catalogs and now uses 
5000. Another dealer started with 3000 and got 
such good results that he now uses 10,000. 
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NIGHT LATCHES 


ILCO 210B Popular priced, quick 
selling night latch. Modern streamlined 
cast iron case, gold bronze wrinkle finish 
with 5 disc tumbler cylinder. 


ILCO 2641V Streamlatch with 
*Hold-o-matic feature. Rich ivory finish, 
with chrome trim. Solid brass 5 pin 
tumbler cylinder. 

*Hold-o-matic— turn of key automati- 


cally holds bolt retracted and permits 
entrance with use of one hand only. 


ILCO 218C This rugged, popular- 
priced latch gives real protection. Heavy 
cast iron case in attractive gold bronze 
wrinkle finish. Gives 5 pin tumbler 
security. 


4 only 210B modern design Night Latches 
(includes one on mount) 


4 only 2641V Streamlatches with Hold-o-matic 
(includes one on mount) 


13 only 218C Heavy Duty Night Latches 
= (includes one on mount) 


21 fast selling Night Latches plus an attractive counter display 


Here is an extra profit opportunity for the fall season when night latches 
are in heaviest demand. At the ILCO Fall Special Price on these three low 
and medium priced numbers, with the display — you can cash in on big 
volume and extraordinary profits. Get in touch with your ILCO distributor 
now — or write us for detailed information. 


INDEPENDENT LOCK COMPANY 
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Credit Clamps Urged As Check 


On Consumer Demand, Inflation 


The White House believes that rationing and 
price controls are not needed now and that con- 
sumer credit controls will do the job, presum- 
ably as long as the hostilities are confined to 
Korea. 

The President has also made it clear that he 
will not hesitate to use Regulation W and any 
restrictive powers granted in the emergency 
legislation. Combined with higher taxes, credit 
control is expected to cut consumer demand to 
a point where there will be enough for every- 
body. 

Broad power to control and allocate produc- 
tion is given the White House under the De- 
fense Production Act of 1950. Also included 
are provisions to guarantee loans to defense 
contractors; direct loans for expansion, devel- 
opment or production, government purchase of 
metals, minerals and other raw materials, pre- 
mium payments, and authority to establish gov- 
ernent corporations with a $2 billion borrowing 
limit. 

The Commerce Department estimates that 
military demands, including an additional $10 
billion, will take no more than 7 to 9 pet of cur- 
rent steel production as against 2 pct under the 
regular budget. Another 4 pct would be required 
to meet Marshall Plan and Military Assistance 
Program commitments. 

There can be no reliable estimate as to how 
construction volume will be affected or what 
restrictions must be placed on building materials 
and other items until military needs are known. 
Much of this centers around the steel supply. 
But, oddly enough, most building materials 
shortages to date have been in other than metal 
items despite the tight iron and steel situation. 


OUTLOOK: It may be some weeks yet 
before actual controls — voluntary or 
otherwise—will be operating unless the 
2 President invokes the already existing 
allocations and priorities powers con- 
tained in the draft act. The new con- 
trol legislation will be lodged in the 
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By Washington Bureau of 
HARDWARE AGE 


Commerce Department at least in the 
beginning. While neither the presiden- 
tial message nor the legislation makes 
any mention of voluntary controls— 
which will probably be tried first—the 
authority is provided by a section in 
the bill relating to antitrust exemptions. 


Small Business May Get Loans 


To Snare Defense Contracts 


Congress is thinking about setting up a $500 
million loan fund to help small business get its 
“fair share” of defense contracts. 

There is considerable feeling at the Capitol 
that many small manufacturers are going to be 
“left out” unless they can get some ready capital 
for the expansion and tooling-up necessary to 
get government orders. 

Senator Sparkman, D., Ala., and Representa- 
tive Patman, D., Tex., claim that small business 
will suffer much more than big business when 
searcities of materials become acute. They say 
the solution is to set up a government contro! 
agency similar to the Smaller War Plants Cor- 
poration of World War II. 


OUTLOOK: If the country is in for the 
kind of total mobilization we now ap- 
pear to be headed for, you can count 
on Congress to legislate all kinds of aid 
to small business. The powers of exist- 
ing government agencies like the De- 
partment of Commerce and the Recon- 
struction Finance Corp., also will be 
extended to give smaller plants a hand 
in the preparedness program. 


Partial Mobilization Increases 
Plant Payrolls And Employment 


Worries concerning wide unemployment are 
over for the immediate future. Factory em- 


(Continued on page 98) 
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Now—Get more Aristo-Mat sales with the new PD-1 
Counter Display or the New F-1 Floor model Display 





ing buy-appeal’”’. Aristo-Mats are used by millions of 








Special 
385 


Merchandisers. Both pack a giant wallop in “eye catch- 


housewives from coast to coast on stove tops, table 
tops and under electrical appliances to protect fine surfaces from 
heat, scratches, spilled foods, nicks, chips and stains. Aristo-Mats 
are available in a wide selection of patterns and sizes in a price 
range to fit every pocketbook. 


Special 











F-1 
Deal 















Special 385 Deal 


of space... 


PD-1 Counter Display, sturdily construc- 
ted of steel, takes up only a few inches 
FREE with one dozen fast- 
selling, assorted Aristo-Mats, which con- 
tains the 17 x 19 inch size only. 

















































Special F-1 Deal 
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Slightly higher in states west of the Rockies 

















sold through NATIONAL ADVERTISING 
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th schedule 


& Gorc 


Your Fair Trade Unit Fair Your 
Cost Retail Price Trade Price Profit 
% Doz. 401 Floral Queen $4.66 $7.16 $1.79 $2.50 
% Doz. 1010 Candy Stripe 2.67 4.00 1.00 1.33 
% Doz. 1200 Chrome Master 5.12 7.92 1.98 2.80 
12.45 19.08 4.77 6.63 


Floor Model Display Merchandiser 58” high, yet takes up only 1% square 































HARDWARE AGE, AUGUST 10, 1950 





See Your Jobber or Writ 


1315 West Congress Street * 











For Your Nearest D 





strib 


Chicago 7, 





Illinois 





feet floor space, custom built of clear natural finish white pine . - FREE 
with 4 dozen fast-selling assorted Aristo-Mats. 
Your | Fair Trade Unit Fair | Your 
Cost | Retail Price | Trade Price| Profit 
1 Doz. 1200 Chrome Master Size 17x19 | $15.35 $23.76 $1.98 $8.41 
% Doz. 1200 Chrome Master Size 13x 19 4.67 7.16 1.79 2.49 
Y, Doz. 1200 Chrome Master Size 9 x 19 1.83 2.78 1.39 95 
1 Doz. 1010 Candy Stripe Size 17 x 19 8.00 12.00 1.00 4.00 
% Doz. 401 Floral Queen Size 17 x 19 7.00 10.74 1.79 3.74 
% Doz. 403 Floradora Rose Size 17 x 19 7.00 10.74 1.79 3.74 
% Doz. $S-1 Stainless Steel Size 17 x 19) 12.00 17.70 2.95 5.70 
Slightly higher in states west of the Rockies $55.85 $84.88 $12.69 | $29.03 


PHOENIX TABLE MAT COMPANY 





















Window Fan 


Wind-O-Wind fan for use in 
every room in the house finished 
in pastel-blue baked on enamel 





with chrome aluminum finished 
protective shields. Designed to 
fit windows from 24 to 36 in. 
wide. Features balanced 8 in. 
blade, reinforced panel construc- 
tion, protective shields, centered 
fan position. Sales helps include 
catalog pages and stuffer folders. 
Retails for $10.95. Perma-Jack 
Corp., 1111 E. 200th St., Cleve- 
land 17, Ohio. 





Electric Knife Sharpener 


Oster electric knife sharpener 
features double action from the 
two electrically driven wheels 
that sharpen both sides of the 
knife blade simultaneously. Two 








wheels automatically dress them- 
selves and design permits com- 
plete sharpening process from 
heel to point of knife. Housed in 
plastic mould. Finished in white 
porcelain enamel. Retails for 
$12.95. The John Oster Mfg. 
Co., Racine, Wis. 





Pinking Shears 


Pink-All all aluminum pinking 
shears, 7% in. long overall. 
Blades are of forged steel and 
have overlapping meshing teeth 
that will clearly pink everything 
from nylon to overcoat material. 
Features a bent handle design 
allowing for accurate pinking 





along the straight lines of a pat- 
tern. Model No. 2 is fair traded 
to retail for $3.95. Model No. 
3, fully chrome-plated is fair 
traded for $4.95. Gift boxed. 
Griffon Cutlery Corp., New York 
City. 





What's the _ out- 
look on new prod- 
ucts? See page 14 
for a special report 
on supply and price 
trends of hardware 
merchandise. 








Whats New 


In Hardware Merchandise 
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French Fry Cutter 


Villa french fry cutter accom- 
modates any size potato and cuts 
it into 24 uniform size pieces. 
Parts are heavily plated. Retails 
for $2. Burns Mfg. Co., Syra- 
cuse, N. Y. 





Dutch Brand Plastix Tape 


Dutch brand plastix tape is 
now available in size rolls, % 
in. wide by 150 in. long. Packed 
24 rolls to counter display box. 
Tape is thin, has 200 per cent 
stretch and high dielectric re- 





sistance. Resists weather, water, 
oils, grease or corrosive chemi- 
cals. Van Cleef Bros., Inc., Chi- 
cago 19, Ill. 
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Latest Information on New Products 


And Services for the Hardware Dealer 


‘Hose Goose Neck 


Green Spot goose neck pro- 
tects the hose from damaging 
bends and kinks at the faucet. 
Swivel action at nut makes pos- 
sible this saving on hose. Also 
brings the connection away 
from the faucet so the customer 
can attach the hose with ease. 





Surveys conducted by Scovill 
have shown if such items were 
demonstrated, dealers would find 
them to be quick turnover 
bonus items. Retails for 95 
cents. Scovill Mfg. Co., Water- 
bury 20, Conn. 





Magic Chef Space Heater 


Magic Chef large console 
space heater that operates on 
oil or gas. Heats three to five 
rooms. Oil model, radiant and 





circulating, 58,000 BTU, weight 
234 Ib. crated. Retails for 
$119.50. Gas model, 70,000 BTU, 
weight 165 lb. crated, retails 
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for $99.50. Included in the line 
are 15 heaters, eight oil models, 
and seven gas models, ranging 
in price from $8.50 to $119.50. 
Feature baked cordovan enamel 
finish, suntan radiant screen and 
turquoise ornamental door ; 
three-way heat flow; scientific 
flue gas travel, electrically weld- 
ed combustion chamber, univer- 
sal raised port, cast iron burn- 
ers and large side access door. 
American Stove Co., 1641 S. 
Kingshighway Blvd., St. Louis 
10, Mo. 


Two Slice Toaster 





Toastwell toaster, model 350, 
is finished in chrome, has a 
feather-touch bread release, a 
single lever control, wide range 
color selector, and silent clock. It 
automatically raises toast higher. 
Crumb tray may be removed 
without lifting or turning unit 
upside down. The Toastwell Co., 
620 Tower Grove Ave., St. Louis 
10, Mo. 


Wood Cream 


White emulsion that cleans as 
it polishes woodwork, furniture, 
porcelain and other surfaces. It 
is homogenized and it adds a 
protective lustre to the surface 
cleaned. Wood Cream removes 
stains with gentle rubbing. Prod- 
uct guaranteed not to discolor 
finishes. Suggested to retail for 
59 cents a pint, fair traded. 
Gold Seal Co., Bismarck, N. D. 


(Continued on page 100) 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


Shovel, spade and scoop 
sale merchandiser display- 
ing tools in a natural posi- 
tion. Special blade notches 
hold six shovels. Available 











completely assembled unit 
is 3014 in. long and 12 in. 
wide. The True Temper 
Corp., 1623 Euclid Ave., 
Cleveland, Ohio. 


Cabinet Lock Display 
Tri - paneled sampling 
cabinet lock display board 
for use in store windows, 
counters and interior 
islands. This display trip- 
tych features Yale’s three- 
way cabinet lock in a large 
center blue panel and 
wardrobe and drawer locks 
in two smaller red panels. 
The 13 by 9% in. display 
piece shows actual prod- 
ucts and describes them in 
non-technical language. 
(Continued on page 120) 
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HARDWARE BUSINESS? 




















Trade Officials Report on Outlook 
For Hardware Merchandise; Warn 
Against Dangers of Panic Buying 


Lack of clear cut plans in 
Washington for the steps nec- 
essary for mobilizing industry 
has caused great confusion in 
the hardware trade concerning 
the future supply, price trends, 
etc., of hardware merchandise. 

In an effort to help hardware 
dealers and wholesalers in the 
planning in these difficult times, 
HARDWARE AGE asked lead- 
ing manufacturers of hardware 
merchandise to outline their 
views on the near future out- 
look. The trade was most co- 
operative in attempting to an- 
swer this question, despite the 
obvious difficulty of making defi- 


nite statements at this time. 
Presented herewith are the 
views of these manufacturers, 
as telegraphed exclusively to 
HARDWARE AGE. 

In reading these statements, 
dealers must bear in mind that 
developments occurring between 
the time the statements were re- 
ceived (late last week) and the 
reading of this issue, may have 
completely altered the situation. 
HARDWARE AGE thanks these 
manufacturers for their co- 
operation in making available 
this special report on the out- 
look for the hardware trade. 





APPLIANCES 


Sharp rise in orders for GE 
Appliances has necessitated al- 
location on almost all lines. We 
have orders to take care of pro- 
duction for rest of year. We 
shall aim as always to give every 
distributor and retailer his fair 
share. L. H. Miller, General 
Electric Co. 


SAWS 


There will be no short supply 
of Disston hardware merchan- 
dise over next six months pe- 
riod if distributors will provide 
90-day lead on their require- 
ments. Accumulated evidence in- 
dicates desire to work on 30-day 
inventory. Such practices will 
create shortages with dealers. 
Good planning for future 90-day 


14 


requirements every month will 
avoid shortages and assure ade- 
quate supply on time. We dis- 
courage speculative buying and/ 
or inattention to ordering on 
time. Walter H. Gebhart, Henry 
Disston & Sons Inc. 





WIRE PRODUCTS 


If hardware dealers will buy 
nails, barb wire, fence, netting 
and other wire products on a 
reasonable basis, and do not at- 
tempt to secure unneeded inven- 
tories, we do not believe serious 
shortages will develop unless 
the current situation becomes 
more threatening than is pres- 
ently indicated. 

Our production of these 
items is high and any curtail- 
ment due to war needs should 
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not be drastic. The wire prod- 
ucts named are essential to food 
production and to our general 
economy. H. B. Jordan, Presi- 
dent, American Steel & Wire 
Co., subsidiary of U. S. Steel. 





ELECTRIC HOUSEWARES 


After examining our incom- 
ing orders yesterday we found 
it necessary to immediately put 
allocation on hardware items as 
well as electric housewares. 
R. L. White, President, Landers, 
Frary & Clark. 





GALVANIZED WARE 


Our production of merchan- 
dise for hardware trade during 
next six months will be in- 
fluenced entirely by the demand 
of our Government during the 
present crisis. Any production 
available for civilian consump- 
tion will be fairly and equitably 
distributed to our customers in 
the hardware field. EL. B. Crater, 
Vice Pres., Sales, Wheeling Cor- 
rugating Co. 


CUTTING TOOLS, MOWERS 


Metal-cutting tools such as 
hacks and bands subject to 
heavy demand. No raw mate- 
rial shortage anticipated but 
some delay in delivery schedules. 
Lawn mowers: possible abnor- 
mal fall demand, probable raw 
material shortage and delivery 
delays. T. D. VanderVoort, Vice 
Pres., Treasurer, Clemson Bros., 
Ince. 


CHAIN 


The demand for chain during 
the past few weeks has been 
running ahead of supply and no 

(Continued on page 144) 
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7 DISPLAY SPURS 
IMPULSE BUYING 
FOR EXTRA 
pRorit! 
Loni 








MOST POPULAR 
PUNCHES AND 
cHisecs! 








aS 
BACKED-UP 
\ GUARANTEE 
Ve 


Hardware stores everywhere are finding 
the PROTO* “Tool-O-Mat” to be the 
greatest plus sales builder in the tool 
business. This complete tool department 
(No. 9900H) puts the fastest moving 
tools within reach of your customers — 
is easy to set up — takes very little space 
—and SPEEDS UP YOUR TOOL TURN- 
OVER. The attractive display stand and 
accompanying sales aids are FREE! Or- 
der your “Tool-O-Mat” today from your 
PROTO* wholesaler. Write for more de- 
tails to: 


PLOMB TOOL COMPANY 


2227B Santa Fe Ave., Los Angeles 54, Calif. 


PROTO * TOOLS 


MADE 
NUS A 


LOS ANGELES 
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LY, 
PROTO * TOOLS 


Los AY GELES 







i PREFERRED BY PROFE 








FAMOUS PROTO 
TRADE MARK... 
EXTENSIVELY 

_ ADVERTISED! 






REASONS 
FOR BUYING 
PROTO 


BEST-SELLING 
ADJUSTABLE AND 
PIPE WRENCHES 


DISPLAY IS EASY 
TO SET UP AND 
TAKES VERY 


gh - 
7” 


ff ‘be 
* PROTO dncans PROfessional TOols. It’s the 
new name for the tools that have been pre- 
ferred by users for 43 years. For really fine 
tools, look for the PROTO sign. 
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Gillette 


Dill SUPER-SPEED RAZOR 


And IMPROVED 10-Blade 





> SS Re 


se ml 
; . 4 
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“: e \ i \ 
CAN" 


oe : 4 


In Styrene 
Travel Case 


You'll Sell 
Plenty Of These 
Popular Shaving 

Items, Too! 
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Stock And Display The Full Gillette Line 
..-You'll Make Money Hand Over Fist! 


S$ WORLD SERIES time again — and again 

Gillette is turning loose the full power of 
the greatest of all air promotions to send man 
after man into your store asking for Gillette shav- 
ing products. Over the world’s largest radio and 
television networks, commercials packed with 
smashing sales punch will reach virtually every 
man of shaving age .. . tell ’em over and over, 
to buy Gillette razors ... blades . . . shaving 
cream. Stock up. . . use plenty of window and 
counter displays... watch those dollars roll in! 





NEW EYE-CATCHING, COLORFUL SALES HELPS! 
@ Order the new full-color, traffic-stopping 
World Series window display right now. Be 
sure to have our new window streamers, too. 








Gillette Shaving Creams With K-34 


@ Your men cus- 
tomers will hear 
my about these 
ast-acting beard 
softeners. 
Retail (Regular Size) . . 30¢ 
Retail (Giant Size) .. . 50¢ 
Your cost 
per dozen tubes: 
LATHER 
Regular Size. . . $2.37 
Giant Size 
BRUSHLESS 


Regular Size . . . $2.20 
Giant Size... . . $3.18 
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FEATURE GILLETTE DISPENSERS WITH 
USED-BLADE COMPARTMENTS 


» Bt Abt 


DISPENSER 


@ Throughout the World Series, we'll urge men to buy Gillette 
Blue Blades in the new Dispenser with used-blade compartment. 


10 for 49¢c, 20 for 98. Also in the familiar package, 5 for 25«. 
Your cost per carton, 10s or 5s (100 blades) 
Your cost per carton, 20s (200 blades).... 


ff THERE'S A USED BLADE GOES HERE! 
f FRESH BLADE! 





(200 blades) . . . $3.68 














AGAIN 
HARDWARE 
DEALERS 
SAY 


Gquily 


More Selling 


Again in 1950 dealers all over America say what they’ve been saying for 
years: “Country Gentleman helps us better than any other rural magazine 
to make more sales.” 

Dealers like you in hundreds of local communities were just asked by an 
independent research organization: “Which one leading rural magazine 
most effectively helps you sell your customers?” 


Hardware Dealers Gave Country 


Gentleman an 80% Lead 


over the No.2 magazine, with more votes 
than the next three magazines combined! 


Dealers know their best rural customers read and prefer Country 
Gentleman. Its 2,300,000 circulation is concentrated in the Top Half group 
that gets 9 out of 10 farm dollars ...the prosperous families who mean 
good business to you! 

That’s why dealers consistently vote their preference for Country 
Gentleman year after year... that’s why Country Gentleman leads all 
rural magazines in advertising revenue! 
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THE MOST COMPLETE MASS MARKET 
LINE IN LAWN MOWER HISTORY 
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1951 REC ROYALE DELUXE 
Model WE-21, Full 21” Cut. 
1% hp, 4-cycle Reo Engine. 
Automatic Re-wind Starter. 


) 
~ Sm hp, 4-cycle 
\m \ Cut; New Au 


GRASS CATCHER 
ATTACHMENT 

For Royale De Luxe, Run- 
about, Town House Electric. 
Sturdy Canvas and Steel 
Construction. 


i 


i/ 


REO RUNABOUT 


Model WE-18, 1% hp, 4 ; 
cycle Reo Engine. 18 Cut, 


REO TOWN HOUSE 
ELECTRIC 

Model WEE-18, Self- 
Propelled. 18” Cut. 








CRUSTER LIN 


S GRAHERE’S A REO TO CUT IT! 


RIDING SULKY 
Easily attached to De Luxe 


DE LUXE a A ¢ Trimalawn. 
21 ” 
ig eal SNOW PLOW 


Engine. «1, 
tarter, ‘ Converts Trimalawn 
to Power Snow 
Plow. 30” revers- 
_ ible Blade. 


ak. 


WING UNITS 


Two 18” wing units to double 
capacity of Trimalawn. 


cece 
~ ~~ 


) DE LUXE TRIMALAWN 
RE-25, Trimmer Type. 
hp, 4-cycle Reo Engine. 
Cu New Automatic Re- ~~ 
d Starter. f 


‘Yy 


\- 
0 LAWN MOWER 


del E-18, Wider— 
er. 18” Cut. 


ABOUT 


-] 8, 1 Yo hp, 4 
ngine. 18” Ct. 


NEW AUTOMATIC 
REWIND STARTER 


WN HOUSE \ f Standard equipment 
on '51 De Luxe Trim- 


EE-18, Self- | J = alawn and'51 Royale 


1, 18” Cut. De Luxe. 








perenne: a 


the complete line “ 


NESCO | 


HOT-DIPPED GALVANIZED WARE 


Matched in Style! 
Uniformly Labeled! 


HAND DIPPED IN MOLTEN 
BUST RESISTING —egay— WATE: 


This item was hand dip 
EXTRA DEEP CORRUGATIONS = bere oe Se LARGE COMFORTABLE HANDLES 
GIVE ADDED STRENGTH Gatit tndiee ont tan PERMANENTLY ATTACHED 10 Sane 
DOUBLE ROLLED SEAMS STAY a oe a oe BUILT TO GIVE MANY YEARS 
wr . vi 5 
TIGHT AND a. a Omen: OF SATISFACTORY SERVICE 


| 








° . fief 415 
This attractive new label is an effec- , \ qe Ee 
¥ 


tive “silent salesman”’ that points out 
the many advantages of high quality 
Nesco hot-dipped galvanized ware! 


Ty 
BURR 
Lays — 


ro 


@ Modern matched styling and uniform la- EPARTMENT stores everywhere are closing 
bels of the Nesco line make your galvanized out their unsightly collections of odd-lot, odd- 


ware display neater and more attractive! labeled galvanized ware and are setting up smart 
looking, inviting displays of the famous Nesco line! 


@ Completeness of the Nesco line enables As a result, they are experiencing new interest in 


galvanized ware—new sales and new profits! Now, at 





ill rfectly! 
you to fill any need perfectly last, their galvanized ware displays are organized on 


a modern merchandising basis in harmony with theif 


@ The Nesco line is quality-built for peak 


‘ é other departments and other displays. 
customer-satisfaction—and that means ad- 


Take advantage of the opportunity offered you 
ditional sales for you! by the complete line of Nesco galvanized ware- 

every item sturdily built and hand-dipped in molten 
@ The Nesco brand name is nationally ad- zinc for long, leak-proof, rust-resistant service! Buy 


vertised — nationally recognized! —and profit by—the Nesco line! 


NESCO INC. 270 N. 12TH STREET, MILWAUKEE 1, WISCONSIN 


Sales Offices: 1430 Candler Bldg., Atlanta * 1166 Merchandise Mart, Chicago * 200 Fifth Ave., New York 
Western Merchandise Mart, San Francisco * 901 Ambassador Blidg., St. Louis 
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HEATERS 

0, 30,000 

Medel # 4920, 

0,000 B.T.U. Beauti- 

fully finished in durable 
porcelain enamel, 
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@ More and more dealers are saying 
that the extra plus features built into every 
WASHINGTON FRUGAL Gas Heater are 
the reason for quicker sales, and greater profit. 
If you’re interested in capitalizing on the 
present trend towards gas heating, phone 
your Washington Frugal Distributor or wire 


GRAY & DUDLEY CO. Nashville 3, Tenn. 
Established 1862 





PADLOCK DEPARTMENT! 


MOVABLE MINIATURE SHOWCASES , ,, 
together, they take up only 16 x 9 inchs 
of counter space! 


FAST-SELLING PADLOCKS... 
solid cast brass and rustless alloy .. , aj 
at popular prices. 


reom Slaymaker 


.-+ the name that means modern merchandising! 


"“SILV R 3 $ s”’ as advertised in the Saturday 
E NT NEL Evening Post and Country Gentle 
The newest Slaymaker merchandising sensation! Four rustless alloy p 


locks . high in quality, sales appeal, and turnover speed. Miniat 


showcase (‘Padlock Town") in six sparkling colors. 


tt ss B u i as advertised in the Saturd 
BRA EA TIE Evening Post and Country Gent 
Four solid cast brass padlocks in a blue plush jewel-box miniature show 


Brass has always been the symbol of durability in padlocks. At pop 


prices, these move fast! 





What you want is a complete padlock department, with as few 
numbers and as little inventory as possible. That way, you sl 


more of each number, at bigger profit to yourself. 


You're probably moving more and more toward the new 
display trend, too . . . movable displays, small displays. They le 
you take full advantage of impulse and related-item buying. 


These Slaymaker Padlocks fit right into that kind of operation. 


There’s a padlock for almost every customer who comes into 
your store. The displays are eye-catchers, pocketbook-opener. 
The padlocks glitter with quality and price appeal. 

You get both “Silver Sentinels” and “Brass Beauties” assor- 
ments .. . both miniature showcases . . . a complete inventory o 
eight sizes of padlocks in styles to meet popular demand ..- 


and your outlay is small. 


It’s mighty little investment for a line that goes right to wor 
and gives you quick turnover and sweet profits. See your jobber 


or write us today. 


LOCK COMPANY 


Since 1888 LANCASTER, PA., U.S.A 
World’s Most Complete Line of Padlocks 
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THEN AS NOW... 


Buyers saw, examined and compared the merchandise of craftsmen. NOW AS THEN, 
buyers not only compare and examine, but see the newest and best in hardware and 
allied products at the world’s greatest Hardware Mart—THE NATIONAL HARDWARE 
SHOW. Over six hundred of America’s best manufacturers will display tens of thousands 





of hardware items for your inspection and approval. 


Join buyers from all over the world, who will attend the FIFTH NATIONAL HARDWARE 
SHOW, New York City, in October. Simply fill in the registration coupon below and 


your badge of admittance will be sent to you without further registration. 


OCTOBER 2-3-4-5-6-1950 - GRAND CENTRAL PALACE, NEW YORK CITY 


mo NATIONAL 


Fill in and mail this registration 
Please check 


Save time by registering NOW. f 
coupon and your admission badge will be mailed to you. 
below if you wish us to make hotel reservations for you. 
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(PLEASE PRINT) 
‘:) HARDWARE ea - 
Riko) Firm 
BAY a — 
a __State. - 








SHOW 


Type of Business 
Please check below the classification of your business. 

[7 Wholesaler O Retailer ©) Dept. and Chain Store Buyer 

(1) Importer-Exporter 0 Mfgrs’ Agent 0 Manufacturer (C0 Other 


[] Please send us your hotel reservation blank. 
Minors under 18 yrs. of age will not be admitted under any circumstances 





331 MADISON AVE., NEW YORK 17, 


MURRAY HILL 2-4802 





HARDWARE AGE, AUGUST 10, 1950 

























OLY =Ye Mel ite, 
Endorsed 
by 













eS 





Model 242C 


a 

( ren “Floodlight 

Coleman Floodlight Lanterns are hitting a new high record in sales. 
They are easier to sell because they are preferred by outdoorsmen. 
Hunters, fishermen, campers all provide you a sure-fire, year ’round 
Coleman Lantern market. Many other profitable markets are assured 
by farmers, dairymen, poultrymen, businessmen, truckers, industrial- 
ists, show people. Everyone who works and plays outdoors at night 


needs and uses Coleman Lanterns. Coleman is the fastest selling 
lantern in America! 


Demonstrate and sell these features: Flood- 
light 100-ft.area. Light instantly; make and burn 
their own gas from gasoline. Give 40 hours’ 





Reflector . 

Makes high light per gallon of fuel. Safe. Storm-proof.Three \ 
power spotlight popular models. Model 242C (shown above) 
out of lantern —sportlight—only 12% in. high, weighs 3 lbs. 

—gives you 

extra sales. Medel 220 D — Powerful Model 228D — Same as 

Fits models 2-mantle lantern for 220D, but with wide 





242C and 220D. 


every use. reflector top. 























“@),a_ Republic picture, says: 


» hours of fun to each day!” 


TTS 





MARK BURLINGAME, widely 
known outdoorsman, says 
“On your outing trips if 
clude a Coleman Lantern 
for plenty of light at night 





Timely Products to , Push ra Prof t naie-s Order fous Wor Jellies 





Better meals, more convenience for boat 
owners afloat or ashore. Two burners. Ker- 
osene and alcohol miei 


Folding Pocket Stove 
Camp Speedmaster Fast seller — fits in 
Stove Stove hunting jacket 

Cooks like a Good eats pocket. 
“<. a=" — ‘ Marine Stove 
carries like or away. 

a suitcase. 
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HECK TE 
¢ Desig 
¢ induc 
¢ Elimi 
¢ 3 time 
¢ Doesr 
¢ Fits : 
¢ Saves 


«pearing in “Montana Belle,” ¥ Rust- 








“My Coleman adds more 


D 


Leading hor 
over enthu 
IRI-GATOR 
home garden 
tomers, buy 
influenced b 
perts. For 
IRI-GATOR 
# the growi 





JOE GODFREY, secretary- 
founder of the Sportsman's 
Club, says: “I wouldn’t be’ 
without my Coleman Lan- 
tern for a brighter camp.” 
































































Y As 





mething YOUR Garden Supply Departmen 


or 
THE | 
ae 
THES. 
Rwy makes better gardens 
eqD 


cw 


+2, 


































makes better customers 








makes better sales 


ECK THESE GARDEN-TESTED FEATURES 


¢ Designed to provide deep-root watering 

¢ Induces quicker growth, more bloom 

¢ Eliminates soil erosion and exposed roots 

¢ 3 times faster than sprinkler, nozzle or soaker 
¢ Doesn’t wet leaves to invite plant diseases 

¢ Fits all standard garden hoses. 

¢ Saves water, saves time, saves trouble 

¢ Rust-proof, break-proof, fool-proof 





NE, currently ap 
“Montana Belle,” 
C picture, says: 
man adds more 
in to each day!” 
























DISTRIBUTORS 


There are some choice territories oper 


DEALERS 


Leading horticulturists the country 












over enthusiastically acclaim the for manufacturers’ representatives, jot 
IRI-GATOR and recommend it to all 
home gardeners. Your gardening cus- 
fomers, buying habits are materially 
influenced by the advice of these ex- 
perts. For sales’ sake, stock the 
IRI-GATOR now — during the height 


@ the growing season 





bers and wholesalers. Consumer de 
mand for the IRI-GATOR has necess 
tated increased production, which i 







being backed by nation-wide adverti 





ing and publicity. Write today for full 





information on this profitable wholk 









REY, secretary. 
the Sportsman's 

“I wouldn't be’ 
y Coleman Lan- 
brighter camp.” 


sale item 


CHECK THESE POWER-PACKED SALES APPEALS 


/ Advertised in national garden magazines 
d¢ Packed in attractive, colorful displays 
¢ Informative, fully illustrated literature 
v¥ Choice of three models, three prices 

v¥ Perfect gift item for home gardeners 








NGAME, widely 










oorsman, sf v Sturdy, compact, eye-catching 
emen Lau v¥ Basic utility makes it a self-seller 
light at night” ¥ Nothing else like it on the market 








FULL PROFIT MARGIN 


MODEL NO. CONSTRUCTION LIST PER DOZ. 















— 100 Rust-proof metal caps and cylinder, brass coupling. $1 2.00 
ing, alumi 
1 25 Salil. Bakelite caps and coupling, aluminum $1 5.00 
in ced, ‘ellow, 
150 Sana $18.00 



























WRITE TODAY 


For Complete Information and Name of Nearest Distributor 


THOMAS MANUFACTURING CO. + 3520 E. MONTE VISTA DR. + TUCSON, ARIZ. 


NOT A SPRINKLER- BUT AN EFFICIENT [RI-GATOR 
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POWERFUL P 


G-E Christmas 
pre-so 


you 
Christmas Tr 
xperien ce 


ee 
c with Genet4 
Electric lamps of all kinds 
has built uP t pularity: 
They'll buy sets an devices 

with G-E pulbs! 


equipP® 


AR 7E , 








PREFER G-E 
ights! Loné 
h General 
f all kinds 

opularity: 
and devices 


G-E bulbs’ 


10, 1950 


CUSTOMERS STAY SATISFIED when you 
sell them G-E Christmas Tree Lights! 
You avoid complaints, keep customers 
happier. Customers know all General 
Electric lamps benefit from research 
to make them top quality. 


5) 


You can put your confidence 1 a 


GENERAL @® ELECTRIC 


HARDWARE AGE, AUGUST 10, 1950 








A parlor powerhouse — you'll find that phrase best 
describes Preway space heaters, the oil-burning cir- 
culators that outperform all others in the industry. 
That’s strong language, but it’s factual — and it’s 
facts, demonstrable facts, that turn sales your way. 

From this approach — alert engineering — look at 
Preway’s patent-applied for Air-Activated Burner with 
Thermo-Zone Burner Ring, Preway’s exclusive Heat 
Miser, Preway’s Weather Wizard forced air blower 
— sales gold that you can easily convert into business 
profits. Each one of these features leads the industry, 
beats the best that others offer — and you can show 
your customers the reasons why. 

With all of this, plus a price that competition must 
meet, the Preway line gives you a golden opportunity 
to put the heat on the booming space heater business 
in your town. Get behind this fast-moving line — 
made by the fastest-growing company in the space 
heater field — one of the big three. Write today for 
full information. 


PRENTISS WABERS PrRopwcrTSs Co. 


2850 SECOND STREET, N., WISCONSIN RAPIDS, WIS. 
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100 HOUSEKERPING days at Treats’ 
tep up trailic and sales 


More than 150 ITEMS backed by the Guaranty Seal were the basis of a recent two-weeks 
GOOD HOUSEKEEPING promotion at the Treat Hardware Corporation, Lawrence, Mass. 


Ss "Guaranteed by = 
Good Housekeeping 


“DEPENDABLE BUYING PROTECTION” was theme of ads run THE GUARANTY SEAL DOMINATED «displays throughout the store. 


regularly in local newspapers. “Drew more traffic” “Increased business during the period of the promotion.” 


PHOTOGRAPHS FROM THE INSTITUTE were featured in windows, with the Seal and covers of 
GOOD HOUSEKEEPING “Enhanced our reputation for being a dependable buying headquarters.” 


RESULT: Unt OF A erUMe o> 
Peoarartoed by 
“The promotion was so worth while 8 Housekeeping 


that we should like to run it again next year, 
Everyone knows —the 


and the year after that!” product that has it, earns it' 


GOOD HOUSEKEEPING Promotion Dept. 
Sith St. at 8th Ave., New York 18, N. Y. 


proof again 


Please send me complete details on how I can set up a 
similar promotion in my store 


TITLE.....- 


GOOD HOUSEKEEPING <= o- 


The Homemakers’ Bureau of Standards 
57th Street at 8th Avenue, New York 19, N. Y. 


SI, Ce cencsecnsestererasencensosnscan 2 


EE ey See 
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THE “tops” i 
the exacting cra 
best tools mone 


Drop-forged, finé 
and tempered. Co 
handle, ‘‘Evertite’’ p 
locked to head three wé 
cision-curved claws. 


Exceptional Stanley 100 Plu 
ing power, extra pulling power. . 
for easy handling. Feature the finest hamm 
100 Plus. 


BACKED by powerful national advertising in The Saturday 
Evening Post and other publications. Order now ftom your 
jobber. Stanley Tools, New Britain, Connecticut. 


WITH CURVED CLAW 
No. 11 — 20 oz., No. 11/2 — 16 oz., No. 12 — 13 oz. 





WITH RIPPING CLAW 
No. 21 — 20 oz., No. 21/2 — 16 oz. 





THE TOOL BOX OF THE WORLD 


Reg. U.S. Pat. Off. 
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ELLING HELPS #7 


THESE WIZARDS WITH WOOD ARE-WIZARDS WITH DEALER AIDS, TOO! 


We go all out to help you sell Firzite, Satinlac and Weldwood Glue. 
Here are a few of the dealer helps we offer—display panels, leaflets, 
litho displays, metal signs, ad mats, etc. Mail coupon for special 
introductory deals. 

NATIONALLY ADVERTISED 


in Saturday Evening Post, Better Homes 
and Gardens, American Home, Popular 
Science and a list of over 20 others! 


WEL 


pease mare om © 
poanare aoe samenee® 


aa = Utts 


R 


peter td 
5 Se a ee ta 


aero 
vowtls A RES 
NE ; we N MUNIT-USE” packets. 


ms 
GLUE IN on. job ot two. Great 6 
wane enough for 8 k el ai at 10¢- 
Each po Each 3-Packe 
o Waste. 


venience. 





MAIL COUPON FOR SPECIAL INTRODUCTORY DEAL 


eoeerr orn or errno 


UNITED STATES PLYWOOD CORPORATION 


Dept. 91, 55 West 44th Sireet, New York 18, N. Y. 





Send me (check items desired) 


( Full descriptions of your Special Assortments No. 1 and 2 
on FIRZITE and SATINLAC. 


(CO Full information about WELDWOOD Glue. 
NAME 
ADDRESS duiiinia 








bt ci eevee cae eee end ewe 
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Incl 
of 6 
@ Sharp, Tough Corners to $: 


@ Straight, True Sides Never 
treme: 
made 
of DI 
featut 


REPUBLIC UPSON sizes . 


Cold Punched Nut! | °* 


No 

———————- — from the more than 20,000 bei 
members of the REPUBLIC po 

UPSON Quality Line. x Ww 

Thi 

wi 


@ Clean, Strong Threads 











* : 

BAA 14 
ZA REPUBLIC STEEL CORPORATION ae 

— Bolt & Nut Division fee 
_ Z CLEVELAND, OHIO e GADSDEN, ALABAMA 6% 


Export Department: Chrysler Building, New York 17, N.Y. 














ALERT D 


NAT 


BOLTS AN D NUTS 





96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTR he 
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DURO Aunounces the 
2 WORLD’S MOST COMPLETE LINE 
: of NEW TILTING ARBOR SAWS! 


| ~ 
UW Including 14 Variations a ~ ~ 


of 6 Models... from $43.95 
to $229.50 retail : 


Never before have dealers had the 
tremendous competitive advantage 
made possible by this complete new line 
of DURO tilting arbor saws! You can 
feature 14 variations of 6 models in 2 
sizes... including a new, low-priced 8” saw 




















C3013 — New DURO 8" 
Tilting Arbor Bench Mode! 






























that has more new and basic selling Saw, with motor mount, 
advantages than any other on the market ee on 
today! Get full details on this new saw line— switch, only $43.95 Retail. 
find out how easy it is to become a franchised 
a | DURO dealer. Act today! 
@ % NEW LOW PRICES! 


Now you can SELL a full-size 8” Duro tilting arbor 
bench model saw for only $43.95. And every saw in the 
complete new DURO line bears a price tag with a 
competitive wallop just as powerfull 
% WIDEST PRICE RANGE! 
This complete new line includes DURO tilting arbor saws 
which range in price from $43.95 all the way up to $229.50! 
What unlimited sales possibilities . . . you can sell a new 
DURO saw for every budget, every purpose! 
%& 14 VARIATIONS of 6 MODELS in 2 SIZES! 
DRATION You’ve never seen a saw line so complete! You can 
feature 8” and 10” DURO tilting arbor saws. . . 
EN, ALABAMA 6 different models . . . poet came fs 14 different ways. 
w York 17, N.Y. % NEW DESIGN FEATURES! 
Engineered to give your customer more for his money 
than ever before . . . these new DURO saws have a host 
of selling features and advantages that give you a 
competitive advantage second fo none! 


WRITE TODAY for illustrated literature describing this 
great new line of DURO tilting arbor saws. Ask also for 
details on the profitable DURO franchise dealer plan . . . 
it can mean new business, new profits for youl 


See DURO at the 
NATIONAL HARDWARE SHOW — Oct. 2-6 
Booth 46 — Main Floor — Center Aisle 





























NATIONALLY ADVERTISED to over 6 million craftsmen and home 
: fans to best tool ; 


NA NALLY ADVERTISED POWER 1 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 











HARDWARE AGE, AUGUST 10, 1950 





© 1950 











FOR GLAZING WINDOWS 


rane GLAZE IN COLORS 22550224 wre 





* RETAILS 19¢ 


Low price packaged glazing compound — 


* ENOUGH FOR 26” x 28” SASH | 


2/3 of home owners’ requirements 
are less than 26” x 28” 


* IN 4 COLORS 


Green — Black — Brown — Cream (White) BLACK 


* HERMETICALLY SEALED CANS = yew turirt size 


Stays factory fresh —no deterioration 9.6 OUNCE 


HERMETICALLY SEALED CANS 


1-LB. CAN AVAILABLE ENOUGH for 26” x28” SASH 


Also 4 Ib. and 25 ib. cans. New 1 Ib. can, also 
hermetically sealed 





















Self-sealing...Weathertite 


NO PAINTING NEEDED 







Packed in display casesof jg. j= <@zz S 
assorted colors or = 
single colors 








20 —Thrift cans per case 






12— One pound cans per case 







Ask your jobber for the new Mastic-Glaze assorted color 
case...if he cannot supply you, write us. 


T MANUFACTURING COMPANY 
rd Bp kee, 8701 KINSMAN ROAD, CLEVELAND 4, OHIO 
(Makers of Strip-Seal, ColorTread, TremClad) 
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New 
Red-Striped 
Jackets 
Mean “Jack” 





At last, the brand 
customers recognize! 


They’ll be able to spot their fa- 
vorite trim instantly! For every 
length of CHROMTRIM metal 
moulding will be distinctively 
wrapped in a striking red-striped 
jacket featuring CHROMTRIM’s 
new. trade character, REDdy 
JACKET. Even the shipping tube 
is red-striped for your identifica- 
tion. 


Most effective campaign 
for metal-trim! 


REDdy JACKET stars month in, 
month out in BETTER HOMES & 
GARDENS, AMERICAN HOME, other 
top magazines .. . the only metal 
moulding national ads reaching 
a grand total of 12,000,000 fami- 
lies, with real brand recognition. 
They’re sure to profit CHROMTRIM 
dealers. 





This ‘‘merchandising first” 
assures CHROMTRIM dealers 
they alone will cash in on 
demand we’re building! 





Get “REDdy” now for 
bigger business! 


Tell your distributor to fill up 
your CHROMTRIM Stock-Display 
Stand with CHROMTRIM in the new 
red-striped jackets.* Your cus- 
tomers will have their eyes out 
for them—so be ‘‘REDdy’’. R. D. 
WERNER Co., Inc., 295 Fifth 
Avenue, New York 16, N. Y. In 
Canada: R. D. Werner Co., Ltd., 
Oshawa, Ont. 


*Haven’‘t got a CHROMTRIM 
Stock-Display Stand? 


You can now get this attractive 
Stock-Display Stand with any of 
the four CHROMTRIM deals, includ- 
ing the popular new 14/60 Stain- 
less Steel Deal of the 14 fastest- 
selling CHROMTRIM shapes. Send 
coupon for complete details and 
your free CHROMTRIM STYLE SE- 
LECTOR to help you choose the best 
CHROMTRIM assortment to meet 
your needs. 


R. D. WERNER CO., Inc., Dept. HA 
295 Fifth Avenue, New York 16, N.Y. 


CJ Please send me FREE your CHROMTRIM STYLE SELECTOR 
plus details of all CHROMTRIM deals, including the 
new 14/60 Stainless Steel Deal with Stock-Display 
Stand at no extra cost. 





Please send me, at no cost, details on your “Trim-lt- 
Yourself” Plan Service with FREE project plans for my 
customers. 


NAME_ 


COMPANY. 
Attention, Dealers —‘‘Trim-It- Yourself” Plan Service P oe aiden 
with FREE CHROMTRIM Project Plans to use as a give- es 
away to your customers is now available. Send coupon DISTRIBUTOR’S NAME_ 
for complete details. ee 











EAE a | 
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lising first” 
RIM dealers 
| cash in on 
} building! 


Vertagreen Backs its 


Dealers with 
“i *-. POWERFUL FALL ADVERTISING 


Fall or spring, you can depend on Vertagreen advertising 
to bring customers in. Hard-hitting ads, many in two 
colors, will run again this fall in national and sectional 
gardening magazines; leading newspapers will also be 
used again. Plenty of free displays, streamers, folders, 
newspaper mats: And remember, Vertagreen customers 
are prospects for gardening tools and supplies. So build a 


ts display, run tie-ins . . . feature Vertagreen, America’s 
ouldings fastest growing plant food, for EXTRA profits. Send 
in the ve = the coupon for further information. 
d-Striped = 


ue - Mail the Coupon! 


oe 
Packed in \, 5,10, 25, 50, 100 £4. Bags 


MANUFACTURING PLANTS LOCATED AT: 


AHASAASBRSSAASSSSASVSRSRBRSSBEASASBSSRSSSBSSSBSVSE SE SESS 


ARMOUR FERTILIZER WORKS 

P. O. Box 1685, Atlanta 1, Ga. 

Vertagreen Dept. HA 

Please send me further information about Vertagreen. 

jon 6. ___ enn. ° retailer. 
(check one —no obligation) 





ELECTOR 
ding the 
:- Display 





Albany, Ga. Columbia, S$. C. Montgomery, Ala. 
Atlanta, Ga. Columbus, Ga. Nashville, Tenn. 
Dallas, Texas New Orleans, La. 
Baltimore, Md. East St. Louis, Ill. Norfolk, Va. 
Greensboro, N. C. Searsport, Maine 
Corteret, 04. J. Houston, Texas Sandusky, Ohie 
Chicago Heights, Ill. jacksonville, Fla. Wilmington, N.C. 
Cincinnati, Ohie Jeffersonville, Ind. Winong, Minn. 


*T. M. Reg. U.S. Pat. Off. 


“Trim-It- 
s for my 


Augusta, Ga. 


Se scaiescaanipaiieaaiiamanitciiis 


Firm 


a 


City a — 





Pe Ssesseesesesesessnseuu ay 
Leceseeenesessoeteeeeeeed 


TT) 
AVAASASASABVBBASSSASVSVSBBBARBSRSREREBEEREB EEE EE 
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are feeling the impact of the Hotpoint plan 


Hotpoint's dynamic year ‘round sales 
program is a working fact—not just a theory! 
Profit-wise merchandisers, everywhere, 


in their profit statements month after month. 








The Hotpoint Full-Line Franchise provides every 
major unit for the complete electric kitchen and 

home laundry, plus a fully developed merchandising 
oe program for every month of the year. There is 
never a dull month with Hotpoint. 


THE HOTPOINT FOOD FREEZER Talk to your Hotpoint distributor and get all the facts concerning 6 HE 
As « sales leader for Avguet we provdly pre- the complete line of Hotpoint products and the Hotpoint Full-Line adjustments 
; : é Franchise. Get on the right track now to constant, underneath | 

sent the Hotpoint Food Freezer .. . with a size , 
profitable turnover .. . every month. aurT¢ 
for every family need. THRIFTMASTER unit operating. |: 


. automatic temperature control... freezer * No more ‘“etdowns’’ following hot sellin g seasons cannot coll 


alarm agent ... rust-proof interior and all * No mere “deldrame”’ that eat away pretits ig earn 
steel cabinet are but a few of the many sales hile is qui 


* No more ‘‘Valleys’’ that reduce profit peaks arm strain. 
Square inch 


NOR 
metal parts, 
kitchen tab! 


Suileh ts Mopoouit/ - 


fit pad and « 


for YEAR 'ROUND Profits! ( 





appeal features engineered into this amaz- 
ingly popular product. --. but a full line of products that insures a full year of profits 








Ranges * Refrigerators * Dishwashers + Disposalls® + Water Heaters * Food a 
(A General Electric Affiliatel ‘ 


Freezers * Automatic Washers * Clothes Dryers * Rotary lroners * Cabinets 5600 West Taylor Street * Chicago 44, iMinels 
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NATIONALLY-ADVERTISED 
FAIR TRADE PRICE 


~ 


FROM THIS .... TO THIS 
with a flip of the finger 


HERE ARE SOME OF ITS 
Sound Selling Features : 


6 HEIGHT ADJUSTMENTS, from 26 to 35% inches, 
adjustments made instantly at the touch of convenient lever just 
underneath the table edge ... NO GROPING, NO FUMBLING. 


AUTOMATIC SAFETY LATCH: This ingenious, self- 
Operating latch locks the table at the lowest position. Table 
cannot collapse accidently. 


EXTRA COMFORT: This new MET-L-TOP provides 
the extra comfort of sit-down ironing. For stand-up ironing the 
table is quickly adjusted to the right height to avoid back and 
arm strain. And it has the new “‘Speed-Top” that provides 49 
Square inches of extra ironing surface...saves work and time. 


NON-SNAG CONSTRUCTION, smooth, rounded 
metal parts, sturdy, rigid tubular legs... stable as four-legged 
kitchen table... will not tip, wobble or creep, and always sets 
level. Rubber-tipped feet protect floor. 


YEARS of National Advertising prestige behind it. 
FOR EXTRA PROFITS, feature MET-L-TOP tailored-to- 


fit pad and cover sets. 


A 


\ CONSUMER PRODUCTS /, 
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GEUDER. PAESCHKE & FREY CO. 


WAUKEE | WIS 


Zonet OF 4 Btruny G> 
Poraratoed b> 


Good Housel | 
{rag at 


@ Here’s the latest and finest MET-L-TOP cre- 
ation...an ironing table instantly convertible for 
sit-down or stand-up ironing, designed and built by 
the pioneers and leaders in all-metal ironing tables. 
This new MET-L-TOP is scientifically designed to 
provide easier, simpler adjustment, and the ultimate 
in ironing comfort and convenience. It incorporates 
all the famous quality and advantages of the Original 
MET-L-TOP All-Metal Ironing Table, plus many 
new, practical, exclusive features developed by 
MET-L-TOP engineers. We believe it’s the most 
sensational ironing table of all time. 





-tor tts Z0 Kamiersary\S 
THE FINEST SHAVING | IN 


NEW EASY-TO-HOLD 
SHAPE ss? - NEW, LARGER 
Styled by Carl Otto. a WHISK-ITS 


Masculine. Handsome. 


Catch all beard clippings. 
Greater capacity. Open totwo 
positions for easier cleaning. 


NEW STOP-START 
BUTTON 


Snaps motor on, or off, in a flash. 


NEW TOP-POWER 
is MOTOR 


Zo Real rotary motor. 
F AC-DC. Precision-built. 

’ Smooth. A powerhouse 
—the most powerful motor 
Schick has ever built. 





LIFE! POST! COLLIER’S! LOOK! 
FORTUNE! 


Full-color spreads—full-color pages—week after week. 


Big full-color ads in magazine sections of Sum 
day newspapers in major markets. 


A smashing campaign—from Labor Day to Christmas. 


127,472,340 MESSAGES IN 96 DAYS! 
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“Schick Grirzs You 
INSTRUMENT OF ALL TIME! 


N DDIE CASE 
NEW CAL covering. Saddle- Ny EW LIGHTN ESS 


stitched. Tailored for medicine 

cabinet, bathroom shelf, travel bag New lightness for easier, 
—looks well anywhere. As unique comfortable shaving. 
as the “20” itself! Lightest shaver of all. 


NEW HI-VELOCITY 
HEADS 


Higher speed with longer 
cutter thrust. Sharpened and 
honed. Exclusive combing 
edges and interceptor 
bar—for close, clean 


skinline shaving. 


ao 0 ® 
ao? 
ees 
ae? 
oer 
oo* 


SCHICK “20°-$24-5° 
YOU'LL BE MAKING PLENTY 


Onder Mow! Onder Enough! WHEN YOU SELL THE 
BE FIRST WITH THE FINEST! Schick “2O" 


ANNIVERSARY MODEL 


Order from your Schick Distributor — today! colsbeating 20 yeas es the first name 


P. S. Don’t forget those two steady sellers--the Schick in electric shaving 
Super at $22.50 and the Schick Colonel at $17.50. 
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ADVANCE-DESIGN 


TRUCKS 
POPULARITY LEADERS chevrie 


trucks are the favorites by far! In every 
postwar year truck users have bought more 
Chevrolets than any other make. And that's 
proof of the owner satisfaction they have 
earned! 


PERFORMANCE LEADERS chev. 


rolet trucks give you high pulling power 

over a wide range of usable road speeds 
. cut down total trip time with high 

acceleration on the straightaway. 


PAYLOAD LEADERS Careful design 


and rugged construction permit you to haul 
more goods more miles—at lower cost per 
ton mile! You enjoy real savings on oper- 
ating and repair costs. 


PRICE LEADERS You're money ahead 


with Chevrolet trucks! Chevrolet's rock- 
bottom initial cost—outstandingly low cost 
of operation and upkeep—high-trade-in 
value, all add up to the lowest price for you. 











Packed with VALUE... 
Primed with POWER 


Chevrolet Advance-Design trucks have everything it takes 
—and plenty to spare. Rugged construction to withstand 
the wear and tear. Handling ease and comfort to lighten the 
load of a day’s work. And more power than ever! Two 
great Valve-in-Head engines—the Loadmaster 105 hyp. 
and the Thriftmaster 92 h.p.—make these the most power. 
ful trucks Chevrolet has built! Yes, these new jobs 
bring you peak value—and at a low price. They cost 
surprisingly little to buy, to run and maintain. That’s why 
Chevrolet trucks outsell them all! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICH. 


AHEAD WITH ALL THESE PLUS VALUES 


e@ TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load- 
master and the Improved 92-h.p. Thriftmaster—to give you greater 
power per gallon, lower cost per load e THE NEW POWER-JET 
CARBURETOR: smoother, quicker acceleration response e@ DIA- 
PHRAGM SPRING CLUTCH for easy action engagement e SYNCHRO- 
MESH TRANSMISSIONS for fast, smooth shifting e HYPOID REAR 
AXLES—5 times more durable than spiral bevel type e DOUBLE- 
ARTICULATED BRAKES—for complete driver control e WIDE-BASE 
WHEELS for increased tire mileage ¢ ADVANCE-DESIGN STYLING 
with the “Cab that Breathes” @e BALL-TYPE STEERING for easier 
handling @ UNIT-DESIGN BODIES—precision built. 
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YPOID REAR " EE Chactu 1/4) 
e @ DOUBLE. a i ire: wppnox. i 
e@ WIDE-BASE MANUFACTURED 8Y 


oN Stee Easier for LKREIN MFG. CO. - st. t 
IG for easier <s = ———— 
to Handle- 


Here's your New... a -S eel : = = = = Cc @ | U Ss = 


ELEPHANT Brand “CHAIN-PAGK@==<ontaining 
100 Ibs. of f the 4 fadtesteselling sizes 
of PROOF ard BBB Chain. 9 a 2 h e A AS a Stee i 


ELEPHANT Brand is the ch 


. z ts ” . 
container —a_ strong, attractiv ; Cor - al re | | n are | n od r 


tainer that's ideal for re-use! It's 


protect the chain against rust. : 4 w i * h t al e MM rola re | i e i 


The ELEPHANT Brand “CHA\ 
by the oldest chain manufacturer ir Americ 
© superior package — of quality cigin= 
priced for competitive selling! It's e@s 
dle — stock — display — sell! 

Ask your Jobber 

Two Different Colored Labels for 
Identification: 
GREEN LABEL: Identifies PROOF Co 
RED LABEL: Identifies BBB Coil Chai 
aa Same and eppros. Tae NIXDORFF-KREIN MFG. CO., 916 HOWARD ST., 


clearly indicated on labels. 
ve ST. LOUIS 6, MO.— EST. 1854 


MAKERS OF ALL TYPES OF WELDED CHAINS + TIRE CHAINS + SINGLETREES » WAGON AND TRUCK HARDWARE 
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For most portable disc sanders, including: Black 
& Decker Home Utility, Bull Buffer, Clarke Duo 
Sander & Polisher, Jones Model 48 Sander- 
Polisher, Porter-Cable D& Combo Tool, Skil 
Home Shop Sander-Polisher. 














For most face plate sanders, including: Tool- 
kraft Belt-Dise Sander No. 320, Power King 
Belt & Disc Sander, Shopmaster Belt & Dise 
Sander, Tomlee Disc Sander, Delta Disc Finish. 
ing Machine No. 31-105, Shopsmith. 
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“PRODUCTION” PAPER DISC with Universal 
Centerhole*. Available in 5” and 6” diameter for 
use with portable disc sanders, electric drills, and 
flexible shafts. 3M’s exclusive Universal Center- 
hole* fits any arbor from \ ” to 1”. 5 discs to pack 


in fine, medium, coarse and very coarse grits. 
*Patent Applied for 





“PRODUCTION” PAPER FACE PLATE DISCS. 

Available in 8, 10 and 12 inch diameter for use on 

stationary disc sanders and other home workshop 

tools which can be converted to face plate disc 

sanding. 5 discs to pack in fine, medium and coarse 
grits. 
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Ear. 
se 
+ 


For most 

Detroit Ea: 
Sterling S 
Sanding B 


mf 
9 


“"PRODU 
sizes—3% 
ard oscill 
inch she 
Block. B« 
medium : 


re Plus these other 34K0/ 


FLOOR SANDING ABRASIVES 


73 different pre-cut shapes and a complete selec- 
tion of standard discs to fit every floor sanding 
machine on the market. Also available in 50 yd. 
rolls, 


3M SANDING BLOCKS 


A new eye-catching display containing 6 pliable 
rubber sanding blocks will help to sell pre-cut 
sheets to craftsmen and contractors. The blocks — 
are designed for both wet and dry sanding. 





ystrigality sandpaper 
kagepr home power tools! 


ata 

















For most belt sanders, including: Porter-Cable 
A2 Guild, Skil Home-Shop, Skilsaw Model ZP, 
Thor Torpedo Plane, Porter-Cable Take-About 
#A3 & #BB-10, Skilsaw Models 4A & #B, Thor 
Belt Sanders #7 & #8. 


luding: Tool- 
Power King 
Belt & Disc 
1 Disc Finish. 


For most hand oscillating sanders, including: 
Detroit Easy Sander, DuFast Sander & Polisher, 
Sterling Sander—and also for the popular 3M 
Sanding Block. 





























TE DISCS. 
‘ for use on 
> workshop 
plate disc 
and coarse 


er SNROF/7 BUILDERS / 





Flint, Emery, and 
RDRY" Garnet 
Household Packs 


™ 
id 2M 
’ SANDPAPER 


“PRODUCTION” PAPER SHEETS. Available in 2 
sizes—324 x 9 inch sheets for use on several stand- 
atd oscillating sanders and attachments; 2% x 9 
inch sheets for use with the new 3M Sanding 
Block. Both sizes packed 10 sheets to pack in fine, 
medium and coarse grits. 


6 ui rt on 


9’’x 10” Sandpaper 


Sheets in sleeves 


“PRODUCTION” CLOTH BELTS. 

Available in the following sizes— 

2x2linches 2%x21%,inches 3 x 24 inches 
3x 23% inches 3x27 inches 4% x 26 inches 
For use on portable belt sanders. 5 belts to box in 
fine, medium and coarse grits. 


SCOTCH Cellophane Tape 


I A DEENEEG 6, MPG. CO... St. Paul 6, Minn., also 
Mode tell SA ag De NNESOT. 


I Rubberized 


Ltd., 


Ca 1 "* Reflective Sheeting 
“3 Adhesives, Gegaval Wapeck, Davis 


“Safet Tape, Under Non-Si Socmetes. 
y~ 
7 ay tle New Rochelle, 


COMPANY 


n Canada: Abrasives PRODUCTS 






















Accessory 
That’s wh 
of oil heat 
| trols are i 

Today the 
and that n 
easy to in: 
Controls t 





trolled hes 


3K NOTE: FEDERATED SOLDERS S4ZZ/ 


Federated CASTOMATIC* solder is in demand everywhere because it is better than any other 
solder your customers ever used. Produced only by Federated on patented machines, it is 
cast automatically under pressure... with no exposure to air...no inclusion of harmful 
oxides. Therefore it gives the user bars of uniform weight and melting point ... completely 
free from segregation ... eliminates all harmful oxides...truly a quality product. 





Free cAsTOMATIC sales aids are available: 





* COUNTER DISPLAY CARD—16” x 22”, easel-back, 3-color To HE IN W 
* COMBINATION BLOTTER-BOOKLET—in quantity; can PROFIT OP! 

be imprinted with your name WRITE TOD 
* SLIDE FILM—Federated representative will present to your sales meeting MERCHANL 


* NATIONALLY ADVERTISED—to your customers 





*Trade Name of American Smelting and Refining Company 
Sedu shia Own 
FOR 
AMERICAN SMELTING AND REFINING COMPANY © 120 BROADWAY, NEW YORK 5, N.%. AIR 
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Accessory sales mean big business too. 
That’s why the over 7,000,000 owners 
of oil heaters with A-P Safety Oil Con- 
trols are important prospects for you. 














Today they are convenience-conscious 
and that makes them a ripe market for 
easy to install A-P Automatic Comfort 
Controls that add welcome dial -con- 
trolled heating convenience. 


THIS EXTRA PUSH MEANS EXTRA PROFIT 
FOR YOU ON {fp} AUTOMATIC HEATING 









, 





Over 10 million readers of these magazines will see 
A-P National Advertising. They will be looking 
for the A-P Automatic Comfort Control Ac- 


han any other 
1achines, it is 




























n of harmful ‘ 
. .completely cessories you sell. 
oduct. 
Detintie , AUTOMATIC 
PROFIT OPPORTUNITY —- 
WRITE TODAY FOR COMPLETE PRODUS COMPANY 
ting MERCHANDISING KIT. 
y FOR BETTER OIL AND GAS HEATING 
K 5, N.% AIR CONDITIONING ¢ REFRIGERATION 
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Coleman adds “three” to the old “one-two’’— 


You have to have Coleman's ZF 


TO GIVE THAT EXTRA PUNCH TO YOUR OIL HEATER SALES 
























* 
* 
* wai 
oe 
@ 
That new engineering marvel — & 
automatic draft control synchro- e 
nized with automatic fuel control e 
valve. Gives the same fuel-burn- 
ing efficiency on low setting as on You have to have Coleman to 
high setting—saves up to 25% on 





fuel costs! It’s Coleman efficiency, have FUEL-AIR CONTROL! 


Coleman economy, and it sells! 


a8 Rage: esnancncceseesanee tte 


Coleman’s magnificent Golden 
si Anniversary line is absolutely in a 
class by itself. Nothing can com- 


You have to have Coleman pare with the spectacular new 
functional “high style” models... 


to have SELLING BEAUTY! the distinguished De Luxe Consoles 
... the smart-looking new Master 
Circulators! It’s Coleman beauty, 
Coleman styling, and it really sells! 





Fi 
. 
we § 





Radio auto 
at any pre- 











Compare Coleman price-wise 
with the nearest possible model 
‘ that any other 1950 line offers. 
i Coleman offers a model for every 
purpose, at a price for every purse 
from $29.95 up. 50 years of expe- 
rience has taught Coleman how 


eocccccccecs 






You have to have Coleman 
to talk PRICE! 


















at any tims 
to make better products for less 
money—at a good profit to you. 7 
It’s Coleman know-how, Coleman 
pricing, and it really sells! t ’ 
For full information about th lous Col Golden Anni- 
ae line of Oil Heaters, ast to toa oh vane > nal dis. s AUTOM 
tributor or write today to The Coleman Company, inc., Dept. e Turns cof 
HA-959-1, Wichita 1, Kansas. other appl 
matically. 
COMFORT COSTS 
SO LITTLE Coleman AUTOMATIC OIL HEATER 
WITH A ® 
WORLD'S LARGEST MANUFACTURER OF HOME HEATING EQUIPMENT MOT( 
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Ka7o-la/777 CLOCK RADIO 
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Radio automatically turns on 
at any pre-set time. 


sets like any alarm...performs 
dozens of duties musically, 
Radio automatically turns off automatically 


at any time up to 60 minutes. 

It's the hottest sales sensation of the year! 
Motorola’s amazing CLOCK RADIO that 
wakes you in the morning, starts your 
coffee, turns out lights, sings you to 
sleep—all automatically!* Unlimited 
home and gift appeal at a low price 
AUTOMATIC SERVANT that's really right for volume sales. 











Turns coffeemaker, toaster, Feature it now for FAST PROFITS! 
other appliances on, off auto- 
matically. Forest green, ivory, walnut 


*available with or without appliance outlet 


ATER 


> EQUIPMENT 


MOTOROLA, INC. - CHICAGO 51, ILLINOIS 
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STANDS FOR 





G. P. & F. hand-dipping process pro- 
duces a fine, durable grade of galvanized 
ware. Items are individually hot-dipped 















in molten zinc. Attractive spangle is care- 
@ America’s farm and city homes have _ fully controlled by the addition of special 
used and praised G.P.&F. Cream City metals. 

Housewares for over 70 years, and Cream Many of the fast-selling products in the 
City Galvanized Ware has won prestige Cream City line are also made from mill 





for its dependable quality. galvanized sheets. 


HERE ARE JUST A FEW ITEMS IN THE CREAM CITY LINE 








ee 





WRITE today for new bulletin of our complete line 
... everything from funnels to garbage cans and 
laundry drain tubs... each item in all standard sizes. 


GEUDER, PAESCHKE & FREY CO. 


1700 W. St. Paul Ave. © Milwaukee 3, Wisconsin 
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TODAY'S BEST BUY CABINET CATCHES 
2 


RETAILS AT ONLY 


Amerock No. E9710 Rubber Roller [im = 
B29! 


















Spring Catch is the BIG VALUE 
for BIG VOLUME SALES! 


Sette enki 











Check these features with any 
other catch selling at several 
times the price. 


ess pro- Coil Spring Shock Absorber. 

es Ends noisy door slap and paint 

t-dippe = damage. 

> is care- | Prevents door rebound or rattle. 

f special Rubber Roller assures quiet 
action—guaranteed 10 years. 

ts in the Bright Chromium Plated. 

om mill Fits all cabinet applications. 


Complete with screws and 
2 strikes. 


Easy to install—elongated screw 
holes permit easy adjustment. 




















3 times 


actual size Packaged in new “Visu-Seller” 


Window Envelope. 


Packed in attractive self-service 

counter display. 

A good profit item— 

40% discount to dealers. Z | 


(IU WOOO 





Lasts a Cabinet Lifetime! ~ 












Try a 
AMERICAN CABINET HARDWARE CORP. 
2-Dozen Carton Dept. 3-AU, Rockford, Illinois 
* 
Please ship immediately, through my jobber, one display 
ASK YOUR JOBBER carton of 2-Dozen No. E9710 Rubber Roller Spring Catches 
or (Retail Value $6.00) 
Send Coupon Please mail this introductory offer to me direct, postage prepaid. 


Enclosed is $3.60. ([] Check, [[] Cash, ([] Money Order. 





PhS ictcdccnoncncsenennemicateaeaes 
ADDRESS ae ey ee Se ee ee 


Giv.2. 


My favorite jobber is alge patna Dir tnocs Soil Nirbiiei cas acres aber , 


IST 10, 1950 HARDWARE AGE, AUGUST 10, 1950 


TIMELY NEWS FROM WESTCLOY L, 


..- to help you make sales as regular as clockwork! 


Watch Merchandiser will catch many a buying eye 

.. the box of twelve becomes a handsome counter dis- 
play when opened! 4 Pocket Ben (2 plain, 2 luminous) ; 
4 Wrist Ben (2 plain, 2 luminous); 2 Scotty; 1 Lance; 
1 Rajah. Costs you $45.24. Your profit—$20.46! 


Melody Wall Clock offers an exciting new design fea- 
ture—an easily-removable case ring available in choice 
of colors! Smartly styled white case, exposed hands, 
3-dimensional numerals. Six-foot cord is neatly concealed 
in recessed back of clock. Retails for only $5.95! 





PU pee 


Wrist Ben will find a big and busy market among boys Greenwich Electric Alarm will set a brisk selling 
and men. Smartly-styled, built to take rugged use. _ pace! This small, handsome electric clock combines the 
Chrome finish case. Stainless steel back, curved to fit beauty of rich mahogany-finish wood with the utility of 
the wrist. Non-breakable crystal. Only $5.75 retail! a pleasant tone bell alarm. Gold color metal trim. 
A dollar more for luminous dial. Retails for only $6.95. Luminous dial, a dollar more. 


WE STC LO X MADE BY THE MAKERS OF BIG BEN (aa 
Products of GENERAL TIME Corporation Siteal 
WESTCLOX, La Salle-Peru, Ill.; in Canada, Western Clock Co., Ltd., Peterborough, Ont. 
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NE EW..GLO-Ree 
RETAIL > 30 


AT less 


batteries 
TWO-LIGHTS-IN-ONE... 
Red for Danger; White for Safety! 


WITH NEW END CAP 
AND RING HANGER 





WINCHESTER 


SS — 
OLIN 
Nationally-Advertised in Es 


Saturday Evening POST and 
other consumer magazines 





ASSORTMENT 


with batteries: 


$2 DEALER COST 


12.60 Total Retail Value 


UNIT UNIT 
Regular 2-“e x 1-1 — DEALER COST No. 998 DIS- 
isi sae PLAY, less batteries ... $5.46 
1311 | a = aa 121%, x DEALER COST No. 6410 flash- 


71 1) | = =. 1-% x V2 V2 d light, less batteries ttt eeees $0. 91 


























AND WHAT 
4 A BARGAIN! 


...Price comparable 
to Pre-War...mcakes 4 
you think of 194]! 








FIXT-FOCUS $4 crt 


RETA : 














Ls * Nationally-Advertised in 
attention Saturday Evening POST and 4 
other consumer magazines a 
A BEAUTY . . . SOLID-DRAWN BRASS CASE - 


WITH NEW END CAP! 









ASSORTMENT 


with batteries: 


$780 DEALER cost 


0 Total Retail Value 
3.90 Dealer Profit 
DEALER COST No. ns 
PLAY less batteries 


DEALER COST No. 4410 yer 
light, less batteries ..----- : 













Here’s what you get 
when you order the 
NEW Winchester-Olin 


No.69 ASSORTMENT 
with batteries: 


@ 6 chrome-plated No. 4410 spot- 
lights to retail at $1.15 less bat- 
teries . . . fixt-focus, 2-cell, solid- 
























drawn brass case . . . 3-way lock 
{ switch, lamp shock absorber, 
VINCHESTER \ | WINCHESTER y : equipped with lamp No. PR-2... 

, 7 | 

POWER | POWER _ | WITH NEW END CAP 
CHIEF # CHIEF # H @ 2 colorful, sales-building, space-saving 
rs S counter displays AT NO EXTRA 
fracas ioe [ovum _ ~< @ 48 No. 1511 Winchester HI-POWER flashlight 


- batteries, Nationally-Advertised to retail at 
10¢ each. YOU SAVE 4.29% by purchas- 


ing this Assortment with batteries. 


| B. 
late 2 *  sammammmat i tages iia 


nn 





OLIN INDUSTRIES, INC., Electrical Division, New Haven 4, Conn., U.S.A. 


FIELD WAREHOUSE STOCKS: 
LOS ANGELES AND SAN FRANCISCO, CALIFORNIA ° HOUSTON, TEXAS ° EAST ALTON, ILL. * CHICAGO, ILL 
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by purchas- 
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| DON’T HORSE AROUND WITH 
OLD-STYLE CAR WAX AND POLISH 


I push AUTOBRITE with displays, tie-ins and personal selling. AUTOBRITE is the sensational 4% 
Silicone auto cleaner-and-polish that people are talking about and buying. AUTOBRITE is the big 
seller in the biggest and best retail outlets in America. 


AUTOBRITE is the most advertised car polish today! It is featured on Television, the full CBS 
and NBC Radio Networks, in newspapers, magazines and billboards. 


AUTOBRITE is hot. It gives a big profit to the dealer and the most satisfaction to the consumer. 


BOYLE-MIDWAY INC. cranford, N. J., Chicago, Los Angeles, Chamblee, Ga. 
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HERE'S A 


peat PR 
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NICHOLS 


Never stall 


SOLID AND STRANDED 


ALUMINUM 


CLOTHESLINE WIRE 
“The Washday Sweetheart” 
e WON'T RUST « WON'T ROT 
@ WON'T CRACK 


@ HOLDS ALL TYPES OF CLOTHESPINS 
e WILL NOT SOIL WASHINGS 


Display this top sales-builder for steady profits. Millions 
of feet of Nichols Never-Stain Aluminum Clothesline 
have been sold. Costs no more than ordinary clothes- 
line. Ideal for yards, basement or attic. 


NATIONALLY ADVERTISED TO OVER 
4 20,000,000 READERS 


® BETTER HOMES & GARDENS 
® HOUSE BEAUTIFUL 

® AMERICAN HOME 

® GOOD HOUSEKEEPING 

® PARENTS’ MAGAZINE 

® WOMAN'S DAY 

® PATHFINDER 
@ SUNSET 

@ HOUSEHOLD 


PACKED 
4-300 FT. COILS 
PER CARTON 





“ ence rk NICHOLS WIRE & ALUMINUM CO. 


ALUMINUM 1S NOT A SUBSTITUTE! 





for every caulking job 


It’s easy to sell CALBAR 

caulking compound to roofing contractors, 
glaziers, painters .... even to home owners! 
It’s ‘‘elasticized’’ to insure non-hardening 

and prevent staining. Available in a full selection 
of grades, colors and container sizes. 












Cartridge and Caulking” 
\ Gun Display to help 
meme “OS Sell morale 
_ CALBAR. Ask for 
> . . yours today, — 
S 4ck: — (Merchandise: — 
not included), — 


CALBAR PAINT 

& VARNISH CO. 

Manufacturers of Technical Products 
2612-26 N. Martha St. 
Philadelphia 25, Pa. 


































GET 
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12 feet of | 
very zinc in « 
pce Bi 
prepunched 

holes . . . pl 
essary nails. 
also in brass, 


plastic in 7! 
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IT'S LOW PRICED— IT'S PRACTICAL 









PATSY 
PRIM 


DUST PAN 


Patsy Prim is the answer 
to the demand for a 
sturdy, attractive low 
priced dust pan. It has 
the ever popular long 
handle of No. 8 heavy 
gauge copper coated twisted 
wire. The wire handle is 26” 
from floor, with a 28 gauge steel pan finished in red 
or green, 





Write Today for Literature on the 
Complete FULTON LINE of Long 
and Short Handle Dust Pans 


PATENT NOVELTY CO. 


Fulton, Dept. HA, Ill. 
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The Cal 
of 101 
Daily U 


IMMEDIATE 
DELIVERY! 













A“Sizzli 
Every hon 
Prospect fi 
design ins 
dividers f. 
bolts, etc. 
Handsome 


other equij 
Consult Yor 


UNION § 














THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE! 


















in supply you 


Sas LINOLEUM 
SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S$ & W'S 





‘ EL 4 
FREE— 





and Caulking” 

spay to a SELF-SELLING DISPLAY! 

oa. Many a repair job gets neglected 
: cee inden INDIVIDUAL because the home owner forgets 
(Merchandise. 12-FT. CARTONS to make a purchase while in your 


store ... and you lose an extra 
sale! Put the S & W linoleum seam 
and edge binding displays near 
your cash register and watch them 
empty out. No cutting...no meas- 
uring. The customer pockets the 
handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 


not included), 12 feet of pliant, sil- 
= aA very zinc in each small 

ae box . . . pre-shaped, 
prepunched with nail 
holes . . . plus all nec- 
essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


# 




















ACTICAL 4 Drawer 


UNION aise 


UTILITY 
CABINET 


The Cabinet 
of 101 
Daily Uses 









IMMEDIATE Fr Sectional! 
my ay Super-Size 
DELIVERY! aaan * | aaron 


10" high 
A"Sizzling” Sales and Profit Producer! 
Every home, office, shop and factory is a logical 
Prospect for one or more of these cabinets. Sectional 
sign insures repeat sales. Has removable drawer 
dividers for convenient storage of screws, nuts, 
bolts, etc. Safety drawer stop prevents spilling. 
Handsome Steel Gray Ripple finish harmonizes with 
other equipment. A quick turnover, steady-profit item! 


Consult Your Jobber Today — or Write for Information! 


nished in red 


the 


ong 


Y CO. 






CHESTS 


UNION STEEL CHEST CORP., LE ROY, N.Y. 
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Sy 7 flames ; 
AMAZING OFFER IS BREAKING 
ALL SPACE HEATER SALES RECORDS 


4. 
















The SUPERFLAME “Gift Superfan pro 
motion is completely planned for you. No 
red tape 'No complicated details ' You, too 
can set new sales and profit records with 
SUPERFLAME! 











5 
QUEEN STOVE WORKS, INC., Dept. HA 08 , 
ALBERT LEA, Mit. 

1 want to know all about this sensational “Gift ! 
SUPERFAN" offer. Please rush full details and | 
nome of my nearest distributor. 
















































“Corning,’’ ‘‘Pyrex,’’ and ‘‘Double-Tough’’ are trade-marks in the U. S. of Corning Glass Works, Corning, N. ¥. 


60 








LOOK Fo: how this ad]wil 


the p YREX Flameware| Fal! 


BRAND 





Step Up Traffic! See those words “Your Money Back”’? 
See those other powerful words “‘Get-acquainted Prices 
for 30 Days Only”? You know what those words mean 
—they mean stepped-up traffic in your Housewares 
Department ! They mean business ! 













Increase Pyrex Flameware Sales! Now, just look 
at the details of that special 30-day introductory price 
on Pyrex Covered Saucepans. Prices reduced from 


Your Markup Protected! You aren’t left out ona 
limb, either. Just listen to this: From August 1, 1950, to 
October 1, 1950, you will be able to buy these three 


$1.95 to $1.59. From $2.25 to $1.89. From $2.45 to 
$1.98. Just think how these attractive incentive prices 
will snare the bargain-hunting instinct of every woman! 


Pyrex Flameware items from your regular Pyrex Ware 
Distributor at the regular discount from the special 
30-day reduced retail prices! Repeat, at the regular dis- 
count from the special 30-day reduced retail prices. 





TESTED PROMOTION! 


This promotion has been tested! Tried! And it proved 
to be the greatest sales booster in Pyrex Ware history. 
What’s more, no merchandise came back on the 30-day 
replacement offer. But if any Pyrex Ware is returned as 
a result of this offer, adjustment can be made promptly 
through your regular Pyrex Ware Distributor. 

















Plan now fo tie in 
with this promotion! 




















A Product of 
Corning Glass Works 





HARDWARE AGE, AUGUST 10, 1950 HARDWAR 





















$ ad will help you profit with 
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SPECIAL! 30 days only 
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X FLAMEWARE PYR ‘ 
EX 
TEAPOT FLAMEWARE 


DOUBLE BOILER 


up size $1.95 1V4-qt. size $3.45 







USE PYREX F 


Pyrex Flameware and Ov 
two-year replacement offer 















ALWAYS USE IT! 


with- ® Cook, serve, store in the 


same dish. 









Use © i 
ach piece a dozen ways. © Easy to keep Shining clean, 

















“FLAVOR-SAVER” PYREX COLOR BOWL SET 


Red or yellow. Gift borag DESH.......... 5% PIEPLATE..... +009 4 bevels nest $2.95 
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THIS MODERN 
DURABLE AND COMPACT 


GENERAL PURPOSE 
HORIZONTAL 
PUMP 


1S BUT ONE OF THE COMPLETE 
LINE OF PEERLESS WATER SYSTEMS 


4 TYPE OE 


ELECTRIC 
CLOSE-COUPLED 
MODELS 


FRACTIONAL AND INTEGRAL H.P. 
Fractional: 1-50 gpm. Integral: 50-1500 gpm. 
Lifts: Up to 270 Feet . 
Motor Sizes: 2 to 20 h.p. 


TYPE PB » 


BELTED OR DIRECT- 
CONNECTED MODELS 


ALL TYPES OF DRIVES: 
Close-Coupled Electric, Belted 
or Flexible Coupling 


Peerless Water System dealers not only can offer their cus- 
tomers a complete line of rod pumps, jet pumps, the famous 
Peerless Water King for shallow wells, but a line of ‘‘pack- 
aged” off-the-shelf, general purpose horizontal pumps for a 
variety of everyday pumping applications. Yes, Peerless 
dealers meet all the requirements for running water for farm 
and home with a complete line. Find out for yourself how 
you stand to profit with the nationally-known Peerless line. 
Substantial profit possibilities, advertising and merchandis- 
ing aids, market information, are all part of the Peerless 
plan that helps you sell. Sell the line that needs no pioneer- 
ing, Peerless—a name known for precision, quality pumps 
for over 20 years. Write today for details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Lovis; Phoenix; Plainview, Lubbock, Texas. 


| FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


WATER SYSTEMS 
. THE COMPLETE LINE 
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| CLEAN UP ON SALES AT FASt 


TURNOVER PRICES! 


pertiotic 2 Kitehenaids 
wtth 
ee lastle Finishes 


MAKE REAL FRIENDS because they are convenient space 
savers. Highly functional, coated with sturdy, dependable 
VINYLITE, they will not rust or peel. VINYLITE PLASTIC 
cushions and protects; it is superior to any other coating. 
It outlasts rubber many times over. This finish, which is 
nationally advertised by BAKELITE, does not stain, discolor 
or become soft and sticky in soapy water. ARTISTIC Kitchen. 
aids are priced right for fast volume selling at real profitl 


=50-GD 
Smart combination 
GLASS DRYER and 
DISH DRAINER 
16%" a13%y "x7 4 





249-9 
TWIN-SINK SIZE RACK 
147x114 a" 
=49-S$0 
TWIN-SINK SIZE ORAINE? 
14% "012'A ad &” 


F490 BS 
LARGE OISH ORAINER 
16%" alI\%"x4" 


49 PLATE STORAGE RACK 


‘ 9 Ome a 
1 26%, 25 


Contact your nearest distributer for 
cost prices and promotional allowances. 
— or write to our main office direct. 


| WIRE PRODUCTS CO., In: 
EAST HAMPTON, CONS 
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’ $" stonds ft tor Silent Sioux. 


and also for 


"Satistied TT 








SILENT SIOUX OIL BURNER CORPORATION 
ORANGE CITY, IOWA 








get acquainted with the COMPLETE Silent Sioux Story/ 
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Cath oof Items You Need 


.and Order Now! * 
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Nu-ART THRESHOLDS 4 


creasingly 
therproofing pic- 


Thresholds are becoming im 
in the wea 


h holes 
nished — each individually W 


and labeled. 


rappe 


on-GARD BRONZE COIL WEATHER STRIP 
TT Wy, 


Here is the perfe i) strip! Pat 
ented nailing zone feature eliminates 
buckling and forms weather-tight 
d outer 


ct co 





with you 
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ft. rolls we gi 
display case- 
. : edd 
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ORDER 
NOW! 
‘ Your ord : 
er will be shipped 
same da 
y received 


MACKLANBURG-DUNCAN CO, Quaur 

















“SPECIAL 
SCHOOL LUNCH KIT 
PROMOTION! 


**Thermos’’ prepares you for a good school 
season. 

There’s something extra with school lunch kits 
being delivered now—something that will give you 
real merchandising help. 


“Thermos” has prepared a special school lunch 


kit window streamer. It’s attractive—it’s colorful , 


—you'll want it in your best window. It’s being 
packed in every carton of kits. 

Watch for this streamer. Use it now and right 
through September, and tie in with the smashing 
half-page color advertisement on school kits in the 
September 2 issue of The Saturday Evening Post. 
Be prepared with a sufficient stock of school kits! 


THERMDs 


TRADE-MARK REG. U.S. PAT. OFFICE 


The Vocuum Cele and. fench ft they au for 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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No. 952 five-piece 


matched set WE Si 4 ROM 


matched bathroom accessories 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 
CHROME, however, you have a beautiful line of 
bathroom hardware that just won’t take a back seat— 
it practically sells on sight. In fact, WESCHROME 
may be the wedge needed to land the entire builders 
hardware order! Heavy, gleaming chrome finish, 
smart styling and many manufacturing “extras” iden- 
tify these units as having real quality...and they are 
budget-priced! Once again we say—don’t overlook the 
easy profits found in WESCHROME sales. Write for 
a full description of the WESCHROME deal today. 


*Righ Style ona Gudget” 


W Ee ‘STW 0 0 p MANUFACTURING ¢6. 


1420 So. Evergreen Avenue 
Los b Angeles 23, Coliterap 

EDGEHILL CIRCULAR 

SAW BLADES MEAN/ 


More Repeat Business 
More Profits 







































because 
quality is higher 

price is lower 
Step up your sales volume on saw 
blades by stocking guaranteed qual- 
ity EDGEHILL BRAND. Edgehill prices 
have NOT advanced! 
Edgehill’s lower prices stimulate sales 
and turnover . . . give you a steady 
rate of profit. Edgehill’s high quality 
chrome nickel steel holds a sharp ‘ 
keen cutting edge longer . . . assures 
steady repeat business for you. 
Each Edgehill blade is scientifically 
balanced and tensioned, precision 
ground and polished, uniformly set 
and filed. Individually packaged for 
protection and sales appeal. 
Order from your 


jobber or write TYPES BUSHINGS f 
6, 7, 8 and 10 inch y," Sf." and 4" 
Fiat and Hollow Ground available at no extra charge 


7ée BL ALE 


MANUFACTURING 
909 W. SRD AVE. 
COLUMBUS 12, OHIO 


Sales-c 
product 





for full details 












Cad 


New Automatic Juicer! Squeez- 
es, and automatically strains, a 
dozen or more oranges with no 
clogging. A worksaving wonder 
that really sells this mixer!_ 








# 2 
s e 















ed entirely . 

4 slag Built-in Light! Shines directly 
yack sonal down into bowl. Customers love 
;CHROME it! Makes an effective point-of- 
re builders sale demonstration. Four-quart 
me finish, and two-quart bowls accompany 
tras” iden- mixer. 

d they are 

erlook the 

Write for 

eal today. 

JRING CO. $34.95. Price subject to change without notice. 








green Avenue 
3, California 








New Speed Selector! Newly de- 
signed Speed Selector is located 


Why this will be out front where it’s easy to read. 


Housewives are always sure of 
the right speed, whatever they’re 


your best selling year for the mixing! 


® a * ee | ‘ 2 ties] 
3 Easy-to-Clean Beaters! For 
ae faster, more thorough mixing — 
. three beaters. No center shafts . . . 


they’re easy to clean. Beaters are 


shaped to beat ffom center to 
sides of bowl. 










. . . plus year-round national consumer advertising, 


Sales-compelling will help you make this a great selling year for the 


great new General Electric Triple-Whip Mixer. 
product features And be sure to see your distributor for tested point- 


of-sale aids, too! 













USHINGS 
ond % 
t no extra charge 





More power than ever! Assures 
housewives of constant power and 
lots of it—even at low speeds, 
even when mixing the heaviest 
batter. Yet it weighs only 4 
pounds as a portable. Appliance 


G ¢ and Merchandise Department, 
General Electric Company, 


Bridgeport 2, Connecticut. 






You can put your confidence in— 
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cm, PROFIT 
mlm \ by the foot! 


GILMER 6-S 
SPOOL WIRE ASSORTMENT 


A compact, eye-catching 
counter stang. Holds 6 pop- 
ular wire cords on 250 ft. 
_.;spools. Measuring rule built 
on. Bulk wiresales are handled 
quickly, easily, profitably ! 


GILMER 17-wS MASTER SET 


Contains fast-moving 
cord sets for lamps, 
fans, washers, shop 
tools, milkers, cleaners, 
other appliances. Cords 
with connectors and 
open-end. 3 spools of 
replacement wire. 50 
3-way connectors. A 
complete wire depart- 
ment in one handy unit! 






























GILMER ELECTRIX® 
3-WAY OUTLETS ; 


Made of tough, soft rubber that looks slick — 
stands wear. Male plugand 3-way serviceblock. 
Packed 25 to an attractive display carton. 


IY, Off Of 0 
ORDER FROM YOUR GILMER WHOLESALER OR 
—-—-————CLIP AND MAIL-——————— 


L. H. GILMER COMPANY 


Division of United States Rubber Company 
TACONY, PHILADELPHIA 35, PA. 











— 


Please send me complete information and price lists on items checked. 
{| 6-S Spool Wire Assortment [| 17-WS Master Wire Assortment 

| ELECTRIX® 3-way Outlets [ | V-Belt Displays 
NAME 
ADDRESS__ 


CITY ainbaig __ ZONE ___ STATE 


th eae un 8 ete ae came am com aoe a 
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WIRE DISPLAYS 












| New CONGRESS LUBRALIFE 
PILLOW BLOCKS 










. Permanently Lubricated 
Self-Aligning 
Throw away that dirty, messy oil can! Congress Pillow 


Blocks never require oiling, yet there is no oil drip. 
They are rust free, quiet, trouble free, easily installed. 





¢ Perfect Alignment 
| ¢ Rugged Construction 
aon * Heavy Load Capacity 
| tte + NO OILING! 
} Oil me Oe Pome 
oan | aa’ aiken. 
Ege 9 4 rane yn = 
of any vibration of the ro- 
ag parts, are also avail- 
able. 








The test tube at the right shows the actual 
amount of oil contained in a %"' bore 
Lubralife bearing. 


Write for Literature on Pillow Blocks and 
SPECIAL PULLEY ASSORTMENTS 
See us at Booth 205-6, National Hardware Show 


CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH 

















WHENEVER YOU NEED 
BLOCKS OR 
TURNBUCKLES.... 


be sure to refer to the new Wilcox-Crittenden 1950 
| Catalog “H”—just off the press. It’s packed full of 
information on the complete W-C line of Heavy and 
Shelf Hardware, which also includes Pulleys, Drop 
Forged Shackles, Wire Rope Sock- 
ets, Connecting Links, Thimbles, 
Hooks, Eye Bolts, Ring Bolts and 
countless other “Dependable” 
Fittings. This catalog will be 
sent free on request. Write for it 


today. 
WILCOX-CRITTENDEN 


“A CENTURY OF DEPENDABILITY’ 




















77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


—_____ _ _ — 
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BedroSm-Bathroom 
Locksets With Automatic 
Safety Release 


= =~ 
Keynob” Locksets y, 
Front and Rear Doors ——__// 


4 


Here’s a complete, extra-quality line of tubular locks and latches that you 
can recommend with confidence. Its eye-appeal, durability and economy 





200 ; a : on , > . 
will reflect to your credit for years to come. =. - -. There’s a Russwin tubular 

nden 1950 lock and latch set for every door in the house . . . each designed for its 

ed full of oe ; ‘ : , Se. ~ 7 : 

a ae _ specific function . . . all featuring the exclusive, positive Russwin rack and 

eys, ‘Drop pinion construction. Double compression springs give heavy spring action 

Rope Sock- on knob—light, easy spring action on latch bolt. All steel case and working 

_ Thimbles, ’ é i . 

+ Miaties all parts plus wrought brass or bronze trim assure long service life. Russell & 

ependable” Erwin Division, The American Hardware Corp., New Britain, Conn. 

g will be 


Jrite for it 


ENDEN 
1D ABILITY” Ussw] dealers always have the edge Poe 
sie : 
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Kwikset Locks to be distributed by 
Kwikset Sales and Service Company 





BEGINNING IMMEDIATELY YOU WILL ENJOY KwIksET PROMISES... To architects ... Advanced 
DIRECT SALES AND SERVICE WITH engineering and authentic styling in the field of residential 
locks ...To jobbers... Best possible service plus sound, 
| *...one standard of quality friendly relationships ...To builders... Ease of 
installation, nation-wide distribution ...To the trade 
*...one reliable source of supply in general... Augmented manufacturing facilities, highest 


quality in our price class, precision-fabrication and 


* ...one responsibility advanced styling. 


In suMMaRy, with Kwikser you will enjoy satisfactory 
service and pleasant relationships with plus values in every 
Kwikset lock you buy! 


This is the famous and popular Kwikset 

5-pin tumbler lock with die-cast parts and 

wrought bronze or brass knob and 

trim—a plus value. F 





LOCKS INC. 


eeeoeveveeveee ANAHEIM CALIF. Tee SS 6 OOO 6 66 OO S'S © 66 HO69.- 0.064046 6466000 0 OS 





HA 





; : J KWIKSET SALES AND SERVICE COMPANY 
NOW send your orders for Kwikset locksets direct to Getic neenlfimmened ne 
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Can Work For You 


4 
5 


®@ How to use saturation andfez 

@ What types of progfams t 

@ What is the cost of raffio ¢ fertising 
* How to merchagflis¢ 7 Hur program 
®@ How to tell a program effectiveness 
@ How to chogse 7 fir program 





This report tells how the modern hardware dealer 


can profitably use radio advertising 
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OR many dealers, local radio 

is a key factor in their success- 
ful promotions. More than a 
third of several hundred typical 
dealers told us so in a recent 
survey.* 

Radio is not expensive, nor is 
it complicated. Here, in simple 
language, is the ABC of radio 
selling, covering such subjects 
as: 

How tc merchandise your store 
effectively. How to chose a pro- 
gram. How to reach the audience 
you want and when. How to get 
a major league baseball game for 
as little as $50 weekly or to get 
your own shoppers’ guide. How 
to keep on top of competition by 





Editor’s Note—This article was 
specially written for HARDWARE 
AGE by Frank Hogan, the Mutual 
Broadcasting System, and Sumner 
Moulton, Radio and TV writer. 





saturation selling and how sea- 
sonal selling can push certain 
lines. How to tell whether you’re 
getting the most for your money. 

The stories about radio adver- 
tising which reach the public go 
something like this: “Jack Benny 
signs a million dollar contract” 
... “Groucho Marx gets $3 mil- 
lion for 8 years.” Too little is 
heard of the small town hard- 
ware dealer who is sponsoring a 
portion of a major league base- 
ball game every day, winning 
new customers through it, and 
who pays as little as $50 a 
week for an attraction of so 
great national and local impor- 
tance. 

As a result, many small mer- 
chants have the mistaken idea 
that radio advertising is much 
too costly for them. They wonder 
how it can be profitable to tell 
the public about their products. 

A newspaper speaks in terms 
of its circulation, and you pay 
for this type of advertising by 
the number of copies which are 


72 


How Local Radio Can Work 


sold. Radio also measures its cir- 
culation. It is expressed in terms 
of total available listeners—how 
completely a network or station 
covers an area and how many 
people actually listen to a given 
program at a given time. 

The national radio advertiser, 
who spends a million dollars a 
year, is spreading his cost over a 
possible 41 million radio homes 
in the United States. From na- 
tion radio listening surveys he 
can tell what percentage of those 
homes actually hear his pro- 
gram. He divides the cost of a 
single broadcast by the number 
of homes tuned in to his pro- 
gram and he learns that it costs 
only a fraction of a cent to send 
his sales messages into each 
home. 

The same is true of local radio 
advertising. The questions to ask 
are: 

“What is the maximum num- 
ber of homes I can reach?” 

“How many of these homes 
will hear my sales message?” 

“How much will it cost me to 
tell each of them about my prod- 
uct?” ' 

The total number of homes a 
local sponser may reach is de- 
termined by the number of homes 
equipped with radios in his city, 
county, and surrounding area. 
Your local station manager has 
these figures on file, and through 
local surveys can tell you what 
percentage of the total radio 
equipped homes are listening to 
his station at any given time of 
day or night. He divides the cost 
of your program by the number 
of homes tuned in to your show 
and finds that it also costs you 
only a fraction of a cent to send 
your message into each home. 


Local Radio is Big Business 


Just a day’s listening to your 
local radio station will show you 


kow many merchants in your 
own community have found that 
local radio is economical and ef- 
fective. It must be—for accord- 
ing to the 1950 Broadcasting 
Year Book, a total of $274,600,- 
000 was invested by national and 
local advertisers who sold their 
merchandise through local radio. 

A portion of this money came 
directly from the pockets of hard- 
ware dealers. In fact, a survey 
conducted by HARDWARE AGE— 
the survey that prompted this 
article—shows that of the hard- 
ware dealers replying to the sur- 
vey questionnaire, 36 pct are 
currently using radio and of 
these 48 pct advertise daily. They 
are taking advantage of radio’s 
ability to sell day-in, day-out; an 
advantage which becomes a giant 
plus in communities which are 
serviced only by a weekly local 
newspaper. 


The Cost of Radio Advertising 


There are two basic costs in 
buying a radio program. They 
are time costs and talent costs. 
Time costs are the charges you 
pay for the use of a station’s fa- 
cilities. Talent costs include all 
production charges; the fees paid 
to writers, directors, producers, 
and artists who appear on your 
program. 

You pay for newspaper adver- 
tising by the line and the posi- 
tion of your ad in the paper. In 
radio, you pay by the minute, 
and for the time of day you 
choose for your broadcast. 

Radio time, generally, is broken 
into three classifications known 
as Class A. B and C time. “A” 
time is like the front page of 
the newspaper. It’s the best time, 
the time when the greatest num- 
ber of people are listening. 





* This report appeared in the 
July 13th issue of HARDWARE AGE 
beginning on page 27. 
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for the Hardware Dealer 


Usually “A” time includes all 
evening evening hours from 7 to 
10 o'clock and Sunday afternoon 
from 3 o’clock on. 

Class B time is the middle 
ground—the daytime hours, Mon- 
day through Saturday. In addi- 
tion to its lower cost, “B’”’ time 
has the added advantage of draw- 
ing an audience made up chiefly 
of housewives who are generally 
conceded to do about 80 pct of 
the nation’s total buying. 

The rest of the broadcast day, 
early morning hours, and late 
evening hours are the least ex- 
pensive, the least listened to, and 
are classified as “C” time. Even 
though listening in Class “C” 
time is more limited than that in 
“A” or “B” time periods, it has 


the advantage of making early . 


morning impressions. It’s a time 
which can be used to set your 
product up as part of the “get 
started for the day” routine in 
many households. 


The Radio Station in Your Town 


The hardware dealer making 
his bow in local radio advertising 
will find that there are two types 
of radio stations in most cities— 
the network affiliate and the in- 
dependent station. The former is 
a station which broadcasts cer- 
tain sponsored programs for a 
network during specific time pe- 
tiods in a day. It reserves only 
a few hours daily for local pro- 
grams. The independent stations 
depends entirely upon itself for 
its program. It is its own master. 

Most stations are members of 
the National Association of 
Broadcasters. Its rules protect 
the public against false adver- 
tising claims, protect radio ad- 
vertisers from unfair advertis- 
ing methods which might be used 
by their competitors, and insures 
the proper proportion of com- 
Mercial message to entertain- 
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ment within a broadcast period. 
sor example, during a 30-minute 
evening program, 3 minutes of 
advertising are allowed; 2%, 
minutes of advertising time are 
alloted to a 15-minute evening 
show. 


How to Chose Your Program 


A new radio sponsor is often 
stymied in selecting a program 
to buy. The dealer should first 
decide what type of audience he 
wants to reach. Is the merchan- 
dise he is selling more apt to be 
bought by a man, a woman, or 
child? Is it a family type of 
product and does the dealer wish 
to establish his name in the 
households in his community? 

Generally you will reach a male 
audience through sponsorship of 
sports, news or action-drama 
programs. Women listen mostly 
tc women commentators, music 
or give-away shows. Young 
housewives and teen-agers find 
disc-jockeys tops while children 
go nuts over adventure. 

The type of audience you wish 
to reach will also determine the 
time of day you select for selling. 
If you want to reach the entire 










14.2% 
OCCA- 
SIONALLY 









29.2% 
WEEKLY 





This is how hardware dealers use 

radio according to a HARDWARE 

AGE study of dealer advertising 

which appeared in the July 13th 
issue. 






family, choose any evening or 
Sunday afternoon for your pro- 
gram. The early hours before 
school and work can also be fam- 
ily listening times. Weekday, 
daytime, is reserved primarily 
for women’s listening. The sup- 
per hour will catch the man of 
the house at home. 


Type of Programs 


Local merchants have a wide 
choice of programs to use as sell- 
ing aids. They’ll find cooperative 
programs, multiple sponsored 
shows, transcribed packages, spot 
radio, local news and_ sports 
shows, local audience participa- 
tion shows, segments of disc- 
jockey shows, and specially built 
local programs. 


Cooperative Programs 


A cooperative program is a 
network show featuring national- 
ly known personalities. It is pro- 
duced and initially financed by 
the network. It is fed from a 
central point —the originating 
station—of the network to its 
affiliated stations. Although the 
program is a network show, it is 
sponsored by local merchants. 

One of the most successful co- 
operative programs, “Game of 
the Day,” presents a live, big- 
league baseball game, six days a 
week, direct from the ballparks. 
Its total weekly cost to the 
Mutual Broadcasting System is 
estimated to be more _ than 
$10,000 and the program is car- 
ried by more than 350 affiliated 
stations. Each station is charged 
a percentage of the total cost 
and has the right to resell these 
broadcasts to local dealers. 

Some stations pay as little as 
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$5. Others pay $2.50. Then they 
add their time costs and seil the 
ames, either in whole or in part 
to local dealers. It is possible for 
a local dealer to advertise during 
that program for as little as 
$1.25 for a 30-second spot, $1.50 
for a 60-second spot, or $40 for 
an entire game. 

The local selling price for this 
broadcast varies according to 
the size of the city and radio sta- 
tion carrying it. In a city com- 
parable in size to Portland, Ore., 
the cost might be $12.50 for a 
30-second spot, $19 for a 60-sec- 
ond spot, and $195 for a com- 
plete game. 

“Game of the Day” is spon- 
sored by more than 3100 local 
dealers—about 25 of which are 
local hardware dealers. 

But that is not the only im- 
portant program available for lo- 
cal cooperative sponsorship. 
There’s a hardware dealer in the 
Southeast who has been sponsor- 
ing Fulton Lewis, Jr., for five 
years, every Monday, Tuesday, 
Wednesday, Thursday and Fri- 
day. He pays $27.50 a week for 
that show. 


Multiple Sponsored Shows 


A multiple-sponsored show is 
a local program paid for by a 
group of non-competitive mer- 
chants. Four example, a high 
school basketball team in a mid- 
dle-sized north-central city had 
built up a terrific record and the 
whole town was excited about it. 
A local independent station man- 
ager knew that a broadcast of 
the championship play-off would 
win him many new listeners yet 
he couldn’t afford to finance the 
broadcast himself. So, he ap- 
proached a group of local mer- 
chants with this plan: 

His station would broadcast 
the game, keeping the expense to 
a rock bottom minimum if the 
merchants, a hardware, a sport- 
ing goods, a laundry, a garage 
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A hardware dealer in the 
Southeast has been spon- 
soring Fulton Lewis, Jr., 
for five years—five days a 
week. He pays $27.50 a 
week for that show. 














and a bakery dealer, would each 
purchase a portion of the broad- 
cast time. They agreed and pre- 
sented the basketball game under 
multiple sponsorship. 

Each merchant paid for a por- 
tion of the broadcast—each re- 
ceived an equal amount of com- 
mercial time. Many local sta- 
tions have regular programs 
which operate on this basis. 
They feature talent hunts from 
the stages of local theaters, local 
daytime give-away shows and 
quizzes. They’re always inexpen- 
sive because the cost is distrib- 
uted. 


The Transcribed Package 


The transcribed package is a 
musical or dramatic show espe- 
cially recorded for rebroadcast 
over many stations at different 
times. Your local station man- 
ager buys the package for a frac- 
tion of its original talent cost 
then resells it to a local dealer. 
Blank spots are left on the record 
for the insertion of the dealer’s 
sales messages—usually four to 
a program. 

Well established programs are 
available offering high-calibre 
entertainment inexpesively. In- 
terested hardware dealers can 
buy them in series (13 weekly 
programs). The cost—the pur- 
chase price of the record plus 
local time charges. 


Spot Radio 


One of the easiest and least 
expensive methods a hardware 
dealer can use is spot radio. Ra- 
dio spots are periods of time, one 
minute or less, and fall at the end 
of local shows or during station 
breaks. When you buy spot ra- 
dio, you pay a flat rate for the 
time. There is no additional 
charge for the announcer who 
reads your advertising copy. 
You’ll find too that the charge is 
less per spot if you sign up for a 
series of 13, 26 or 39 spots. 

All stations have a series of 
shows built especially to handle 
spot radio advertising. The show 
may consist of music (either re- 
corded or live) or it may be a 
“chatter” show. Regardless of its 
format, there are regular inter- 
vals during the show set aside 
for commercial messages—for 
your spots. 

Commercial spots are also used 
on chain or station breaks—the 
20 or 30 seconds immediately 
preceding local station identifica- 
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tion. Chain breaks on network 
affiliates, falling as they often do 
between two popular network 
shows, promise a good listening 
audience. 

A 60-second spot must be lim. 
ited to 150 words, a 30-second 
spot to 75 words. A spot because 
of its brevity must be clearly, 
simply written. It should lead 
off with an attention-getting 
line—“STOP Stop what 
you’re doing and answer one 
question.” Or, “Here’s one way 
to halt a family argument about 
a new refrigerator. You can buy 
a new (brand name) refrigera- 
tor at Dave’s Hardware and have 
cash to spare.” 

If you’re planning a series of 
spots to take advantage of lower 
rates, try to get an opening 
phrase or sentence which wil] 
identify your spot each time it is 
heard. “Stop at Dave’s Hard- 
ware—Look at Dave’s merchan- 
dise—See Dave’s special for to- 
agg 


The Jingle in Spot Radio 


The jingle, a recorded spot an- 
nouncement featuring a store’s 
slogan and sales message set to 
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A New England hard- 
ware dealer who sponsors 
a daily sports round-up 
tests his program by offer- 
ing to send major league 
baseball schedules. You can 
advertise during big league 
games for as little as $1.25 
for a 30-second spot and 
$40 for an entire game. 











music, is a sure way of compel- 
ling attention and gaining imme- 
diate recognition for your spot. 
The “M” Hardware in upper 
New York learned about jingles 
when its owner approached the 
manager of a local radio station 
and asked, “How can | spread 
the word that my store carries 4 
wide variety of gift items in ad- 
dition to nuts and bolts and 
wrenches?” 

The station manager sug- 
gested that the store use a spot 
campaign featuring an “open- 
end” jingle—that is, a 60-second 
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spot, the first part of which is 
recorded while the remaining 
portion is left without copy or 
music and is filled in “live” by an 
announcer. The jingle section 
which ran about 25 seconds was 
written by a member of the sta- 
tion staff. It was recorded at the 
local station using a girl singer 
with an organ background. It 
went like this: 
“It’s the M Hardware Store 

for nuts and bolts and nails 

and string. 

At the M Hardware Store 

there are hundreds of things. 
Summer, winter, autumn, 

spring— 

You'll find more, more, more, 

gifts galore 
At the M Hardware Store.” 

This singing commercial had 
an attention-getting opening for 
a minute spot. Very quickly lis- 
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A New York State hard- 
ware dealer uses a 25- 
second jingle in a_ 60- 
second spot. Though it 
cost him $300, it’s a long- 
term investment for it was 
used 6 months at no extra 
cost except time charges. 











teners came to know the jingle 
and associate it with the store. 
Notice that the name of the store 
appears three times in 25 sec- 
onds. 

The remaining 35 seconds of 
the 60-second spot were filled 
with new, fresh copy almost 
daily. It was read “live” and 
could be changed at will, permit- 
ting the store to tell about its 
home appliances, one day, its 
sporting goods, the next and its 
electric lamps, another day. 

This jingle cost the M Hard- 
ware about $300 but it was a 
long-range investment. It was 
used for six months with no ad- 
ditional cost except of course 
time charges. At the end of six 
months, the talent, singer and 
organist had to be paid again 
according to union regulations. 


The Disc Jockey 


One type of program which 
can be used as a showcase for 
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your radio spot is the local disc 
jockey show—a multiple-spon- 
sored program frequently two 
hours or more in length. During 
the show, the D. J., or disc 
jockey, plays popular phono- 
grapn records and inserts com- 
mercial spots between the rec- 
ords. Every station has at least 
one D. J., many have two or 
three, for the D. J. show is an 
inexpensive program. Its talent 
cost is only the salary of the disc 
jockey and engineer to spin the 
records, and a small fee paid for 
the use of the records. 

Most D. J.’s have developed 
large and loyal followings. Many 
of them developed a highly spe- 
cialized style of selling. They are 
expert at getting their listeners 
to write in for a free booklet or 
phone in for a sample of the 
product. The D. J. can be a real 
salesman for you by adding his 
personality to your advertising 
copy. The disc jockey show in 
addition to carrying spot an- 
nouncements, is also available in 
15-minute segments. 


News and Sportscasts 


Radio’s repetitive across-the- 
board impact can be put to work 
through the sponsorship of news 
broadcasts or sportscasts (2) 
two types of programs that al- 
ways pull an audience. 

Every radio station recognizes 
its position as a news center and 
sets apart certain portions of its 
daily schedule for this public 
service. Most stations are served 
by at least one of the three ma- 
jor news-gathering services and 
many, feeling that they must re- 
port the news anyway, permit 
sponsorship of it for a flat time 
charge with no additional cost 
for the material used on the 
program. 

The minimum time period for 
a newscast is five minutes. You 
pay for the total time and receive 
about one minute and 15 seconds 
of commercial copy time. Many 
independent stations find that 
news broadcasts every hour will 
keep listeners tuned to that sta- 
tion. Some national sponsors 
place all their eggs in the news- 
cast basket. They believe they 
will gather an audience through 
news, and gain added stature as 
the sponsor of a public service 
program. 

These same basic facts hold 
true for sportscasts but to a 
lesser degree. Because of rela- 
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An Ohio hardware dealer 
used saturation advertis- 
ing to steal the show from 
a new store that was open- 
ing two blocks away. Re- 
sult: He not only held on 
to his old customers but 
won new ones. 











tively few new daily develop- 
ments in sports news, stations 
generally will schedule a sports- 
roundup or sportscast once a day. 


Shopping Guides and Farm News 


The woman commentator who 
tells her listeners what to buy 
and where to buy it is a “shop- 
ping guide.” On what is gener- 
ally a multiple-sponsored pro- 
gram, the guide gives out infor- 
mation pitched directly to pro- 
spective shoppers in a local area. 
The shopping guide describes 
the merchandise in detail; her 
description is not limited to one 
minute as long as the informa- 
tion is kept within the frame- 
work of her program. If you 
want to reach women listeners, 
think twice about the woman 
commentator and her shopping 
guide. 

Farm news, like shopping 
guides, are multiple-sponsored 
programs. Farm programs are 
scheduled at a time of the day 
when rural audiences are listen- 
ing in greatest numbers. It is 
pinpoint advertising with little 
waste for if you have a product 
of value to farmers only, the best 
place to advertise it is on a pro- 
gram aimed exclusively at him. 


Saturation Selling 


Radio’s flexibility has given 
rise to two comparatively new 
and powerful techniques—satu- 
ration and seasonal selling. Both 
can be effective on a local basis. 

Saturation is generally used as 
a secondary advertising cam- 
paign by a sponsor who uses ra- 
dio regularly. By the heavy con- 
centration in a few days or weeks 
of his radio advertising, a spon- 
sor is able to reach listeners 
other than those who hear his 
regular program. 

A hardware dealer in Ohio 

(Continued on page 9%) 




















NEW N.R.H.A. PRESIDENT 


J. D. REYNOLDS 
Carthage, Mo. 


(onsipenation of 
the need for combating com- 
munism and its threat to the 
American way of life, the 
Korean situation, and discus- 
sions about personnel relations, 
merchandising and management 
problems, were highlights of the 
5ist annual Congress of the Na- 
tional Retail Hardware Associa- 
tion, held July 17-20 at the 
Olympic Hotel, Seattle, Wash. 
Favored with good weather and 
good attendance at all sessions, 
the conclave had a registration 
of 820, including dealers, their 
families and other guests, and 
broke previous records. 

Announcement was made that 
Detroit, Mich., has been se- 
lected as the scene of the 52nd 
N.R.H.A. Congress in 1951. 

J. D. Reynolds, Carthage, Mo., 
was elected president of N.R.- 
H.A., succeeding W. C. Judson, 
Big Rapids, Mich., who became 
a member of the advisory board. 
Carl A. Miller, Kendallville, Ind., 
was elevated to the vice-presi- 
dency. Newly elected directors 
are Carl Graeff, Dayton, Ohio. 
and Melvin Kramer, Marysville, 
Kan. A. H. Carpenter, Athens, 
Ohio, retired as a member of the 
board. Complete details on the 
new board are published else- 
where in this issue. 

W. C. Judson, Big Rapids, 
Mich., N.R.H.A. president, form- 
ally opened the Congress Mon- 
day evening, July 17, the invo- 
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51st N.R.H.A. 


Congress 


cation being delivered by Hugh 
C. Ross, Jackson, Tenn., N.R.- 
H.A. past president. A friendly 
welcome to the Pacific North- 
west was expressed by Charles 
H. Riley, Seattle, Wash., presi- 
dent, North Coast Retail Hard- 
ware Association. 

The traditional Monday eve- 
ning roll call of delegations was 
officiated over by Rivers Peter- 
son, Indianapolis, Ind., manag- 
ing director of N.R.H.A., who 
placed a three-minute limit on 
each introduction. As in previ- 
ous years the charms and ad- 
vantages of different states and 
sections were extolled in one 
way or another by their dele- 
gates, those from Iowa singing 
of the “tall corn,” for which that 
commonwealth is noted. 


Minnesota endeavored to sell 
the idea of meeting in that state 
in 1952, having the assistance of 
a bathing beauty, who conferred 
some Minnesota _ admiral’s 
badges. 


Personnel Clinic 


The first of three retail clinics 
had a panel of four hardware 
dealers: Arnold L. Johnson, Fort 
Dodge, Iowa; Herman Keller, 
Jeffersonville, Ind.; Lawrence 
Milligan, Bellefontaine, Ohio, and 
Maurice Hellman, Los Angeles, 
Calif., with Glendon Hackney, 
editor, Hardware Retailer, as 
moderator. Personnel relations 
was the subject. 


Mr. Keller said his staff holds 
store meetings every Friday 
morning at 7:55, before store 
opening at 8:30. His associates 
conduct three out of four meet- 
ings, and he, one. When practi- 
cal, a manufacturers’ or a whole- 
salers’ salesman speaks to the 
group. 

Contending that meetings, 
after closing time, are best, Mr. 
Hellman said that if it is a short 
session, it is held immediately; 
if a lengthy meeting, the store 
allows an hour for supper and 
pays for it. Best results are ob- 
tained when a department head 
presides or when a manufac- 
turers’ salesman handles the ses- 
sion. 

Discussing compensation for 
employees, Mr. Hellman said 
that unions were a problem prior 
to the war but that since that 
time he has offered employees 
the same pay as unions plus a 
profit sharing plan. Monthly 
bonuses are given, payment 
being for the month previous 
to that in which it is given. On 
Feb. 15 of each year his store 
pays an annual bonus if profit 
is sufficiently high. 

Mr. Keller said that his store 
uses the salary and bonus plan, 
having had less success with 
other methods. A store sales 
quota is set for each month, pay- 
ment being on the third Satur- 
day of each month. When sales 
are above monthly quotas, the 
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es 51st Annual Congress of the National Retail Hardware 
Association, meeting July 17-20, in Seattle, Wash., was 


warned of the need for protecting the American way of life 


against communism. Merchandising, management, and per- 


sonnel clinics were highlights of the session. J. D. Reynolds, 
Carthage, Mo., succeeds W. C. Judson, Big Rapids, Mich., as 
president. Detroit, Michigan, chosen for 1951 Congress. 


store divides 10 pct of the 
profits, according to individual 
merit. 

On the selection of employees, 
the following sources were sug- 
gested: employment agencies— 
because of pre-screening; classi- 
fied ads—signed or box number; 
personal contact or through the 
association. Development of a 
sense of responsibility was sug- 
gested by all by having em- 
ployees assist in buying or in 
advising as to buying require- 
ments. 


Robert Hauck, Sauk Center, 
Minn.; A. B. Hill, Portsmouth, 
Va., an N.R.H.A. director; Mel- 
vin Kramer, Marysville, Kan., a 
newly elected director and A. R. 
(Tony) Manno, Medford, Ore., 
were members of the panel for 
the clinic on merchandising, 
Wednesday morning. The mod- 
erator was Fred R. Olmstead, 
Indianapolis, Ind., manager, 
N.R.H.A. advertising service 
and promotion. 

As promotions, Mr. Hauck 
said his store features traffic 
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builders and specials in its ad- 
vertising. Mr. Kramer urged 
specials once a week, where pos- 
sible, and if not practical on that 
basis, at least once a month. 
Reporting that he uses at least 
one special item a week, as a pro- 
motion, Mr. Manno said that he 
formerly had two or three spe- 
cials at a time. His store tries 
not to advertise specials on 
items which chain stores offer 
on that basis, and tries to get 
at least a 10 to 12 pct margin. 

Mr. Olmstead said that the 





Left to right are: Robert H. Westbrook, Riverside, Calif., director; Melvin Kramer, Marysville, Kan., newly elected 

director; Carl Graeff, Dayton, Ohio, newly elected director; L. A. Luedtke, Fairmount, Minn., director; J. D. Reynolds, 

Carthage, Mo., new president succeeding W. C. Judson; Louis Hill, Postville, lowa, advisory board member; M. E. 

Ozee, Miami, Fla., director; Carl Miller, Kendallville, Ind., new vice-president; H. H. Meyer, Shawano, Wis., director; W. 

C. Judson, Big Rapids, Mich., retiring president and new advisory board member; A. B. Hill, Portsmouth, Va., director; 
Chester Young, Fairview, Okla., advisory board member and John Skolfield, Gardiner, Me., director. 
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average spending on advertising 
by hardware dealers is now over 
1 pct, compared with 0.47 pct 
several years ago. Mr. Hill rec- 
ommended 2 pct of gross sales. 
“You can make your business 
grow more this way than any 
other way,” he said. “The proper 
media to use must depend upon 
your location with constancy im- 
portant—as to day and location 
of ad.” His store runs ads six 
days a week in one paper and 
twice in another. Use the same 
design for ads on specials and 
have something to make identity 
of your ads easy at all times, he 
suggested. 


Because the cost of advertis- 
ing “is the unseen man on my 
payroll” Mr. Hauck said that he 
believes in a minimum 2 pct 
budget on projected sales, and 
sometimes even higher. Mr. 
Manno reported spending ap- 
proximately 3 pct of his gross 
sales for advertising, two-thirds 
for newspaper space and the 
balance for radio, since he serves 
a large rural area and it is not 
unusual for customers to come 
to his store from points 150 
miles away. 

In a discussion of the cost of 
newspaper advertising, includ- 
ing both panel members and 
other delegates, newspaper ad- 
vertising rates in different sec- 
tions of the country were re- 
ported as ranging from 35 cents 
per column inch to as high as 
$4.20 in one city. 


President's Address 


In his address, “For Craft and 
Country,” W. C. Judson, Big 
Rapids, Mich., retiring N.R.H.A. 
president, on Tuesday reviewed 
various association activities and 
services, including the launch- 
ing of the irha campaign and 
symbol and the re-instatement 
of National Hardware Week. 
Talking about the hardware 
business, generally, Mr. Judson 
said it was important to realize 
that the hardware business is 
constantly changing; its cus- 
tomers and the goods they buy 
are changing. So, it was manda- 
tory that hardware men change 
too. 

He termed successful hard- 
ware retailing a profession that 
required more than just store- 
keeping, buying and _ selling. 
This is so because smart com- 
petition meant that hardware 
dealers necessarily had to be 
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better qualified in order to keep 
up and ahead, he observed. 

The hardware dealer had to 
be a good citizen too, Mr. Judson 
remarked. He pointed to the fact 
that at the last national election, 
48 pct of the people, entitled to 
vote, hadn’t voted and conse- 
quently the national administra- 
tion was elected by only 25 pct 
of those of voting age. 

“Every hardware man must 
vote,” he said. “There is noth- 
ing else in your business as im- 
portant as voting in the elections 
this Fall. But voting yourself is 
only part of your job. You must 
get the members of your fami- 
lies, who are qualified, to go to 
the polls; and you must persuade 
your employees that it is impor- 
tant that they vote and that 
they, in turn, get out the mem- 
bers of their families.” 


Management Clinic 


At the final dealer clinic, on 
management, Thursday morning, 
participants were: M. W. Allen, 
Carlisle, Pa.; Carl Kollmeyer, 
Fremont, Neb.; Henry K. Rusch- 
meyer, New York City and R. B. 
Watson, Atmore, Ala. The 
moderator was W. J. Sheely, In- 
dianapolis, Ind., manager, NRHA 


merchandising and management 
service. 

Merchants must cut expenses 
and trim stocks when volume is 
down, said Mr. Kollmeyer, in- 
stead of buying as they had 
previously. Volume declines of 
1949 from 1948, he said, repre- 
sented a return to more normal 
years. 


Store Credit Policies 


As to setting sales quotas Mr. 
Allen suggested a five year aver- 
age for the basis, taking into 
consideration industrial payrolls, 
farm income and other important 
indices in a territory. Such 
quotas, for proper control, should 
be set monthly. 

Of credit policies Mr. Watson 
said that in his store one person 
passes on credits in line with a 
well defined policy. Statements 
are made twice a month on past 
due accounts. Mr. Kollmeyer re- 
ported that a loose leaf book is 
kept in the office and at each 
cash register, listing those who 
have ever had credit privileges 
at his store. A double check after 
the name means the person is a 
poor risk. Such a person is in- 
formed that there is not sufficient 
information, the suggestion be- 





Convention Delegates 


The NRHA Congress in 
Seattle was distressed by the 
mishaps that occurred to 168 
hardware men, families and 
guests who were on special cars 
headed for the convention, the 
results of two train wrecks. 
Members of the Ohio Hardware 
Association, under guidance of 
John Conklin,’ Columbus, Ohio, 
secretary of that association, 
were enroute in an Ohio Hard- 
ware special train, to which were 
hooked, cars bearing some of the 
PASHA, West Virginia, Con- 
necticut, Michigan and Indiana 
delegates. 

The first accident occurring at 
Paynesville, Minn., at 3 A.M., 
July 13, necessitated medical 
treatment and X-ray checkups 
for many hardware people, some 
of whom continued to be confined 
to the hospital even after the 
convention had adjourned. A col- 
lision between the special train 
and part of a freight train 
caused the first delay. Most ser- 
iously injured and patients at the 
Eitl St. Mary’s Hespital, Minne- 


n Two Railroad Wrecks 


apolis, Minn., were: W. Glenn 
Pearce, Philadelphia, Pa., secre- 
tary, PASHA; Mrs. M. W. Allen, 
Carlisle, Pa.; Mrs. Charles Rein- 
both, Philadelphia, Pa.; Mrs. 
Michael Andrews, Andrews 
Hardware Co., Cleveland, Ohio; 
Robert Audrain, Gaylord, Mich.; 
Mrs. Francis J. Bowsher, Wapa- 
koneta, Ohio; J. W. Bonifield, 
Sr., Zanesville, Ohio; Edgar 
Kalthoff, E. Detroit, Mich.; Mrs. 
M. D. Knopic, Midland, Mich.; 
Mrs. Clarence Wise, Greentown, 
Ohio, and Mr. and Mrs. Carl 
Young, Louisville, Ky. 

Following medical treatment 
and hospitalization for those re- 
quiring it, the special train 
started out again only to be de- 
railed 8 A.M., July 14, when six 
cars were affected, the result of 
a rail breaking. The second mis- 
hap did not cause any serious 
injuries. 

Despite its mishaps, on the 
trio West, many of the Ohio dele- 
gates continued a further rail- 
road tour, as originally sched- 
uled. 
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Personnel Relations Panel: Left is Glendon Hackney, 

editor, Hardware Retailer, with panel members, Law- 

rence Milligan, Bellefontaine, Ohio, and Arnold L. 
Johnson, Fort Doge, lowa. 


ing that they obtain a credit 
rating before asking for it at 
that store. Mr. Ruschmeyer ad- 
vocated a policy based specifically 
on conditions in the area a store 
serves, With one person in charge 
of such activities. 

Mr. Kollmeyer reported that 
his firm encourages deferred pay- 
ment purchases on major appli- 
ances with down payments of 
from 20 to 3314 pct and up to 
18 months to pay. Instalment 
sales he said can increase busi- 
ness fully 50 pct. His store makes 
a service charge of 6 pct per 
annum on unpaid balances. Pay- 
ments on such sales are made at 
his store. 

Ten per cent down and 24 
months to pay, with 6 pct per 
annum service charge was sug- 
gested by Mr. Watson, who said 
that as a customer reduces the 
amount of his debt he can make 
additional purchases on such a 
basis. 

Mr. Allen’s company encour- 
ages instalment buying and or- 
ganized a small credit company 


is at the left. 


to handle instalment financing. 

As to stock control systems, 
Mr. Kollmeyer said he uses it on 
all major items in the store but 
has no perpetual inventory setup 
of any kind. Seventy-five per cent 
of his compatiy’s merchandise is 
recorded in its stock control 
records. He urged that mer- 
chants at least use stock control 
on major goods. 

On Wednesday, DeWitte S. 
Dobson, Pacific Coast manager, 
Curtis Publishing Co., explained 
the operation of the association’s 
national advertising campaign. 
Speakers at the final session on 
Thursday were Arch N. Booth, 
Washington, D. C., manager, 
Chamber of Commerce of the 
United States and the Rev. Wil- 
liam Hills, Victoria, British 
Columbia, Vicar of Cadboro Bay. 
Their respective addresses were 
entitled, “Truth In Action” and 
“Let’s Fight For It.” 


Entertainment Program 


The official entertainment pro- 
gram for the Congress started 





Entertainment Committee: left to right, are Ruel West, Portland, Ore.; 

D. D. Stewart, secretary North Coast Assn.; Raymond Miller, Forest Grove, 

Ore.; Charles H. Riley, Seattle, president, North Coast Assn., and Neil 
Cochran, Snohomish, Wash. 


HARDWARE AGE, AUGUST 10, 1950 


Management Clinic Panel: W. J. Sheely, NRHA mer- 
chandising and management service, panel moderator 


Panel members with him are R. B. 
Watson, Atmore, Ala., and Henry Ruschmeyer, New 


York City. 


with a tea for the ladies, honor- 
ing Mrs. W. C. Judson, wife of 
the retiring president, on Mon- 
day afternoon and at 10:00 P.M. 
a “Get Acquainted” Square 
Dance was given. Originally 
plans called for a sightseeing 
trip to the Navy Yard at Bremer- 
ton on Tuesday, with supper that 
night at the Naval cafeteria. 
However, because of the inter- 
national situation, that event 
was cancelled. Delegates went 
instead to see the Snoqualmie 
lumber mill. 

Tuesday afternoon 28 golfers, 
including seasoned players and 
some divot diggers, played for 
the N.R.H.A. trophy, which was 
won by C. J. Christopher, secre- 
tary of the Minnesota associa- 
tion. Honors for high gross card 
went to Robert H. Westbrook, 
Riverside, Calif., an N.R.H.A. 
director. A. S. Allen, Seattle 
Hardware Co., was chairman of 
the golf tournament. 

Many of the conventioneers 
enjoyed tours, of Seattle and 
vicinity, in private cars fur- 
nished by North Coast hosts on 
Wednesday afternoon. That 
evening the annual Congress 
banquet was attended by 723 
members and guests. 

Charles H. Riley, Seattle, 
president of the North Coast 
Retail Hardware Association, 
headed the reception committee. 
Associated with him were: Neil 
Cochran, Snohomish, Wash.; 
Ruel D. West, Portland, Ore.; 
Raymond L. Miller, Forest 
Grove, Ore., and D. D. Stewart, 
Seattle, secretary of the North 
Coast association. The ladies’ 
entertainment committee was di- 
rected by Mrs. Raymond L. Mil- 
ler, Forest Grove, Ore. She was 
ably assisted by wives of North 
Coast dealers who served on the 
committee with her. 
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LLLINOIS-BORN, Kan- 
sas-educated and a_ successful 
Missouri hardware merchant is 
J. D. Reynolds of Carthage, Mo., 
who was chosen to fill the presi- 
dency of the National Ratail 
Hardware Association at its 51st 
Annual Congress, July 17-20 at 
the Olympic Hotel, Seattle, 
Wash. 

Mr. Reynolds was born in 
Terre Haute, IIll., where his 
father was a merchant. But at 
the age of two, the family moved 
to Lyons, Kan., where he grew 
up and received his education— 
grammer school, high school and 
the University of Kansas, major- 
ing in mechanical engineering. 

His steps towards becoming 





J. D. Reynolds 


N.R.H.A.'s 
New President 


The new N.R.H.A. 
president and Mrs. 
Reynolds and their 
dogs, Don, a setter, 
and Frankie, a 
pointer. 


an independent hardware mer- 
chant were taken first by trying 
his hand at a variety of careers. 
Immediately after completing 
his formal education, Mr. Reyn- 
olds joined a brother in the 
gravel business at Webb City, 
Mo., and throughout World War 
I represented Hercules Powder 
in Oklahoma upon assignment 
by the government. 

Then in 1918, Mr. Reynolds 
and his brother, L. R. Reynolds 
and A. F. Carmean bought the 
Drake Hardware and Implement 
Co. at Carthage, Mo. The busi- 
ness was operated as Carmean- 
Reynolds until 1924 when the 
Carmean interest was bought 
out. This was followed by a 
move to a site on another side of 


Carthage’s Public Square. 
After the recent war, the im- 
plement lines were dropped to 
enable concentration on general 
hardware, appliances, paint and 
wallpaper, gifts, sporting goods, 


records, china and furniture. 
The firm also serves as a whole- 
saler of tools, industrial supplies 
and furniture. 

The Carthage store was origi- 
nally 25 by 110 ft. but an ex- 
pansion program begun in 1941 
enlarged it to its present full 
block length, 300 ft. with two 
floors and a basement. Next, ex- 
tensive remodeling after World 
War II involved the installation 
of a new front, modern display 
fixtures on the first floor and 


(Continued on page 9%) 
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The Reynolds home in Carthage, Mo., where Mr. Reynolds has been a hardware dealer 32 years. 
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Expansion of the Reynolds Hard- 
ware, begun in 1941 and complet- 
ed after the war, resulted in a 
modern 300-ft-long store — two 
sales floors and a basement. 
Illustration | shows the main 
sales floor; No. 2, the modern 
store front; Nos. 3 and 4, the 
basement china and giftwares 
departments. 
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DONALD FARR 





Getting Our Share 
of the Farm Market 


By DONALD FARR 


Farr's 


Coquille, Ore. 


ARR'S uses a well-rounded promotional and 

merchandising program to sell the farm trade. 
It consists of newspaper, road-sign, radio adver- 
tising and direct mail advertising; going after 
out-of-stock needs; servicing equipment by han- 
dling repairs and parts; keeping up on product 
information and writing letters of appreciation for 


Our firm is called 
Farr’s, formerly Farr and El- 
wood Co., located in southwest- 
ern Oregon, in Coos County. We 
have two stores located 20 miles 
apart in Coquille and in Coos 
Bay. Our business is owned by 
three partners—my father, my 
brother, and myself. Coos 
County has approximately 1,750 
farms on which there are about 
22,700 dairy cattle, about 7,250 
beef cattle, and approximately 
26,000 sheep and lambs. 

About 12 years ago we de- 
cided that feed was perhaps 
a good leader, but not too good 
a money maker. At that time, 
without discontinuing the han- 
dling of feed, we began to add 
hardware and some other lines. 

At the present time, we han- 
dle in addition to the feed a full 
line of hardware, plumbing 
goods, electrical supplies, and ap- 
pliances, building material, 
pumps for domestic use and also 
commercial sizes, __irrigation 
equipment of the portable type 
which is used in our section of 
the country, air cooled engines, 
explosives, and a number of 
other lines. 

We aim our advertising and 
our selling effort, primarily at 
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customer patronage. 


small farmers; by that I mean 
mill workers or loggers. Many 
logging camp workers operate a 
small farm. Usually this means 
one to 10 cows, some chickens, 
maybe a couple of pigs, or some 
sheep. The reason that we have 
aimed our efforts at this group 
of people as farmers is because 
we have felt that these people 
are the ones who are expanding 
and have perhaps the greater 
call for the types of things which 
we stock. 


New Farm Prospects 


Usually we find that these peo- 
ple are starting their farm on 
a shoe string. In the back of the 
minds of these people is usually 
the intention to continue work- 
ing in the woods or in the mill 
until such time as they can get 
sufficient capital to go into full 
time farming. They have bought 
several acres of unimproved 
land and have started building 
their own house and barns and 
equipment as they can find capi- 
tal and time to do so. Or they 
have a small farm which is in 
operation but needs improving. 

They are on an expanding 
proposition which calls for all 
sorts of building materials and 
equipment and we try to carry 


a full enough line that we can 
supply most of their needs. 
Their requirements run all the 
way from plumbing for the 
house right on down to a block 
of salt for the cow. Another 
thing which we like about deal- 
ing with these people is that 
their income is steady, and even 
in a case of a shutdown in the 
mill or logging woods where 
they work, they still have an in- 
come from the farm. 

That doesn’t mean, however, 
that we go after their business 
alone. We also solicit business 
from full time 100 pct farmers 
and those who are farming on a 
large scale. But it has been our 
experience that these fellows are 
not the ones that are spending 
the ready cash the way the small 
operators are. 


Grange Advertising 


Now first I’d like to discuss 
the advertising which we direct 
at the farmers. We advertise 
in the Grange bulletins. One of 
the reasons is that in our area 
Grangers save the sales slips 
from firms which advertise in 
the Grange bulletin and turn 
them in to their local Grange, 
which in turn sends them to the 
State Grange and receive from 
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the local Treasury a substantial 
sum of money based on the vol- 
ume of business that the mem- 
pers have done with advertisers 
in the Grange bulletin. 

We also participate in spon- 
sorship of 4-H scholarships for 
the youngsters to attend summer 
camp at Oregon State College. 

The calendar which we put out 
is primarily a farm style calen- 
dar. We have for several years 
put out a pocket type calendar. 
One that has a pocket into which 
to put receipts and memos. It 
also has a pencil attached to it. 
We've had good acceptance 
from that calendar and we be- 
lieve that most of them actually 
get hung on a wall and stay 
there for 12 months out of a 
year. 

This calendar also has on the 
back of the pages farm infor- 
mation, such as gestation pe- 
riods of livestock, seeding tables 
for farm crops, weights and 
measures, and a place for keep- 
ing a simplified set of books. 
Quite often we find that the 
women use the pages for keep- 
ing egg records. 


Roadside Billboards 


We also use painted billboards 
placed at strategic points on the 


highways into town. We have. 


decided after some sad experi- 
ence to stick to general adver- 
tising on our painted billboards 
rather than using brand names. 
A decision to change brands on 
one line of goods has made some 
of our boards obsolete. On the 
other hand a board, advertising 
the type of goods we sell, may 
be good for a few years without 
repainting. 

Our trucks carry signs which 
primarily plug our slogan which 
is “Try Farr’s First.” We also 
sponsor two radio programs, 
which I’ll discuss more in de- 
tail a little later. We always co- 
operate with the high school stu- 
dents in the various communi- 
ties in our area by advertising 
in their student publications. 
We do not feel that from a pure 
advertising standpoint that 
these ads have any value what- 
soever but they help the kids out 
and perhaps create some good 
will. 

Of course we do local news- 
Paper advertising. In Coquille, 
we have a weekly paper in which 
we run at least 10 in. every week. 
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In Coos Bay, there is a daily 
paper in which we run periodic 
ads but not on a regularly sched- 
uled basis. We put most of our 
advertising funds for Coos Bay 
into radio advertising. 

One thing we use, that I 
haven’t noticed many hardware 
men using, are decals to be put 
on equipment sold. These are 
rather expensive, about 5¢ each, 
but are valuable advertising 
media. If strategically placed 
on the equipment so it is pro- 
tected from wear and weather- 
ing, they should stay there for 
a long time. They serve to re- 
mind the customer of us, and 
show where he can obtain re- 
pairs or repair service. They 
also tell his neighbor where he 
purchased the equipment. If it 
performs well and gets a good 
recommendation from the owner, 
the decal may of itself make a 
sale. 

We also advertise in the 
classified section of the tele- 
phone directory and try to spot 
our advertising in a number of 
sections so that it can be easily 
found. 

We are beginning to place 
metal signs on farms to which 
we have sold irrigation equip- 
ment. There are similar signs 
available for other types of 
equipment and we think that 
this is going to be a rather val- 
uable piece of advertising. It 
advertises the equipment and 
also connects our name with it. 
Not all of these signs that are 


availabie from distributors have 
a place for your firm name. It 
is preferable to have your name 
on the sign if at all possible. 


Envelope Stuffers 


We also make very extensive 
use of the different folders that 
come to us from manufacturers 
and distributors. We hand them 
out to interested customers in- 
cluding some in every letter 
which we send out. We usually 
include a postage paid return 
envelope and a descriptive pam- 
phlet with all sales letters sent 
to prospects. 

We also use return envelopes 
with collection letters which we 
send out. When we send out 
statements at the end of the 
month we always include a pam- 
phlet on some item which is 
timely or seasonal. 

We prepackage a lot of our 
feed for sale in small lots and 
include a piece of literature in 
the top of each package. One 
problem which we have had for 
a long time and which we think 
we have just solved is that of 
seeing that the reams of hand- 
out literature that come to us is 
used. Too often in the past we 
have had to discard literature 
because it has become obsolete, 
mutilated, or torn. 

When some of our literature 
isn’t being used up and is in 
danger of losing its value en- 
tirely, we place it in the paper 
sack rack under the wrapping 





Dealers Told to Be Realistic and Objective 


Dealers must be realistic and 
objective, and not afraid to face 
the facts, even though they may 
be unpleasant, the convention 
was told in an address by Henry 





DR. HENRY A. BURD 


A. Burd, professor of economics, 
University of Washington. 


Speaking at a Tuesday ses- 
sion, Dr. Burd reviewed the 
business situation in the light 
of the Korean fighting. In sum- 
marizing future developments, 
Dr. Burd told the convention 
that these developments must 
be expected: Government expen- 
ditures must increase; taxes will 
remain high and go higher; 
there will be shortages of mate- 
rials, and perhaps of manpower; 
prices will continue to rise; busi- 
ness will boom; inflation will 
rise. 

Discussing production con- 
trols, the speaker said that vol- 
untary controls will not work. 
To temporize with them is to 
waste time. 
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counter and put a piece in each 
paper sack. This is better than 
trying to enclose a pamphlet 
when packaging merchandise 
because the clerks simply forget 
to enclose the literature at the 
time of packaging. We hope that 
at least some value is derived 
from having the literature used 
and we know that it is better 
than throwing it away. 

We lean very heavily on co- 
operative advertising and con- 
stantly seek the cooperation of 
distributors. We are sometimes 
pleasantly surprised by favor- 
able responses to our requests 
for cooperative funds from dis- 
tributors that do not normally 
cooperate. It pays to ask and 
sometimes to ask more than 
once. The use of cooperative ad- 
vertising money materially 
stretches the advertising budget. 


Direct Mail 


We make extensive use of di- 
rect mail advertising and have 
for years. During the depres- 
sion years in the 30s we did a 
lot of direct advertising, making 
our own mimeographed copy and 
issuing it to a mailing list by 
names. But during the war and 
since, due to a shortage of man 
power, we have gotten a bit away 
from that. Perhaps we shall be 
getting back to it one of these 
days. 

At the present time most of 
our direct mail advertising con- 
sists of pieces prepared by the 
manufacturers or distributors 
and offered to us free of charge. 
We send these out either from 
our stores under our own postal 
permit or sometimes make ar- 
rangements for them to be dis- 
tributed direct from the distrib- 
utor or by his agency. We mail 
them direct to our mailing list 
which has about 3,000 names on 
it. If you wish to build up a 
mailing list there are several 
sources from which you can ob- 
tain names. One of them is the 
Polk Guide for your area, and if 
it is the recent one, it will give 
you good coverage but it is not 
classified in any way. 

Other lists which you can get 
pointed at the farmers particu- 
larly, are those which sometimes 
can be obtained from the county 
agent for your area. It always 
pays, incidentally to keep on the 
friendly side of the county 
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"| haven't noticed many hardware 
men using decals to be put on 
the equipment sold. They are 
valuable advertising media. They 
remind the customer of us . 
tell him where to obtain repairs 
or service and tell his neighbor 
where he purchased the equip- 
ment.''—Donald Farr. 


agent. He can do you a lot of 
good if he feels like it. 

You will find that most county 
agents maintain lists of people 
who keep bees, a list of the wool- 
growers of the area, a list of the 
beef ranchers of the area, a list 
of the dairy farmers of the area, 
ete. You can then select a list 
to do a particular job. 

We also make it a practice to 
obtain for our mailing list the 
name of any new customers for 
whom we open an account. This 
is done automatically by a tear 
off stub which we have on our 
eredit application card. 

We also constantly add to our 
list from the letters which we 
receive from customers. We also 
obtain names from our registra- 
tion cards and from the drafts 
which we write for wool, hides. 
or cascara bark. 

When we give out our calen- 
dars annually, we keep a sheet of 
naper on the counter and ask 
the customer to write his name 
on the list as he gets his calen- 
dar. We use this to check back 
against our mailing list and add 
names which have not previous- 
ly appeared, or to correct ad- 
dresses. One of our radio pro- 
grams is also a source for names. 


Revise Mailing Lists 


One of the most important 
things in keeping up a mailing 
list is keeping the list current 
by removing the names as people 
move away or die, or change ad- 
dresses. The easiest way to do 
this is to print on the mailing 
piece as it goes out, instructions 
for notification if the piece is un- 
deliverable. If that form is on 
the mailing piece and the mail- 
ing piece is undelivered, the 


"We lean very heavily on coop- 
erative advertising and constant- 
ly seek the cooperation of dis- 
tributors. We are pleasantly 
surprised by favorable response 
to our requests for cooperative 
funds from distributors that do 
not normally cooperate. The use 
of cooperative advertising money 
materially stretches the advertis- 
ing budget."—Donald Farr. 





piece will come back with a form 
attached to it telling why it was 
not delivered or giving the new 
address of the addressee. 

Sending direct mail pieces by 
rural routes is much easier be- 
cause the mailings are sent out 
in bulk and it is not necessary to 
address each mailing piece. You 
can obtain the number of people 
on each of these routes very 
easily by writing to the post- 
master of the various post of- 
fices to whose routes you wish 
to mail. 

We also write to our cus- 
tomers on the slightest pretext. 
If we have any information that 
might interest a customer, we 
write them a letter. We make 
frequent use of the telephone to 
contact our rural customers. In 
our area, this often necessitates 
a long distance call. This type 
of contact is often less expensive 
and just as effective as a run out 
in a car to see the customer but 
if we are going out to see a man, 
we usually phone ahead to be 
sure he will be at home. 


Two Radio Programs 


Our radio program is Farr’s 
Best Buys. This is a 15-minute 
daily program (except on Sun- 
days) which goes over radio 
station KOOS at Coos Bay at 


12:30 daily. The cost of this’ 


program is $6.73 per day. The 
program consists of the classi- 
fied ads of the people of the area 
and works like this: 

All a person has to do is to 
write on a slip of paper or postal 
card the item which he wishes 
to buy or sell or trade. He must 
either bring or mail it to us at 
our store or mail it direct to the 
radio station. The customers ad- 
vertisement goes on the air the 
following day. The service 18 
without cost to the customer. 
The advantages to us are that it 
serves the customer and creates 
good will and has a high listener 
interest. 

By the nature of the program 
our name is kept before the 
customer because during the 
program after each classified ad 
is read the announcer closes the 
ad by saying “Thanks to Fart’s 
for this free and friendly serv- 
ice” or “Thanks a heap to Farrs 
for helping us out,” or, “Thank 
you Farr’s,” etc. The name 
Farr’s is drummed and drummed 
and drummed. 

The program builds store traf- 
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fie by bringing in people to place 
an ad or to look up one that has 
been run by someone else. We 
also place our advertising at the 
beginnings, middle, and end of 
the program and often enter a 
“one day only” “best buy,” or 
“hot shot” special which is read 
among the other customer ads. 


Radio Bargains 


The program ties in with a 
feature we used to have in our 
stores called a “swap board.” 
The swap board was a bulletin 
board on which the customers 
would post their offerings either 
for sale, or to buy, or to trade. 
We didn’t enter into any of the 
deals. People came from as far 
as 150 to 200 miles to look at 
that swap board for a special 
bargain or wanting to add to the 
board. 

The program which we have 
now goes farther than the swap 
board. The radio ads are posted 
in a loose leaf notebook on the 
counter so that anybody who 
hears only part of an ad over the 
“Farr’s Best Buys” program and 
wishes to get the full details can 
come to the store, look in the 
book, and copy the information 
which appears there. 


The program has the highest 


listening interest of any pro-. 


gtam that the station has on the 
air and we are constantly re- 
ceiving word from customers 
that the program has assisted 
them in selling something that 
they wanted to sell or in finding 
something they wish to buy. 
We have received a lot of favor- 
able comments about the help 
that the program is to the rural 
folks of the area. Rural people 
are great traders. 


Home Town News 


The second radio program 
Which we have is a 5-minute 
daily program over the radio 
station at Coquille at 5:55 P.M. 
and is called Farr’s Home Town 
News. This program features 
only local news and has an open- 
ing announcement which men- 
tions Farr’s and a closing an- 
houncement which mentions 
Farr’s. There is one center 


spot in which we advertise each 
day some particular product or 
service which we offer. 

We think that this has a 
rather high rating with farm 
folks because a good many of the 
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farm people do not subscribe to 
any daily paper and those who do 
often get only the Portland pa- 
per which carries very little or 
no local news. It is also true in 
our area that anybody who takes 
a local paper receives it about 
24 hours later than they receive 
this news which we are offering 
over our daily program. 


Free Order Service 


Among the services, we offer, 
is one which we work at pretty 
hard. It is to offer to get any- 
thing that we do not carry in 
stock for our customers. Not all 
of the sales which we obtain this 
way are profitable in dollars and 
cents. We have numerous re- 
quests for small items on which 
we can not begin to charge a 
profitable price. In the long run, 
however, this business is a profit- 
able one and builds a lot of good 
will. Our company slogan is 
“Try Farr’s First” and we try 
to make the customers first try 
at Farr’s. 

We place special customer or- 
ders with our suppliers prompt- 
ly, not waiting for a salesman to 
call. This is important because 
failure to order promptly, in 
these times, when a customer 


can get merchandise readily, 
may send him looking somewhere 
else before you get it to him. 

It is also important to notify 
the customer that the goods have 
arrived immediately after you 
get them. We do that by send- 
ing out postal cards or by tele- 
phoning the customer or both, 
even though the customer comes 
into the store regularly, perhaps 
even every day. A post card 
gives him written notice that he 
can carry around in his pocket 
until he makes the pick-up. It 
is a bad policy to depend upon 
one’s memory to tell the cus- 
tomer when he comes into the 
store. Either we will forget or 
some clerk unfamiliar with the 
order may wait on him. Writing 
also gives us a chance to make an 
additional contact with the cus- 
tomer and to impress him with 
the service which we are render- 


ing. 


Non-Stock Items 


If we find that a customer 
doesn’t respond to our offer to 
obtain merchandise which we 
do not have in stock for him, the 
next thing we do is to see if we 
can find it anywhere else in town 
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for him. That convinces the 
customer we are interested in 
his problem. It obligates the 
customer and often results in an 
additional sale or in the cus- 
tomer returning the next time 
he needs something. It holds the 
customer in your store a little 
longer while you are making 
those telephone calls. Then he 
can browse around and perhaps 
find something he needs. 

It also stops some of the busi- 
ness from going to the mail or- 
der houses. All of us are united 
in wanting to keep the business 
at home if we can. If we can 
keep it in town even though it 
goes to a competitor we feel that 
we have accomplished something. 
Our competitor, too, may ap- 
preciate our efforts to give him 
some help. There is also that 
chance that you will not be able 
to find the merchandise any- 
where in town. Then you can 
repeat your offer to obtain the 
merchandise for him on special 
order. Quite frequently the cus- 
tomer will respond by giving you 
his order. 


Servicing Equipment 

Servicing equipment is a 
necessary evil. It is difficult to 
make a service department show 
a profit but is necessary in con- 
nection with the sale of many 
types of equipment. We service 
appliances, water pumps, gas 
engines, and lawnmowers. We 
also do electrical wiring and 
other electrical work. We have 
two journeyman plumbers in our 
employ, who do _ installations, 
and maintenance work and we 
offer irrigation engineering ser- 
vice to the customer free of 
charge. What we use in our 
country is the portable pipe for 
irrigation with sprinklers. 

We also offer an engineering 
service for barn equipment and 
will make a blue print on a barn 
to suit the customer. We will 
also obtain. from the state de- 
partment of agriculture, ap- 
proval for milking parlor plans 
before the customer begins 
building his new installation. In 
connection with our plumbing 
department we engineer, service, 
repair, and install heating equip- 
ment. 

Not all of these services are 
offered through employees on 
our payroll. Some of the work 
is done by men with whom we 
have a very close tie. Our elec- 


86 


trical work is done by a man 
who uses our stock and picks up 
his telephone calls in our place 
of business but actually is an in- 
dividual entrepreneur himself 
in that he has his own contrac- 
tors license and collects his own 
charges for services and ma- 
terials. We furnish the material 
on a discount basis. The same 
thing holds true of the service 
which we offer on overhauling 
air cooled engines. In the case of 
engineering services on farm 
equipment and irrigation equip- 
ment, we lean quite heavily on 


“If we will work with distributors, 
we are often able to get a lot of 
help from them on field work, en- 
gineering service, etc. By coop- 
erating with these men we've 
been able to add practically 
another employee without any 
cost to us."—Donald Farr. 


the services of the field men who 
are on the distributors payroll. 

We register every piece of 
equipment that goes out of our 
place of business if it is one 
which may require service in the 
future. The registering of the 
customer’s purchase gives him 
a feeling of confidence in the 
ability of our firm to stand be- 
hind that piece of equipment. 
Also it lets him know that just 
because we have made the sale 
and collected for it that we are 
not through with that piece of 
equipment but that we are con- 
tinuing our interest in it. 

The list of registration cards, 
which we file alphabetically un- 
der the Various classifications 
according to the type of mer- 
chandise covered, makes an ex- 
cellent source for the names of 
satisfied users to give to pros- 
pects. It also is of invaluable 
use for trade-in information. 


Checking Warrantees 


One of the most important 
uses of the card system is to 
check warrantee coverage. Quite 
frequently the customer will 
bring back something and say 
that he thinks that the piece of 
equipment ought to be repaired 
or replaced under warrantee. By 
checking the registration card 
we can immediately verify the 
date of his purchase and of 
course this written information 
clinches any arguments because 


it is right there in black and 
white. 

The registration is of im. 
measurable value when ordering 
repair parts or accessories. It 
seems 90 pct of the farmers, 
coming in for repair parts ex- 
pect the merchant to remember 
exactly the model, serial number 
and style, etc. of the piece of any 
equipment purchased in the last 
several years. After looking up 
the serial number and model, 
you can rapidly trace down what 
he wants. 

This registration file is also 
valuable for finding prospects 
for additional equipment. For 
example, a new attachment was 
recently introduced for a garden 
tractor we have sold for several 
years. When this became avail- 
able we went back to our regis- 
tration card file and picked out 
the names of all who had bought 
that particular garden tractor 
and sent them letters and some 
advertising literature. Because 
of the file we were able to con- 
tact the people who particularly 
would be interested in that type 
of equipment. 


Catalog Files 


We maintain a very large cat- 
atlog file on all types of mer- 
chandise about which a customer 
might inquire and quite often 
are able to select from that file 
the exact piece of equipment 
which somebody may want but 
which we do not carry in stock. 
We frequently pick up a good 
sized sale simply because we 
have the information at our fin- 
gertips. 

The biggest problem is 4 
method for keeping the file ar- 
ranged so that you can put your 
hand on the catalog that you 
want. The best solution that 
we’ve been able to devise is to 
write in the upper right hand 
corner of each piece of litera 
ture, before we put it into the 
shelves where we file them, the 
name of the department under 
which we are going to file it. In 
other words, we have shelves 
with vertical spacers dividing 
the various departments marked 
building material, sporting 
goods, electrical, pumps, farm 
machinery, etc. The labeled set- 
tions are arranged alphabetically 
and the catalog or pamphlet oF 
whatever it is goes back into 

(Continued on page 97) 
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The Passing Parade 


By LUTHER R. STEIN 


Vice-president and General Sales Director 


Belknap Hardware & Mfg. Co. 
Louisville, Ky. 


HE passing parade, suggests Mr. Stein, is one of 
changing lines and methods. New goods are the 
life-blood of the hardware business and he feels 
that the loss of volume by many hardware stores 
can be charged to their refusal to add new goods. 


Tue “Passing Parade” 
means changes. When we realize 
that the only permanent thing 
in business is change, it is ap- 
parent that we have a perma- 
nent subject to deal with and 
it is without limit in scope. 

Look at the changes in mate- 
rials. I will not try to touch 
upon raw materials, but the fin- 
ished materials we buy and sell. 
Perhaps we can be more explicit 
by calling those materials .“our 
lines.” What lines are wholly or 
partially out of the picture 
which in the past meant a huge 
volume? 

Just one or two lines will give 
the picture. Then there were 
62 catalog pages of carriage 
and wagon malleables, buggy 
shafts, rims, bodies, gears, plat- 
forms, hubs, felloes, oil burning 
carriage lamps, summer dusters, 
fly nets, horse hats, wagon um- 
brellas, horse blankets and plush 
robes. 

All are gone now. Having 
our own saddlery factory we 
naturally cataloged all items 
that sold freely. There were 33 
pages of men’s riding saddles. 
Eleven pages of ladies’ side sad- 
dies. There were 4 pages of 
buggy whips. 


Lines Now Stocked 


What lines does the stock or 
catalog show that were not there 
20 years ago? 

There were three items of 
lawn mowers; now 24 pages, in- 
cluding repairs. There were no 
power motors. Now gasoline 
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and electric power mowers are 
a huge volume and, because of 
enlarged incomes, are being 
bought by many people who have 
small lawns. , 
Prepared roofing and asphalt 
shingles were in the development 
stage. Today they are a huge 
volume. We carried no bath- 
room fixtures or fittings. Now a 
complete stock of tubs, lavato- 
ries, closet combinations, show- 
ers and all the fittings and trim- 
mings that are necessitated to- 
day for that most important 
room in the house, the bathroom. 
Attic and other ventilating 
fans were not thought of then, 
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but today are a huge volume 
because they are simple, moder- 
ate cost, air conditioning units 
for homes. We then had no elec- 
trical wiring devices, electric 
wire or conduit; no floor or 
table lamps or ceiling or wall 
lighting fixtures, even with ordi- 
nary light bulbs—not to even 
mention fluorescent; no electric 
toasters, percolators, sweepers, 
electric fans, washing machines, 
ironers, food mixers. 

We had no electric fence con- 
trols, electric water heaters; no 
electric blankets, no electric 
trains at all, much less those 
that whistle, puff smoke, start, 
stop, reverse, etc., at the touch 
of a button; no electric razors 
or saws or drills or other mo- 
torized mechanics’ tools. Today 
hundreds of pages in our cata- 
log are now used to illustrate 
those goods. 

There were no electric refrig- 
erators, home and farm deep 
freezers, radios and, of course, 
television sets were not even on 
the horizon. We had no dishes or 
glassware then. Few hardware 
stores, unless they were general 
stores, thought of those lines as 
being desirable. They now pro- 
duce an enormous wolume for 
hardware stores along with so- 
called gift goods, bridge prizes, 
etc. 


Few Wagons or Bicycles 


There were few boys’ wagons, 
including a few goat wagons, 
but no coaster wagons; no rub- 
ber tired wagons or velocipedes ; 
no toys at all. Now there are a 
great variety of dolls, games 
and toys. The huge volume in 
that line is spreading out 
through the year because the 
youngsters of today get more 
toys for their birthday than you 
and I received at Christmas 
time. They get toys as a reward 
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Resolutions Adopted By The 51st NRHA Congress 


FAIR TRADE — Favored sup- 
port and retention of Fair 
Trade laws and the Miller- 
Tydings Act. Expressed ap- 
preciation to manufacturers 
for enforcing their Fair 
Trade agreements. Specially 
thanked sporting arms’ 
manufacturers for  estab- 
lishing Fair Trade prices 
on ammunition. 

TAX EQUALITY — Accorded 
the Tax Equality Campaign 
the complete support of the 
national affiliated associa- 
tions and asked members to 
keep Congressmen and Sen- 
ators reminded of the need 
for tax equality. 


VOTING — Endorsed campaign 
to get qualified voters to 
participate in this Fall’s 
elections. 


RETAILING — Urged keeping 
pace with changes in busi- 
ness particularly to keep 
merchandise stocks attrac- 
tive to consumers by adding 
new products. 


IRHA—Urged members to co- 
operate with the irha sym- 
bol advertising by using it 
in their ads and helping 
the campaign financially. 
Thanked wholesalers who 
contributed to the fund. 





for passing marks in school. You 
and I got a licking if the month- 
ly report was poor. 

No one dreamed of selling 
great numbers of electric trains, 
retailing for $100; dolls, retail- 
ing for $24.95 each. 


Toys Are Profit Builders 


In my opinion, toys have 
meant more to hardware stores 
than the volume and profit they 
alone produced. I am a bit 
proud of the piuneering effort 
that Charles Price, the head of 
the buying department of our 
company, and I made more than 
30 years ago to get hardware 
dealers to handle toys. 

December was then a low 
profit or red ink month for most 
hardware stores. Not having 
any Christmas atmosphere, la- 
dies and men went to other 
stores to buy gifts of utility 
which most hardware men car- 
ried, but did not exploit. 

We had a hard time getting 
hardware men to invest in a 
$99.50 toy assortment to give a 
Christmas atmosphere to their 
stores. It’s an interesting story, 
too long to detail here, but hard- 
ware dealers who capitalize on 
the Christmas season demand 
will now tell you that December 
is their most profitable month 
of the year. 


Sporting Goods Important 


The half-century change in 
sporting goods is a story itself: 
I suppose that because tennis 
was then regarded as a sort of 
“sissy” game, hardware men 





would not touch tennis goods. 
It’s a big business now. 

Baseball was played, but the 
kids got a bat free when they 
bought a suit of clothes. Now 
nothing’ less than a big league 
model will suffice. Some of us 
who had little money “wound 
our own” baseballs and made 
the covers from an old pair of 
high shoe tops. A then $1.25 
ball was a rich boy’s luxury, but 
you know the story today. 


Sporting Goods—Big Business 


Softball was not known It is 
a big business now. Basketball 
and football were minor sports. 
You know their extent today 
and the equipment and sales are 
large. 


Fishing has seemingly become 
America’s largest occupation. 
Water conservation lakes, water 
power projects, cattle and other- 
use, sizable ponds on farms pro- 
vide the places for fishing. The 
short hour days and five day 
weeks make time available and 
automobiles make “going fish- 
ing” easy. So the expansion in 
that business is almost beyond 
belief. 

It is no longer a nickel’s worth 
of hooks; a 10¢ furnished line, 
and 25¢ bamboo pole equipment. 
Fishing rods now sell for as 
much money as a family paid 
for a horse and buggy 50 years 
ago. 

Nearly 40 years ago we de- 
cided to go into the automobile 
tire, tube and accessory busi- 
ness. We invested what seemed 
to be a large sum, $5.000 in a 
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complete stock. Now there are 
over 500 pages of those goods 
and that $5,000 would not pro- 
vide a stock for two days’ 
orders. 

Who sold all the axle grease, 
buggy and harness oil in the 
years gone by? You know every- 
body expected to get axle grease 
and those things in a hardware 
or general store. Are you one 
of the many hardware men who 
are horrified when a salesman 
suggests that you sell automo- 
bile oil in cans? Do you say: 
“Oh, that’s out of my line; 
everybody buys oil at a filling 
station.” 

Millions of Americans are 
pouring oil out of cans into their 
own cars to save money. They 
can buy 8 quarts of good oil ina 
can for about $2.75 that would 
cost $3.20 or more at filling sta- 
tions, and millions of these cans 
of oil are being sold by retail 
merchants, NOT filling stations. 


New Goods—50 Pct of Sales 


Leaving out of the picture en- 
tirely the lines and the individ- 
ual items which have been add- 
ed to old departments, but 
speaking only of entirely new 
and complete departments that 
have been added during 50 
years, I may surprise you by 
saying that those entirely new 
departments represent more 
than a third of our total busi- 
ness of today. 

If I would include the lines 
and items added to old depart- 
ments, which lines and items we 
did not carry fifty years ago, 
all those new goods would be 
more than half of our annual 
sales and we would still not be 
thinking of improved and per- 
fected items, or new sizes or 
new finishes that supplanted 
others. 


Changes Are Vast 


Perhaps because you are in 
your store day in and day out 
you do not realize how vast are 
the changes. You don’t notice 
the ordinary changes in the 
looks of your daily associates, 
but when you meet someone you 
haven’t seen for 15 or 20 years, 
it’s a different story. 

I had our company print sep- 
arate pages each week for our 
salesmen’s catalogs which show 
only new goods. There never is 
a week that we do not have new 
goods pages going out, and 
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printed at the top of each page 
is this sound statement: “A 
SUCCESSFUL BUSINESS DE- 
PENDS UPON THE INTRO- 
DUCTION OF NEW LINES.” 

In my humble opinion the loss 
of volume by many hardware 
stores can be directly charged 
to their refusal or reluctance to 
add new goods. A hardware 
magazine ran an editorial head- 
ed: “They Never Have Any- 
thing New,” which told the 
story of two ladies looking in a 
hardware store window. One 
asked the other: “Are you go- 
ing in?” The immediate reply 
was: “No, there is no use going 
in; they never have anything 
new.” 

To my way of thinking that 
merchant could have made sev- 
eral “mistakes” in bad buys of 
new items that did not sell free- 
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ly with less net loss than to 
have two ladies of his town 
think, and probably say to other 
ladies, as the ladies are wont 
todo: “They Never Have Any- 
thing New.” 

Does it not all mean that 
whether you want new goods or 
not; whether you object to mer- 
chants in other lines breaking 
into what you regard as your 
field, you are confronted with 
the choice of adding new goods 
and new lines, or passing out of 
the picture? Either you and 
we must change our materials 
or lines in keeping with the 
times, or our customers will 
change their source of supply. 
The “Parade of Customers” will 
pass our doors. 

Let me just add the thought 
that if you are fearful of your 
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judgment in selecting new items 
or new lines, don’t let some high- 
powered, unknown specialty or 
factory man sell you a “jag of 
stuff” or a premium or coupon 
deal, but talk to the salesman 
of your jobbing connections. If 
those jobbers are alive and pro- 
gressive, they are always add- 
ing new goods and you can bet 
your last dollar that the job- 
her’s buyer carefully considered 
the whole subject before he add- 
ed even one item of new goods. 


Changing Methods 


Let’s end the first section of 
our “Passing Parade” and start 
the interesting one which we 
have designated: “Changing 
Methods.” 

It takes new goods, new meth- 
ods and better display and dif- 
ferent selling even to get the 
attention of the changed con- 
sumer. 

The desire for speed has had 
its effect. If not, why have you 
seen so many changes in your 
paint line? New methods of 
manufacture, new methods of 
use brought quick drying en- 
amels. New methods of decora- 
tion created the demand for 
pastel shades. Then, too, high 
wages of painters explain home 
owners buying and applying 
most of the paint, not profes- 
sionals. 

What methods must we follow 
to reach this changed consumer? 
Wait for him to come to us? 
No! Go out and get him. 


Build Customer Desires 


I wonder if I would startle 
you by saying that it is the job 
of a salesman and a merchant 
to make people dissatisfied. I 
know that a satisfied customer 
is the best asset, but that comes 
after you have sold him and 
satisfied his wants or needs. But, 
the first step is to make him 
dissatisfied. 

Perhaps because our lines 
have been so staple and hereto- 
fore subject to so few style 
changes and so little deteriora- 
tion, we were not worried about 
selling them, but assumed the 
consumer would eventually need 
them and come after them. 

While we waited for needs to 
develop, wants were created. An 
automobile salesman made Mr. 
& Mrs. Consumer unhappy and 
dissatisfied until they possessed 
acar. The same thing happened 


with radios and washing ma- 
chines and electric refrigerators 
and many other lines because 
good merchants, or their sales- 
men, left their stores with the 
definite intention and purpose 
of cre ating dissatisfaction 
among those consumers; to make 
those consumers feel that the 
only way for them to be happy 
was to possess those things. 


Go Out After Sales 


Can the merchant of today 
even hope to succeed solely by 
inside selling? Isn’t one of your 
greatest problems that of get- 
ting customers into your store? 
If newspaper advertising and 
circulars and bargains don’t 
bring ’em in, isn’t it your job 
to go out after them and to 
create the desire for what you 
have? 

One of my good friends, a suc- 
cessful hardware merchant, told 
me that many ladies who came 
into his store said: “I didn’t 
know you had such a nice place, 
such a variety of goods, etc.” 
That merchant didn’t “swell up” 
with pride over those compli- 
ments. He started worrying. He 
figured that too many people were 
buying elsewhere because they 
didn’t know he had such a nice 
place, such variety, etc. He ob- 
served that he had no trouble 
selling goods after people came 
in, so decided his biggest job 
was to get them in. 

He had some neat cards print- 
ed showing the name, address 
and telephone number of his 
store and his own name as presi- 
dent, and on the back listed 
many lines he carried and he, 
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the president, not the cub clerk, 
started ringing door bells in his 
trading territory. 

He put some paring knives in 
his pocket. He introduced him- 
self to each housewife; told her 
he came to invite her to come to 
his store, to telephone any urg- 
ent need, etc. Then handed her 
his card and the paring knife 
with his compliments. He didn’t 
try to get orders, but pretty 
soon he was getting orders be- 
cause a lot of new customers 
were coming to his store. 

Because you have some nice 
tables and displays, are you go- 
ing to be content with selling 
simply what the customer 
“chooses”? Do you call that 
selling? 


All Must Sell Up 


Why not insist that everybody 
in your store from the boss to 
the cub clerk show some other 
items to every customer who 
comes in? Have a special dis- 
play always of several new or 
seasonal items that will appeal 
to men and women, boys and 
girls, and show those goods en- 
thusiastically. Make those cus- 
tomers unhappy to be without 
those things. Make them so dis- 
satisfied that they’ll go home 
and make somebody unhappy un- 
til those things are bought for 
that household. 


You spend money for adver- 
tising; time and money making 
a prospect survey; kick out bed 
sheets at night worrying how 
to get more customers into your 
store and to sell more goods. 
Do we really do any real selling 
when we have the best oppor- 
tunity? 

Let me tell you of a selling 
instance reported by one of our 
customers. Here are his own 
words: 

“Last Christmas Eve a con- 
sumer came in and told the head 
clerk that he wanted to give his 
wife a Christmas present and 
was willing to pay up to $25.00 
for it. The clerk immediately 
showed him a nice Chest of 
Silver. The consumer was im- 
pressed with the clerk’s sugges- 
tion but said he preferred to 
walk around the store and think 
it over a bit. 


“When the owner came in and 
saw this man wandering around 
the store he asked the clerk who 
he was and what he was doing. 
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The clerk told him the consumer 
said he had $25.00 to put in a 
Christmas present for his wife; 
wanted suggestions; that he had 
showed the Chest of Silver; that 
the consumer wanted to turn the 
matter over in his mind. 

“The store owner introduced 
himself to the customer and dur- 
ing the conservation told him 
that if he really wanted to give 
his wife a nice Christmas pres- 
ent he should give her an Elec- 
tric Refrigerator. After talking 
the matter over and demonstrat- 
ing the refrigerator, in less than 
an hour had an order for a big, 
fine refrigerator; the refrigera- 
tor was loaded on the truck, tied 
across the front with a big, red 
ribbon, and a Christmas card 
attached.” 

Because there was salesman- 
ship, not clerkship—that $25.00 
cash sale grew into a $200 re- 
frigerator sale. 


Don't Scorn Time Payments 


Of course, you will immedi- 
ately think that’s a case of time 
payment selling. That you would 
rather have $25.00 cash on a 
complete transaction than $25 or 
$50 down on a $200 deferred 
payment deal. But would you 
really? How much have you 
studied time payment selling? 
How much large unit value busi- 
ness are you losing because you 
have frowned upon any sort of 
deferred payment when a sensi- 
ble plan might get the business 
on a sound and profitable basis? 

Are there any new methods 
of pricing? Well, I heard re- 
cently that a hardware man had 
discovered an entirely new, star- 
tling, revolutionary profit mak- 
ing method of pricing. 

You want to know about it? 
Well, he adds 50 pct to cost on 
everything. No variations for 
him. His cost of doing business 
in 1949 was 20 pct, so if he gets 
about 30 pct gross margin he 
knows he has about 10 pct 
profit. 


Examine Your Margin 


You think it doesn’t work out? 
Neither do I, but how far does 
his pricing program differ from 
yours? There are a lot of fac- 
tors that are vastly different 
than a few years ago. The added 
margin of years ago that showed 
a protfi may not show a profit 
after today’s much higher ex- 
pense of every kind and your 
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ever present, uninvited partner, 
Mr. Tax Collector, gets his first, 
The question of chain and cat- 
alog house competition bobs up 
frequently. Most every dealer 
doesn’t recognize one very im- 
portant phase of the subject, and 
you can’t pass over it lightly. 


Pricing Merchandise 


Unless retail dealers are will- 
ing to price merchandise in the 
same manner or on the same 
principle as those competitors 
they need not hope to meet the 
situation through buying right. 
The loss leader method of pric- 
ing those competitors use is to 
price and advertise a few arti- 
cles just a little above cost with 
the definite intention of caus- 
ing people to think all their 
prices are low and then selling 
the major portion of their goods 
at a very long margin. If you 
want to meet their competition 
downward, you must follow them 
upward if you want to survive. 

I suggest that you visit and 
carefully shop to see how much 
more they are getting for many 
lines than you are getting. We 
do not fear their competition if 
our customers will take a thin 
margin on some goods and make 
it up on others, just as they do. 

Catalog houses opened their 
own stores and, by the expensive 
method of losing money, found 
they had to seil at higher prices 
in their stores than by mail. To- 
day the bulk of their volume is 
like that of any other depart- 
ment store. 

They and all chain stores are 
striving to the utmost to be re- 
garded as a home-town store. 
They are doing those things 
through store policy, employ- 
ment policies, etc. You could 
well emulate the example of most 
of them who have instructions 
from their main office to par- 
ticipate actively by giving and 
working in every worthwhile 
civic endeavor. 


You Can Meet Competition 


In a broad way, I think that 
over the years most hardware 
dealers have reached the conclu- 
sion that their competitors are 
not evil spirits having horns; 
that they are in business to 
make a profit and by and large 
their competition, from at least 
the standpoint of price, can be 
met. 
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Mass Displays and 
Good Will Builders 


Give Patton's 


The raised letters of 

the sign and the sus- 

pended fish call the at- 

tention of the angler 
to the store. 


Big Fishing Equipment Sales 


Harpenep indeed 
is the fisherman who can pass a 
fishing tackle window at Pat- 
ton’s Hardware, Macon, Mo. The 
store is operated by L. P. Patton, 
a former wholesale house sales- 
man. Its fishing tackle windows 
are carefully planned and ex- 
ecuted and bring the fishermen 
in to buy. 

While Mr. Patton uses the 
mass display idea, every item is 
neatly in place. There are a 
couple of small step-ups at the 
rear of the display area so that 
the small accessory items can be 
seen more easily than if they 
were down lower. 

Another important feature of 
the window displays is that the 
side wall area of the window has 
narrow wooden shelves on which 
reels and other fishing items are 
advantageously displayed. 

High up in the window is a 
sign which reads “Fishing Head- 
quarters” while a _fish-shaped 
sign which protrudes over the 
sidewalk says, “Sport Center.” 
These are just two of the addi- 
tional display touches that make 
a bid for the attention of fisher- 
men in the Macon area. 

“I believe in getting the busi- 
hess and the good will of the 
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Getting the good will of the younger anglers 


builds plenty of business for Macon, Mo., store 


’ 


young fishermen,” says Mr. Pat- 
ton, “for they not only are the 
customers of today and tomor- 
row, but they have a lot of in- 
fluence in bringing their dads to 
our store. We give our old arti- 
ficial bait numbers to the chil- 
dren who fish in this area, which 
builds much good will. Last 
year I made a buy on some metal 
bait cans for 3¢ each. Just about 
every youngster in the town 
came in for a free bait can of 


go 


This mass display of 
fishing items gives 
the anglers an excel- 
lent idea of the 
amount of stock car- 
ried and also per- 
mits full view of the 
interior of the store. 


Oo 0 





this type when I advertised that 
I would give them away. Anda 
lot of those boys bought fishing 
items at the same time.” 

“Once you gain the trade and 
good will of a sportsman, you are 
set to get patronage for other 
departments of your store, too,” 
points out Mr. Patton. “We like 


to have sportsmen congregate in 
our store and spin their stories, 
for this builds traffic and makes 
friends.” 
























Orn E of the most 


unusual hardware stores in its 
area is Lear’s Drive-In Hard- 
ware, 306 Soquel Ave., Santa 
Cruz, Cal. The drive-in restau- 
rants and outdoor movies have 
nothing on this hardware store 
when it comes to parking accom- 
modations. And nearby citizens 
don’t need to own their tools— 
for Lear’s rents just about 
everything anyone 
from a lawn mower to a sleep- 
ing trailer. 


Well-Equipped Shop 


Owned and managed by Elmer 
Lear, who started the business 
in Dec., 1946, the building is 
50 by 100 ft. with full-view win- 
dows across the front and along 
one side. This gives the passer- 
by a view of everything in the 
store. In the rear, with plenty 
of windows, is a large, well- 
equipped shop that makes keys, 
repairs and installs locks, sharp- 
ens lawn mowers, knives and 
other tools and file saws. 

The location of Lear’s Drive- 
In Hardware was purposely se- 
lected. Just over the bridge 
from the center of town, it is 
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Ld 


California dealer does a big business in a 
variety of rental items in a store which is 


The visual front and side invite passing pedestrians 
and motorists to come in and look at rental equipment, 


PE 
eo. 


within easy reach of the center of the town 


not far from the business dis- 
trict but has more room. Mr. 
Lear says, “The best I could 
have done on a downtown build- 
ing would have been a 30-ft 
front with a single front door 
and with no parking facilities 
or place to load and unload 
freight. This place is lighter, 
we have more than 100 ft of 
window displays, there’s a front 
and a side door for customer en- 
trance and another at the back 
for freight. We can park 20 
cars at the side and back of the 
building and own another piece 
of land in back of us that can 
be utilized any time we need it. 
“Most of our trade is with 
people in their own cars. With 
our large drive-in space, a 
woman can bring in a lawn 
mower for sharpening or pick 
up a heavy rental item which we 
can unload and load for her 
while she remains in her car.” 


On Main Road 


Lear’s is also on the main road 
down the coast from Santa 
Cruz to Watsonville, thus en- 
joying a great deal of farmer 
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trade. Mr. Lear says a large 
percentage of this trade is with 
farmers and the apartment and 
hotel owners, Santa Cruz being 
a resort town. 


Rental Items 


A large placard, prominently 
shown in the store, lists nearly 
50 items the store will rent. It 
carries—hand and power post 
hole digger, floor sander, edger, 
concrete mixer, chain hoist, 
fence stretcher, electric drill, 
ladder, power and hand mowers, 
paint sprayer, pipe dies and 
small stand cutter, rollers, 
scythe, fertilizer spreader, elec- 
tric pump, table saws, tractors— 
large and small, waxer, wheel- 
barrow, weed burner, blow 
torch, lead pot, ladle burner, 
hand truck, pipe wrenches, vac- 
uum cleaner, hedge shears, lino- 
leum rollers, flaring tool and cut- 
ter, syphon, house jack, and all 
kinds of trailers—small two- 
wheel, large four-wheel, house 
trailer and even a_ sleeping 
trailer. 

Asked if he required a deposit 
on rental equipment, Mr. Lear 
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KEYS MADE 


Lawn Mowers Sharpened-Repaired 


ALL TYPES OF RENTALS 

Trailers - Sanders - Cement Mixers, etc, 
We Give Thrifty Shoppers Stamps 

OPEN SUNDAYS 9 TO 12 


LEAR’S DRIVE-IN HARDWARE 


Just over the Bridge from Center ¢f Town 


Saws Sharpened 


SANTA CRUZ 








Simple ads of this type emphasize the wide variety of rental, repair and 
sharpening services offered. This ad was two columns wide by 2 in. high. 


says, “No, I couldn’t charge 
enough on the expensive equip- 
ment to be worth much and if 
I did ask a $10 deposit on some 
of those things—the man would 
just figure he had his money 
into it, so what? No, I find the 
honor system works better in 
this business. I take the cus- 
tomer’s name and address and 
that is all.” The time on rentals 
ranges from 50 minutes to a 
half day or a day with the 
price varying with the value of 
the items rented. 


Parking Essential 


“We positively could not carry 
on all this rental trade if we 





were located down town without 
the parking facilities we have 
at this location,” says Mr. Lear. 

Three other men and Mr. Lear 
handle the business here. Gen- 
eral stock consists of paint, 
nails, wire, electric equipment, 


dishes, kitchenware, plumbing 
parts—all regular hardware 
lines. Mr. Lear says, “I try to 


carry a representative stock, not 
too much of any one thing but 
enough to satisfy my customers. 
I haven’t gone into the large 
appliance business because there 
are already several appliance 
stores down town.” 

A limited credit business is 
done by the store, mostly with 
established contractors and 





Inviting self service, with open displays and wide aisles, the Lear store is neat and orderly throughout. 
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apartment house owners. “I try 
to stay away from it as much 
as possible,” says the owner of 
the store. 

Asked about his advertising, 
Mr. Lear says, “It chiefly fea- 
tures the services we try to 
render this particular com- 
munity.” 

Small ads, such as the one 
shown on this page, are published 
about twice a week in a local 
newspaper. 

Elmer Lear, the store’s pro- 
prietor, previous to opening his 
store was a school teacher for 
about 20 years. He taught shop, 
and during summer vacations 
he worked for a construction 
company. Out of that experi- 
ence grew this unusual and in- 
genious drive-in hardware es- 
tablishment. 


Demonstration Made Sales 


An advertising project that 
drew an estimated 500 people 
was put on last March 20 when 
a manufacturer’s power tool 
demonstrator bus spent four 
hours in the store’s big park- 
ing area. The crowd saw drills, 
planes, sanders, saws, and other 
power tools in action and pros- 
pects were given an opportunity 
to take them in their hands and 
try them out. Many immediate 
and later sales resulted from 
this event. 
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Liberty Coil—Straight Link 
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Liberty Machine—Twist Link 


The Cleveland Chain & Mfg Co. 
Cleveland 5, Obio 
ROUND Associate Chain Companies: The Bridgeport Chain 
& Mfg. Co., Bridgeport, Conn. * The Cleveland Chain & 
Mfg. Co., Cleveland, Ohio * Round California Chain Co., 
So. San Francisco and Los Angeles, Cal. ¢ The Round 
Chain & Mfg. Co., Chicago, Ill. ¢ Seattle Chain & Mfg. Co., 
Seattle, Wash. * The Southern Chain & Mfg. Co., Birming- 
A-2168 ham, Ala. © Woodhouse Chain Works, Trenton, N. J. 





Buckeye or Brown Pattern 
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Radio Advertising 


(Continued from page 75) 


used saturation in this way. His 
store was an institution in town 
—old and well established. He 
was happy with his across-the- 
board sponsorship of a coopera- 
tive nighttime news broadcast. 
His was a good store, progressive 
and well-stocked. It was the only 
hardware store in town. Then a 
new store was opened two blocks 
away. 

The established dealer felt 
sure that his regular customers 
would stick with him in the long 
run, but he knew that any new 
store in town would cause a stir. 
His problem was to out-stir the 
new dealer. 

At the suggestion of the local 
station manager, the established 
dealer turned to saturation ad- 
vertising. His campaign was 
scheduled for the week before the 
opening of the new store and the 
first two weeks of its operation. 
Still holding on to his estab- 
lished listeners through his 
night time news show, he supple- 
mented it with a spot campaign 
of 10 announcements a day, six 
days a week. 

The spots were scheduled: one 
at 6 a. m., for early risers and the 
farmer; one at 8 a. m., for the 
later risers. He caught the 
housewives with spots at 10, 11 
and 12 noon, and 2-0’clock. He 
added younger listeners by buy- 
ing spots at 3 and 5 o’clock, al- 
lowing his regular newscast to 
carry him over the dinner hour, 
and hit the nighttime family au- 
dience with spots at 8 and 9 p. m. 

The town should have been 
agog about the new store but it 
wasn’t. Instead, the established 
dealer, through saturation ra- 
dio, stole the show. He won new 
customers instead of losing old 
ones. 


Seasonal Selling 


Seasonal selling means the 
concentration of all radio adver- 
tising at a specific time of the 
year — pre-Christmas, gradua- 
tion, spring, etc. A dealer who 
uses newspaper ads during the 
three weeks before Christmas 
only will find seasonal] selling is 
radio’s version of the same. 
Through seasonal selling, a 
dealer looking for big Christmas 
volume, often saves up his adver- 
tising money, then applies the 
saturation technique to the two 
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or three weeks immediately pre- 
ceding Christmas. 

“Mail pull” indicates whether 
or not a program is selling mer- 
chandise. This is how it works. 

The H Hardware in New En- 
gland sponsored a daily sports 
round-up. It tested its program 
by offering to send a major 
league baseball schedule to each 
of its listeners who wrote in or 
dropped in at the store and re- 
quested the schedule. A dealer 
using a shopping guide offered to 
send a cook book free to all who 
asked for it. 

The H Hardware, above, could 
have merchandised its baseball 
schedule offer, if it had said, 
“come into our sporting goods 
department and ask for a Big 
League Baseball Schedule.” The 


store would have many people 
coming into it who did not in- 
tend to buy, but some portion of 
them would be people who had 
never been in the store before. 
And some of them would have 
seen things they need — and 
bought them. 


Radio and Your Problems 


The program to sponsor—the 
writing of a commercial—how to 
plan a saturation campaign—the 
cost of radio advertising—are 
all factors which vary from city 
to city. There is only one general 
rule. That is, “If you are inter- 
ested in radio advertising, call 
up or go to see the manager of 
your loca] station.” You'll find 
him and his staff eager to help 
you. 





New NRHA President 


(Continued from page 80) 
the opening of a basement gift, 
china and record department, 
one of the finest of its kind to 
be found in a hardware store. 
It was also in 1944 that furni- 
ture lines were added. 

However, not only were the 
physical limits of the Carthage 
store expanded, but Mr. Reyn- 
old’s business interests were 
also extensively broadened al- 
most from the very start of his 
hardware career. In 1920, two 
years after he and his brother 
began operating their hardware 
business, they bought an imple- 
ment business at Pittsburgh, 
Kan., and in the same year also 
bought the Franz Hardware at 
Webb City, Mo. 

Several mpre hardware firms 
were acquired in the succeeding 
years: the Geiger Hdwe., Webb 
City, Mo., in 1922; the Okmulgee 
Hdwe. and Implement Co., Ok- 
mulgee, Okla., in 1926; and the 
Joplin Hdwe., Joplin, Mo., in 
1929. The Geiger and Franz 
store in Webb City were merged 
and operated until 1948 when 
they were sold to the firm pres- 
ently operating them. 

Other business interests of 
Mr. Reynolds include the Sedalia 
Ice and Cold Storage Co. of 
Sedalia, Mo., of which he is 
vice-president and a directorship 
in the Jasper County Building 
and Loan Association of Car- 
thage. He was president of the 
Carthage Chamber of Commerce 
in 1928 and has been in Rotary 
since 1919. He is also an hon- 





orary member of the Future 
Farmers of America. 

Mr. Reynolds, for many years 
has been active in hardware af- 
fairs outside of his business in- 
terests. He was president of the 
Western Retail Implement and 
Hardware Association in 1932 
and president of the Missouri 
Retail Hardware Association in 
1937. In 1941 he was elected 
to the N.R.H.A. board of gov- 
ernors and became a vice-presi* 
dent in 1949. 

Also keenly interested in im- 
plement association work, he 
was president of the National 
Federation of Implement Deal- 
ers Association in 1937 and was 
instrumental in reorganizing 
that group into the present Na- 
tional Retail Farm Equipment 
Association. His chairmanship 
of the committee which prepared 
and published the first issue of 
the Farm Equipment Trade-In 
Manual, brought him additional 
recognition as the “father” of 
the Manual. 

A dedicated traveler and 
golfer, he and Mrs. Reynolds, 
prior to this Congress, had 
visited all states but Florida, 
Georgia, Oregon and Washing- 
ton, and he had played golf in 
all but Alabama. His other 
great pleasure is in his dogs, 
currently Don, a setter, and 
Frankie, a pointer, who accom- 
pany him on his extensive hunt- 
ing trips in southwestern Mis- 
souri, northeastern Oklahoma 
and South Dakota. 
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Farm Markets 


(Continued from page 86) 


that particular pigeon hole after 
it has been used each time. 

We have found, if we will work 
with the distributors, we are 
often able to get a lot of help 
from them on field work, engi- 
neering service, etc. By co-oper- 
ating with these men we’ve been 
able to add practically another 
employee without any cost to us. 

At the end of each year we 
write a letter of appreciation to. 
those of our customers who have 
done a good deal of credit busi- 
ness with us during the year and 
particularly to the farmers be- 
cause we know that at that time 
of the year they are trying to 
make out their income tax re- 
turns and one of the important 
portions of the return is the re- 
port of the cost of operating that 
farm. In this letter we thank 
them for their business, tell 
them that their charge business 
for the year amounted to ap- 
proximately so many dollars and 
we show the amount of their 
charges during the year. It 
doesn’t take long to run up this 
figure and we have had a lot of 
them tell us how much they ap- 
preciated it. 


Photograph Customers 


One thing which we have done 
but which we should do more, is 
taking pictures of our custom- 
ers standing alongside of an 
installation which we have made 
for them. We have done that in 
some cases on home water sys- 
tems and we have had quite a 
gratifying response from the 
customer. From the little that 
we have done of this I believe it 
is important. First, be sure to 
include the farmer or the cus- 
tomer in the picture himself. 
Second, stand him alongside of 
the equipment which has been 
sold and try to get a good pic- 
ture of the equipment as well as 
the farmer. 

Third, frame the picture be- 
fore you present a copy of it to 
him. Present him with an 8 by 
10 enlargement in a neat frame 
and put a hanging wire on the 
back of it so that all he has to 
do is find a convenient nail or 
hammer one in the wall at home 
and hang it up. That way the 
Picture is more apt to get on his 
wall. 
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This is 
what you call 


RACK-ing 
Up 
Profits 


$324.00 gross profit 
from 3 sq. ft. 





The new display racks designed for 
Worthington QD Junior V-Pulleys and 
Worthington-Goodyear FHP V-belts . . . 
are scoring high in the profit column. 

More sales from less inventory . 
more profit from less space . . . that’s the 
secret. The Pulley display takes up just 
11% sq. ft. of counter space—in back are 
storage shelves. And the belt display, 
occupying only 14% sq. ft., carries a suffi- 
cient assortment to handle over 70% of 
FHP requirements—no dead stock. 

From only 3 sq. ft. of counter space, 
dealers are averaging $324.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa 
tion on the bigger profits with Worthing- 
ton FHP Profit-Maker assortments. 

*]f you are a jobber, you’re welcome, too, 
to investigate the profits in W orthington- 





Goodyear. 





A Complete V-Pulley and V-Belt Business in 
Less Space Than V-Belts Alone Usually Need! 


—_—  —_ 
_ WORTHINGTON 


V-PULLEYS 





Worthington “Profit-maker'’— compact, 
combination-display-and-storage rack 
cuts inventory cost 75% due to inter- 
changeable feature of QD Jr. hub and 
pulleys. 








New, Convenient, 
Correct Way to 
Measure V-Belts 


Beltmeter measures outside diameters 
—you can match replacement belts 


exactly. 





Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser” packaging 
reduces belts as long as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


WORTHINGTON 


MERCHANDISING DIVISION 
The Good Right Hand 
of Industry 


reer ee ee er ee ee 






Worthington Pump and Machinery Corporation 
MVD Sales Division, Dept. N853, Buffalo, N. Y. 


with Worthington V-Pulleys and Worthington- 


4 
| | 
| | 
{ Please tell me how | can make higher profits 
] Goodyear V-Belts. | 
| | 
| | 
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EVERYONE 
can use 


STAR 





Clemson’s Star 
“Molyflex” is a natural to 


make new customers... because its 
extreme flexibility and “Moly” high 
speed cutting quality assure top per- 
formance...every time...even when 
used by inexperienced hands and in 
awkward jobs. It’s shatter-proof and 
unbreakable when used in a frame.. 
cuts 23.8% more metal than the aver- 
age of leading brands of high speed 
flexibles tested, 


STAR STEELRITE 
METAL MARKING CRAYONS 


Mark on hot, cold, damp, or 

gtimy metals. Packaged for 

counter sales, Markings with- 
stand pickling, yet do not affect 
enamel application. 


USE THESE CLEMSON SALES AIDS 


Don’t forget, that in addition to 
Clemson’s continuous advertising 
campaign in leading industrial pa- 
pers...Clemson’s famous Wall Chart 
and Metal Cutting Booklets are still 
available free. They’re crammed with 
metal cutting “know-how” to help 
your customers. Write for your free 
supply ... today, 








CLEMSON 


BROS., INC. 


Middletown, N. Y., U.S.A. 


Makers of hand and power hack saw blades, 
frames, metal cutting band saw blades and 
Clemson Lawn Machines 





nh Wisi 


ashington 
NEWS and Views 


Reports on Events Affecting the Hardware Business 


(Continued from page 10) 


ployment alone was up 800,000 
above June, 1949, the Bureau 
of Labor Statistics says, and 
booming construction has hiked 
building employment to a new 
all-time high of 2,397,000. 

The BLS says that a million 
more were working in June than 
a year previously and unemploy- 
ment was at 2,400,000 of which 
300,000 were students. 

This was before partial mobil- 
ization began in July. Since 
then many factories have in- 
creased payrolls, and put extra 
or longer shifts into effect. For 
the first time since 1948, the 
average workweek has gone 
above 40 hours and average 
weekly earnings, reflecting over- 
time, are $4 more than a year 
ago. 

The draft and calling of re- 
serves and the national guard to 
raise the military to full 
strength will take at least 600,- 
000 from the labor force. Gov- 
ernmental expansion will take a 
minimum of 200,000. Defense 
production expansion will mean 
still bigger payrolls. 

OUTLOOK: Scarcity of man- 
power, rather than unemploy- 
ment will be the next big labor 
problem although the White 
House says it wants no labor 
controls except for all-out mobil- 
ization. The trades will be hit 
hardest in coming months, both 
in getting deferments and in 
competing with factory wages 
which now average $59 per 
week. 


Korea Knocks-Out 
Excise Tax Cuts 

The “on - again - off - again” 
hopes for lower federal excises 
are definitely ‘off’ for the rest 
of the year. 

Congress, in putting its stamp 
of approval on President Tru- 
man’s request for a partial re- 
turn to a war-time economy, has 
definitely given up any idea of 
tax reduction in 1950. 

In fact, the turn of events 
during the past month has con- 


vinced many of the nation’s law- 
makers that a “substantial” tax 
rise may soon be necessary— 
possibly before the end of the 
year. 

A “wait-and-see” attitude to- 

ward new taxes prevails among 
members of both political par- 
ties. There will be ample time 
after the November elections— 
or, better still, after the new 
Congress convenes in January— 
to decide what the Federal Gov- 
ernment needs in the way of 
new revenue, many congressmen 
feel. 
OUTLOOK: There is now little 
doubt but what business firms 
and individuals are faced with 
the prospect of bigger tax bills. 
The only question is “How 
soon?” Mr. Truman says Con- 
gress should forget about excise 
cuts, and proposes stiff hikes in 
corporate and personal income 
rates. But he says nothing about 
taxing cooperatives—an wn- 
tapped source which some be- 
lieve would yield about $1 bil- 
lion annually if Congress had 
the political courage to act. 


REA Adds Half Million 
Appliance Prospects 


Nearly a half million rural 
consumers were added last year 
to the potential customer list for 
electric appliances and power 
tools through the rural electrifi- 
cation program. During the fis- 
cal year just ended, the REA re- 
ports, it loaned $375 million for 
power construction. During the 
same 12 months, some 185,000 
miles of lines were placed into 
service and 485,000 new users 
connected. 

For the past three years, rural 
electric service has been expand- 
ing at the rate of 7 pct a year. 
Power consumption by rural sys- 
tems has increased at an even 
greater rate—from 4 billion 
kilowatts in 1946 to 7 billion in 
1949, 

The REA annual report shows 
that $2,205 million has been ad- 
vanced for rural power construc- 
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tion since the program was 
started. ° More than 1,000,000 
miles of line have been built to 
take electricity to well over 
3,000,000 users. About $245 mil- 
lion of the government outlay 
has been repaid, plus about $13 
milion a year in interest 
charges. 

OUTLOOK: Rural power 
should reach 450,000 new cus- 
tomers by next June after al- 
lowing for reasonable cutback in 
materials due to the Korean sit- 
yation. Dollar volume of pending 
applications for loans are equal 
to amount approved last year. 


Watch-Dog Committee 
To Scan FTC Policies 


The uncertain legal status of 
delivered prices and freight ab- 
sorption has continued since the 
Presidential veto of the so-called 
“basing point” bill. (HARDWARE 
AcE, June 26, pg. 65.) However, 
the situation has not been for- 
gotten. Sen. Johnson, Dem., 
Colo., has set up a “watch-dog”’ 
subcommittee of the Senate in- 
terstate and Foreign Commerce 
Committee. The objective of 
this subcommittee is to keep an 
eye on policies of the Federal 
Trade Commission since that 
agency is solely responsible for 
muddying the waters of indus- 


trial pricing. The subcommittee ° 


hopes to get from FTC a clear 
opinion as to the legality of ex- 
isting pricing practices. It is 
within the power of FTC to 
straighten out the situation if 
that agency so desires. 


Security Program Covers 
Wholesalers’ Salesmen 


Among the 350,000 workers 
brought under coverage of the 
new social security program are 
all full-time wholesalers’ sales- 
men. This group includes sales 
people taking orders from re- 
tailers, hotels, restaurants, 
wholesalers, jobbers, and con- 
tractors. 

Basically, the new and en- 
larged “security” program calls 
for a continuation of the present 
3 per cent tax (1% per cent 
each on employee and employer) 
until January 1, 1954, at which 
time the levy jumps 4 per cent. 

Federal aid will be available 
to states for payment of perma- 
nent total disability benefits un- 
der state programs. 


(Resume Reading on page 11) 
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INSURE ental PROFITS 


Your rental profits depend on customer satisfaction. When he’s 
able to do a good, professional-looking job, he becomes a 
booster for your rental floor sanding business. That’s why it’s 
smart to furnish only fast, even-cutting RESINIZED SPEED- 
GRITS sanding paper. Professional floor sanders use it con- 
stantly because they want the hard, sharp silicon carbide grain 
—resin bonded to resist the loading, gumming and glazing 
caused by the heat of friction—and DURABONDED® for 
grain grip in the original cutting position. With RESINIZED 
SPEED-GRITS it’s free, “wide-open” cutting and fine, even 
finishes all the way—for the kind of job that a proud customer 


talks about, to your profit. 


FREE BUSINESS- 


GETTING FOLDERS 


New colorful 6-page Rental Floor Sanding 
Folders with helpful sales message and in- 
structions for you to give to your customers 
and prospects, to increase your business 
and profits. Write us for your free copies 
today—no charge for imprinting. 














WHAT'S NEW 


Latest Information on New Hardware Merchandise 








(Continued from page 13) 


Bar Stool 


Cosco bar stool features cir- 
cular rungs of tubular steel. 
Frame is heavy-gage tubular 
steel construction with all edges 
rounded or turned under. Each 





leg is fastened with bolts and 
sheet metal screws to the rungs. 
Deep-padded revolving seat is 30 
in. high, 14 in. diameter and 6 in. 
deep and is filled with five NoSag 
furniture springs. Seat turns on 
24 %% in. ball bearings, separated 
by sound-absorbent spacers. 
Washable plastic Duran uphol- 
stery, in five colors. Stool fin- 
ished in chromium. Hamilton 
Mfg. Corp., Columbus, Ind. 


Car Polish 


Plasticote automobile polish 
has added Kelvex Silicone, a 
plastic chemical, to its Plasticote 
car polish. Restores the original 
finish of paint and chrome. 
Cleans, polishes and protects and 
seals the luster with a micro- 





POLISHES 

AND PROTECTS 
YOUR CAR 

WITHOUT 


SUBBING 









scopic film of silicones, imper- 
vious to further oxidation. 
Water, dust and dirt cannot 
reach paint or chrome when 
Plasticote is used. An occasional 
wash or dusting with a clean 
cloth will keep the car clean. 
Film lasts up to six months. The 
Bullseye Corp., 150 Amity Rd., 
New Haven, Conn. 





French Fryer 


Automatic electric French 
Fryer features a counter-sunk, 
oil-tight cover fitting over the 
handle of the frying basket to 
permit frying with the lid on 
and a ring-type Chromalox heat- 
ing element that can be removed 
easily and replaced. Burpee 
fryer, has a die-drawn plate 





aluminum, stain-proof seamless 
cooking well. Also equipped with 
self-draining basket, bakelite 
handles and legs, precision cali- 
brated thermostat, and _ full 
view pilot. Suggested to retail 
for $24.95. Burpee Can Sealer 
Co., Barrington, III. 





G.E. Radio Line 


G. E. line of radio receivers 
includes eight clock-radios, seven 
AM table receivers, an AM-FM 
table model and four radio-pho- 
nograph consoles. Plastic table 
models with varying features 
are made in bleached and dark 
mahogany, porcelain white, 
ivory, brown and red. Three 
consoles and one table model are 
in mahogany veneered cabinets 
and one console in blond Korina. 
Dial-beam tuning is featured in 
three leader models at $19.95 in 
the straight AM table units. 
Choice of colors available. Gen- 
eral Electric Co., Syracuse, N. Y. 
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Odorless Paint 


O-Dor-Les paint prevents irri- 
tation to the eyes and nasal pas- 
sages, suffocating and toxic odor 
and tainting of most food. Pro- 
vides a_high-hiding, smooth 
brushing scrubbable coating for 
all interior surfaces. Available 





in various colors of flat, semi- 
gloss and high gloss, wall primer 
sealer and enamel undercoat. 
Semi-gloss and high gloss white 
is non-yellowing. Odorless sol- 
vent and odorless thinner do not 
affect quality of paint or speed 
in drying. McCormack-Medl 
Corp., Camden, N. J. 


Small Family Cooker 


Mirro-Matic 2% in. aluminum 
pressure pan, similar in appear- 
ance to other Mirro-Matic pans 
is designed for the preparation 
of vegetables and meats for 
small family cooking. Wide flat 
bottom provides fast cooking 
with a minimum of steam. Flat 
cuts of meat and roasts up to 
3% lb. are easily prepared and 
the low flat shape of pan makes 





it ideal for pressure canning. 
Twinset pans and covered mold 
may be used with new model. 
Suggested to retail for $9.95 in 
the east, $10.45 in the west. 
Recipe book and cooking rack 
included. Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 
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HERE'S A DEAL TO MAKE NEW FRIENDS... 


This deal is especially designed to introduce Kay-Tite to 
dealers who have not yet placed their first order .. . our regular 
customers can also get in on it too... 

Farmers, contractors and home owners ali over the country 
are using Kay-Tite to control water seepage in masonry and 
to paint outside of masonry buildings to give them lasting 
surfaces. 

That is your big market for Kay-Tite ... It’s profitable too... 

Here's the deal: YOUR CHOICE OF 12 KAY-TITE WHITE 
OR 6 WHITE AND 6 GRAY (ALL 10 LB. CANS) FOR $20.88. 
RETAIL VALUE IS $34.80! 


(Kay-Tite is also available in 50 Ib. drums, list price $11.00.) 


Figure your profit on this deal and act today. The coupon 
order form will get quick action. 





ORDER COUPON 


KAY-TITE COMPANY 

West Orange, N. J. , 
Send us the Kay-Tite Deal on 10 Ib. cans. 

12 White @ $20.88 

6 White andé Gray @ $20.88 


ee eeeeeceeccsees 
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: are | 
EXCLUSIVE 
| FEATURE! 





“AUTO-GRIP”. . . the revolutionary 
NEW Front Chuck that grips the pipe 
automatically ...is now standard 
equipment on the Oster No. 422 
POWER VISE STAND and all other 
Oster 2” pipe machines which revolve 
the work. 


Watch this speedy “AUTO-GRIP” in 
action. Operator spins the handwheel 
until the chuck jaws strike the pipe. 
Then he starts the machine. Jaws grip 
the pipe automatically. THE TOUGHER 
THE PULL — THE TIGHTER THE GRIP 
.-.on any kind of pipe... steel, iron, 
galvanized, etc. No chuck bar— 
no T wrench needed. 


If you own an Oster No. 422 POWER 
VISE STAND and want to bring it 
up-to-date with the new ‘“‘AUTO- 
GRIP”, a liberal trade-in allowance 
will be made on the original chuck. 
“ 
If you’re not an Oster owner, NOW 
is the time to check up on what the 
Oster iine of 1950 offers you: 
EXCLUSIVE, ADVANCED FEATURES 
AT COMPETITIVE PRICES OR LESS! 


write NOW for all the facts! 


THE OSTER MANUFACTURING COMPANY 
2028 East Gist St. + CLEVELAND 3, OHIO + U.S.A 





Westinghouse Range 


Commander model electric 
range, double oven, is suggested 
to retail for $369.50. Equipped 
with a fast Super Corox surface 





unit that can cook a breakfast of 
bacon and eggs in three minutes. 
Features color-glance controls. 
Oven racks are of narrow hairpin 
type that makes it possible to 
set custard cups on them without 
danger of tipping. Body of range 
is white from the top surface to 
the floor on the front and sides. 
Control panel with built-in timer 
and 36 in. fluorescent light is 
trimmed with bright metal. Four 
surface units, including Super 
Corox unit, have five heat control 
positions to meet all types of 
surface cooking needs. Single 
oven model retails for $329.95. 
Westinghouse Electric Corp., 
Mansfield, Ohio. 


Colored Coffemakers 


Silex two coffeemakers in reds 
and yellows. Colors are carried 
out in the handles, trim and cov- 
ers of two eight-cup models, 
Dallas, with plain glass and the 
Phoenix with striped glass. In- 





cluded is a plastic table mat with 
the former at $3.95 and a buffet 
tray with Phoenix at $5.95. In 
matching colors. The Silex Co., 
Hartford 2, Conn. 





Screwdriver Sets 


Fuller 5-in-1 screwdriver set 
with one unbreakable amber 
handle with a _ strong chuck. 
Chuck can accommodate the fol- 
lowing five blades: recessed 
point No. 1, recessed point No. 
2, midget blade, electrician 
blade, and mechanic blade. Set 
packed in two different styles. 
No. 51 is on a display card to 
retail for $1. No. 52 set is 
packed in a plastic roll kit to re- 
tail at $1.25. Fuller Tool Co., 
Inc., 911 Faile St., New York 
City, 59. 





Child's Furnishings 


E-Z-Do coordinated furnish- 
ings for the nursery or small 
child’s room in a Howdy Doody 
pattern. Items include space sav- 
ers, portable closet, draftless 
screen, four drawer cabinet and 
a toy chest, plus a wood table 
with a pair of television seats. 
Latter items are wood framed 
and decorated with a waterfast, 
plasticized wallpaper that fea- 
tures Flub-a-dub, Clarabelle, the 
clown and Howdy Doody, in 
eight colors. Wood pieces are 
painted cocoa brown with Howdy 
Doody characters used, silk 
screened on the painted surface 
of the table and seats. Available 
singly or in sets. E-Z-Do, 261 
Fifth Ave., New York City, 16. 
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Gutter Protector 

Steelco self-shedding gutter 
protector is available in 3-ft. 
sections, 54% in. wide, of gal- 





vanized steel and 4-in. mesh. 
Also copper. Covers gutter full 
length of house. Keeps out 
leaves, twigs; prevents dirty 
water from running down side 
of house and eliminates clogged 
leads. Easy to install. Sheds 
leaves easily as it follows con- 
tour of roof. Steele Mfg. Co., 
Ashland, Ky. 





Colored Sponges 


DuPont colored cellulose 
sponges for the bath and general 
household use. Sponges are dur- 
able but softer of texture than 
the present DuPont sponge. Rec- 
tangular in shape, the sponge ab- 
sorbs up to 20 times its weight in 
water and is not injured by boil- 
ing water. E. I. Du Pont De 
Nemours & Co., Inc., Wilmington 
98, Del. 


Field Glass 


Airguide field glass model 38 
features metal and plastic con- 
struction with leatherette bar- 





rel covering. Easy adjusting 
mechanism brings the 3 x 40 
ground and polished lenses into 
quick, sharp focus. Retails for 
$7.50. Fee & Stemwedel, Inc., 
_° Wabansia Ave., Chicago 47, 
ll. 
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FOR OVER TEN YEARS, OUR SLOGAN HAS BEEN 
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ments NOW! 
CAP SCREWS 


Sizes to 1“ x 8”. Hex, 
flat, button or fillister 
heads. 


SET SCREWS 


Sizes to %4 x 4”, 
Square heads, oval 
or cup points, 


STOVE BOLTS 


Sizes to 2" x 6", 
Round, flat or oven 
heads. 
SEMI-FINISHED 
NUTS 


Sizes to 1 Y4“’. Ameri- 
can Standard heavy 
and light, full and 
jam sizes. Milled from 
the bar. 


CASTELLATED 
NUTS 
Sizes to 1 V4". Ameri- 


can Standard light 
castle hexagon. 





NKAAARALARARAARALARRRRREERLS 


5317 Grant Avenue 
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NUTS 


This slogan has been 
imitated often, BUT... 


TRIPLEX 
TOUGHNESS 
is still 


UNEXCELLED 


...and TRIPLEX threaded fasteners 
continue to be preferred by thrifty 
buyers. Write or wire your require- 


MACHINE 
BOLTS 


Sizes to 1” xy 60”. 
Square, hex or coun- 
tersunk heads. 


CARRIAGE 
BOLTS 


Sizes to 1” x 60”, 
Standard round or 
special heads. 


LAG BOLTS 


Sizes to %4" x 20”, 
Standard square 
heads and  gimlet 
points. 


PLOW -BOLTS 


Sizes to %" x 20”, 
American and Manu- 
facturers standard 
heads. 


STEP BOLTS 
Sizes to Yo" x 6”, 


Standard heads, fin- 
ished points. 


The TRIPLEX SCREW Gompany 
Cleveland 5, Ohio 


UGHNESS 
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WHAT'S NEW 





Rotary Mincer 


Mouli rotary mincer for chop- 
ping parsley, mint, herbs, chives, 
and eggs, directly over indi- 


vidual dishes before serving. 
Consists of four pieces, catch, 
cutter, crank and hopper. Easy 
to clean, retails for $1. Line 
also includes Mouli Julienne for 
slicing or shredding and _ to 
julienne solid vegetables or 
fruits, $2.49; grater, for grating 
cheese, nutmeg, chocolate, hard 
boiled eggs, removable drum, 
$1; multi-cracker, for nuts and 
lobsters, 89 cents. Mouli Mfg. 
Corp., 1100 Morris Ave., Union, 
N.. dz 


Westinghouse Line 


An electric blanket, a square 
waffle baker, pop-up toaster, twin 
waffle baker, sandwich grill, il- 
lustrated, electric iron and warm- 


ing pad. Blanket, made in eve- 
ning rose, sapphire blue and 
emerald green, is 72 in. wide and 
86 in. long. Maintains its warmth 
regardless of temperature 
change. Single control model, or 
dual control. Waffle baker turns 
out 81 sq. in. of waffle. Grids pre- 
treated with silicone compound 
that eliminate need for greasing. 
Automatic pop-up toaster fea- 
tures a control mechanism com- 
bining the advantages of a timer 
and a thermostat control. Sand- 


wich grill bottom plates and waffle 
grids are treated with a heat- 
absorbing undercoating enabling 
grids to absorb heat faster and 
reduce wattage. Unit toasts, 
fries, grills, warms. Electric 
iron’s signal light shows when 
iron has reached a pre-selected 
temperature. Twin waffle baker 
features thermostat control of 
heat permitting selection of any 
degree of brownness. Two warm- 
ing pads both with three tem- 
perature selections are available. 
Westinghouse Electric Corp., 
Mansfield, Ohio. 


Sit-or-Stand Ironing Table 


Met-L-Top sit-or-stand iron- 
ing table has six height adjust- 
ments from 26 to 35%. Has 
double top, two sheets of steel, 
eyeleted and pressed together. 
ProtectoRest; welded construc- 
tion, smooth ventilated enameled 
top, 15 by 54 in. Rubber tips on 


feet, tubular steel legs; wide 
feet, automatic safety lock. In- 
dividually packed in three color 
cartons, weight 25 lb. Retails for 
$12.95. Automatic safety lock. 
Geuder, Paeschke & Frey Co., 
Milwaukee 1, Wis. 


Quickie Adapter 


Little Giant quickie adapter 
for drawing liquids from tanks 
and barrels is made so that one 
side can be used to attach a hose, 
the other side is fitted with 
threads to attach a pipe. Flanges 
are tapered so they fit the sides 
of the round containers and have 
gaskets that keep them water 
and oil tight. To retail for $1.85. 
Miller Mfg. Co., 251 W. Kellogg 
Blvd., St. Paul 2, Minn. 


Aluminum Foil 


Household aluminum foil, il- 
lustrated, is made of pure sheet 
aluminum. Packaged in three 
sizes, 12 in. x 25 ft. retails for 
29 cents, 12 in.x 40 ft., retails 
for 49 cents, and 15 in. x 60 ft., 
retails for 75 cents. Cartons 
have cutting edge. Freezer alu- 
minum foil is also made of pure 
sheet aluminum. Packaged in 18 


in. x 50 ft. size, retailing for 
$1.75. Carton has cutting edge. 
Household foil is heavy enough 
for repeated use. Both foils are 
pure and non-toxic and cannot 
affect the color flavor or health- 
fulness of foods. Will not trans- 
mit odors. Keep food fresh and 
moist. The Aluminum Cooking 
Utensil Co., New Kensington, 
Pa. 


Wood Preservative 


Lumber Tox, a Penta-chloro- 
phenol compound together with 
Chloro-2 phenylphenol, providing 
protection for wood against dam 
age by wood-boring insects, de- 
cay, fungi, mold and mildew. 
Toxicity not affected by moisture, 
light or heat. It is insoluble in 
water and after the treatment 
dries, it has no objectionable 
odor. Lumber Tox controls wood- 
boring insects. A gal., retailing 
fer $3.70, is generally sufficient 
for 100 to 150 sq. ft. of wood 
surface. Packed six gals. to case 
in lithographed tin containers. 
The Termitol Co., Pittsburgh 13, 
Pa. 
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Everyone wants the best hardware in his 
home at the lowest cost. WESLOCK Cylindrical Locks offer 
economy without compromising quality and style to keep costs 
down. They have the durability, convenience features, and acceptance 
generally found only in lock sets costing up to 100% more! 
tailing for It’s easy to standardize on WESLOCKS because the line 
tting edge. contains a proper unit for every door in the house—and they 


aAVy enough are sure to please your most exacting customers. 


Send today for the latest catalog. 


MANUFACTURING CO. .. 2 
1420 So. Evergreen Avenue OCKS 
Los Angeles 23, California 
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CYLINDRICAL LOCKS 


Sierra design 


No. 230 Exterior Keylock 


GF Gear iielileiirela) 


ALLeen Glaliaele lew lillalelty 


4 4 A hitect: Max Alper AIA 
Ui fel: 4-120 Qlolalsiatiailelim are) 


it 
Hardware Contractor: Howell 














HOLTITE am 
































Prominently displayed on. your 
counters or shelves, the attractive HOL- 
TITE package will ring up steady repeat 
sales, Rugged, precision-made HOLTITE 
fastenings in sturdy, colorful packages with 
shelf-legible labels that contain complete 
at-a-glance information of contents . . . 
color-coded for quick identification and 
time-saving inventory taking. Your distri- 
butor stocks this quality line of éfiyineered 
fastenings—a dependable source for over 
42 years. 


HOLTITE: Phillips 






The colorful HOLTITE-Phillips Household Kit %2 
sells on sight! Contains of 22 dozen flat 





Call Your 2 Phillips drivers, Nos. 2A and 3A. 
Distributor 





New Bedford 
e@ Mass.,.USA 
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WHAT’S NEW 





Fisherman's Tool 


Du-All is a fisherman’s tool 
made of carbon tool steel, 
chrome-plated, which can be used 
as pliers, wire cutter, knife, fish 


o 
Psa 


ee 
sa —”- 


scaler, screw driver, open end 
wrench, hook remover, measur- 
ing stick, bottle opener, tack 
puller and 10 in. caliper measure. 
Two arms open and close liky 
regular pliers and when spread 
apart, disengage completely. 
Leather sheath covers knife and 
scaler edges when tool is used as 
pliers. Retails for $3.95. Fish- 
erman’s Du-All Co., 16909 Liver- 
nois Ave., Detroit, Mich. 


: 





Chef Set 


Town and Country chef set. 
recommended for barbecues, con- 
sists of a long-handled French 
cook’s knife, 8-in. blade, long- 
handled fork and turner. Packed 
in a shadow type display box 
bearing a cattle-brands motif. 
Retails for $7.95. Two. kitchen 
tools include a small size turner 
for 7 and 8-in. fry pans and a 
two-tine fork. Retails for $1.75 
each. Also in additiom to the 
present Flint kitchen tool sets 
with bakelite and flintwood han- 
dles is an ivory hard rubbex han- 
dle line. Ekco Products Co. 
Chicago, IIl. 





Copper-Clad Skillet 


Federal copper clad skillet has 
polished sides and sunray finish 
bottom. Carbon steel inside is 
sunray finished. Plastic handle 





with hang-up ring. Skillet is 
8 in. in diameter and 1% ia. 
deep. Retails for $1.29. Federal 
Enameling & Stamping Co. 
Pittsburgh, Pa. 
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Flatware Holder 


Flatware Caddy made of 
Styron with rounded inner cor- 
ners measures 104%x18x2 in. 


deep, and will hold over 100 | 
pieces of flatware. Unit has six | 
dividers in the center for spoons, | 
forks, and spreaders. Available | 


measur- in five colors. Caddy will not 
tack chip or peel. Retails for $2. A | 
specially tailored to fit Magic 

close liky Liner of Pacific Silver Cloth 
hen spread may be had to guard silver 
completely. against tarnishing. Vogue Prod- | 


6909 Liver- 
ich, 


chef set, 


ucts Co., 188300 Wildemere Ave., | 
Detroit 21, Mich. 


Samson Vibra-Heat 


Scientific instrument combin- 
ing oscillating massage with 
infra-red heat. Vibra-Heat has 
no motor, no bulb. Hand grip is | 


nasa ak smooth, cream-colored plastic. 
e r per Faceplate surface is mirror finish 
ade, long- chrome-plated steel. Complete | 


er. Packed 


size turner 
ans and a 
for $1.75 
om to the 
tool sets 
wood han- 


unit is air-tight, moisture proof | 
and equipped with rubber-cover- 

ed cord and plug. Samson United | 
Corp., Rochester, N. Y. 


t . 
otees tia Shotgun Cleaning Rods 
ray finish Marble’s shotgun cleaning rods 


inside is 
ic handle 


are made of a light metal. Made 
in three sections with joints that 
are heavily threaded. Knob on 
end of tip section holds rag and 
is threaded to take all standard 


makes of cleaners. Wooden 

handle is fashioned to fit hand. | 
Available in two sizes: No. 400 | 
for .10 to .20 gage shotguns, % | 
in. diameter standard length No. | 
410 for .410 and .28 gage shot- | 
guns, 5/16 in. diameter, stand- | 
ard length. Retails for $1.50 in a | 
cloth bag. Marble Arms & Mfg. | 
Co., Dept. HA, Gladstone, Mich. 


MANUFACTURING COMPANY 


Skillet is 

134 in. 
. Federal 
ing Co., 
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FALCON 
CBEAK) 


Greclled 
HOOKS 





This style snelled hook is 
used by more fishermen 
than any other. It pays to 
stock the hooks that move 
fastest. 


Falcon Beak Hooks come in a full range 
of sizes—hollow point, forged, reversed, 
plain or sliced shank, turned down ta- 
pered eye or marked shank, bronze finish. 


Only Pequea offers this popular 
hook with the WRAPPED 
MARKED SHANK. 


Pequea has the broadest line of styles 
and sizes of Mustad nylon-snelled hooks 
available in the USA, and our localized 
assortment enables you to order just the 
ones that your trade wants. Here’s how 
it works. You order a 3-gross assort- 
ment of Pequea Snelled Hooks, choosing 
the styles, sizes, bends, points, shanks 
and eyes and finishes your trade goes 
for. You may select as many as 6 varia- 
tions for each assortment. You get 1 doz. 
6-hook cards in each of the 6 boxes, all 
assembled in an attractive display kit. 
The kit costs you nothing—you pay only 
for the hooks. Order through your jobber. 


Send for new 1950-51 Pequea catalog. 


PEQUEA WORKS, Inc. 


445 MILLER ST. © STRASBURG, PENNA. 
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WHAT’S NEW 








Acorn-Oriole Gas Ranges 


Two 40 in. Acorn-Oriole gas 
ranges, model 5045, divided top 
range with two giant and two 
standard size center simmer non- 











clog burners; model 5040 has a 
cooking top with three standard 
and one giant non-clog burners. 
Model 5045 features a roller- 
drawer type elevated broiler with 
chrome-plated pan and smokeless 
grid, over-size oven, automatic 
oven heat control and heat-resis- 
tant oven window. Model 5040 
has a roller drawer-type broiler, 
banquet-size oven and large stor- 
age compartment plus a pull-out 
drawer. Both have Universal or- 
ifices and burners, adaptable to 
use with natural, manufactured 
or L. P. gases. Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4, 
Ohio. 


Tilt Arbor Saw 


All-metal tilt-arbor saw, model 
E, features a motor mount that 
tilts in unison with the saw arm 
and blade to retail for $34.95. 





Belts will not twist, and uniform 
belt tension is maintained at all 
times. Equipped with 12 by 16 
in. smooth ground cast iron 
table; 8 in. circular blade cuts to 
2% in. deep; 5% in. arbor size; 
one-piece base of pressed steel, 





saw arm and cradle swing in 
double trunnion tilting to 45 
deg.; finished in durable gray. 
Sprunger Bros., Inc., Topeka, 
Ind. 





Foster Oil Gate and Faucet 


Oil and molasses gate and 
quick-action self-closing faucet, 
shown, available in aluminum, 
brass or cast iron. Oil and mo- 
lasses gate comes in %4 through 
2-in. sizes, equipped with Sure- 
Grip handles. Faucet features a 
replaceable disc seat of oil- 





resistant Hycar material. Bronze 
bushing prevents handle stick- 
ing when used with a degreas- 
ing solution. Bottom plug pro- 
vides easier cleaning. Available 
in 34-in. size. Foster Aluminum 
Alloy Products Corp., Forest- 
ville, N. Y. 





Bath, Kitchen Accessories 


Fairfield chrome-finished ac- 
cessory line for bath and kitchen 
has added six fixtures, 5006 
double robe hook, 5010 towel 





5018 giass 


ring, shelf and 
bracket unit, 5019 three-arm 
rack, 5028 shelf brackets and 
5038 Add-a-rack, auxiliary towel 
rack that hooks over an ordinary 
towel bar. Available is a supple- 
mentary display panel 5062, pre- 
mounted with the new items. 
Attaches to basic 5060 panel or 
may be used separately. The 
Autoyre Co., Oakville, Conn. 
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Expand Keystone Paints 


Keystone odorless line of paint 
includes now in addition to 
the 15 colors in flat finish, and 





the semi-gloss finish, full gloss 
finishes in 10 pastel shades. It is 
expected that the complete line 
of interior paints will be pro- 
duced without odor by the end 
of the year. Keystone Varnish & 
Paint Corp., Brooklyn, N. Y. 





Dog Chain Assortment 


Spiralock dog chain assortment 
with assorted colored Accolette 
handles, shaped to give comfort- 
able hand-grip. Made of smooth, 
spiral-twist chain, complete with 
adjusting ring and free-swivel- 
ing sturdy snap. Each assort- 
ment contains 12 six foot chains, 
with metal display hanger; pack- 
ed one to carton. Furnished with 
nickel plated finish. American 
Chain Division, American Chain 
& Cable Co., Inc., York, Pa. 





Winchester Flashlights 


Four flashlights with remov- 
able end caps. Left to right: 
No. 6410, solid drawn brass, fin- 
ished in chromium with red lens 
ring, 3-way lock switch, lamp 
shock absorber and end cap with 





folding ring hanger; 4410, spot- 
light, chrome-plated, fixt-focus, 
2-cell, solid-drawn brass case, 3- 
way lock switch, lamp shock ab- 
sorber; 5418, standard size 2- 
cell, solid drawn 22-K copper 
barrel and fixt-focus; and 5011, 
solid drawn brass barrel, nickel- 
plated with fixt-focus. Olin In- 
dustries, Inc., East Alton, III. 
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WORK GLOVES 





ALENDAR 


| CALENDAR 
ee ee 


Time 
to buy 














Don’t put off ordering 
gloves until it’s time for 
your customers to start 
putting them on! Get the 
jump on Jack Frost 
and competition = 
by stocking up now! You'll 
feature the BOSS line, of course 
.. . because it’s the line that offers a pattern, wrist or cuff style 
for every job requirement! For pictures of the complete 

line, and helpful display and selling hints, ask your jobber 


or send the coupon below. 


THE BEST KNOWN NAME 


Buy IN WORK GLOVES 


IT’S EASIER TO SELL THE 
LEADER 


Buy 


A GLOVE FOR EVERY JOB 


Boe 





Free Dealer Helps—Ask Your Jobber or Mail Coupon 


The Boss Manufacturing Company 

Kewanee, Illinois 

Gentlemen: Please send me illustrated Catalog and helpful 
display and selling hints. 

NAME ‘ a 

ADDRESS iat iieistatinaienaitaiati 


CITY : - STATE 





My favorite jobber ee = a 
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MODEL 161 
Magnifying Lens 


these, 
three — 


~ Model 187 
Magnifying Lens 


MODEL 134 
Airplane Dial 
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Health-o-Meter 


Alert buyers know that con- 

sumer acceptance means easier, 

more profitable selling. They 
know, too, that Health-o-Meter 
Scales have been the favorites for 
more than 30 years. That is why 
leading stores everywhere feature 
Health-o-Meter Bath Scales. 

Yes, since the first bath scale—in- 
troduced by Health-o-Meter ’way 
back in 1919—we have built only 
precision weighing instruments that 
perform accurately for the longest pos- 
sible time. The outstanding popular- 
ity of Health-o-Meter Scales with the 
medical professionand the American 
public has been the result. Get your 
share of the profits of established 
leadership by making Health-o- 
Meter your bath scale line. 








CONTINENTAL SCALE CORPORATION 
5701 S$. Claremont Avenue Chicago 36, Illinois 
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WHAT'S NEW 





Cyl-O-Latch Lockset 


Cyl-O-Latch tubular cylinder 
lockset is precision made with 
solid brass trim and 5-pin tum- 
kler cylinder. Available are 
dcuble knob or combination han- 
dle and knob sets for front and 
rear doors. Locks may be keyed 
alike at no additional cost. J. 
Chesler & Sons, Dept. H, Brook- 
lyn 6, N. Y. 








Enclosed Bottom Seat 


Superlux closed bottom toilet 
seat incorporates Riv-Tite engi- 
neering method providing as- 
surance that the bottom will re- 
main fastened on for the lifetime 
of the seat. Seat has beveled 
edges, Federlox hold tight hard- 
ware with concealed hinges, no 
slam resilient cushion bumpers. 
Retails for $5.99 and is available 
in all inclusive range of marble- 
ized colors. Federal Seat Corp., 
Long Island City 1, N. Y. 





Pocket Fan 


Tom Thumb pocket fan is a 
miniature battery powered fan 
weighing less than 3 oz. and 
measuring 334 by 1% in. Al- 
most soundless, it can be used 
in theaters. May be used to set 
nail polish, dry child’s hair. 








Equipped with a tortoise shell 
plastic case, subfractional motor, 
three bladed rubber-like vinylite 





propellor. Two pencil light bat- 
teries. Retails for $1.98. Ro- 
dorn, Inc., 35 West 53rd St., 
New York City. 





Drawing Device 

DeBeu Fold-A-Way drawing 
device includes a 17 by 21 in. 
non-rigid plastic drawing sur- 
face and combination guiding 
ledge and drawing paper holder 
with a precision built T-square. 
Drawing surface is pliable and 
is inserted in notches provided 
on the guiding ledge. When 
drawing paper is inserted, thumb 





tack need is eliminated. T-square 
fits so it can be glided easily up 
and down the plastic drawing 
surface. Easily disassembled and 
inserted in carrying case, weigh- 
ing 20 oz. Retails for $8.75. 
Frank E. deBeu & Co., Inc., 30 
W. Rittenhouse St., Philadelphia 
44, Pa. 


Snow Scooter 


Blue-Streak snow’ scooter 
whirls the snow off the walk. 
Model 100 has 18 in. blade, 48 in. 
lacquered handle. Model 101, 24 
in. blade, 48 in. lacquered handle. 
Wheels are hardened steel, cad- 
mium plated. Rugg Mfg. Co., 
Greenfield, Mass. 
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What is all this Fast Talk about 


NO DEFROSTING ? 


r when customers ask these 


what's YOUR answ" Atami Defesiling 7 


5 important questions about 7 


. - of course, it’s electric! 





































@ Is ALL Defrost Water Disposed of AUTOMATICALLY, so You 
NEVER Have To Empty Any Trays, Pans or Jars? 


ae) Do Frozen Foods—Especially ICE CREAM and FROZEN FRUITS 
—Stay Hard ALL THE TIME, Even During Defrosting ? 


63 Is ALL Defrosting Work Completely Eliminated? ... ALL FROST 
SCRAPING; Or Melting?... ALL FOOD REMOVAL Before 
Defrosting ? 


@} Does “NO DEFROSTING” Apply to the FREEZE CHEST—the 
ONLY Place Frost Builds Up? 


8 Does Defrosting Occur ONLY WHEN Your Refrigerator-Needs it? 


GET THE FACTS AND YOU’LL AGREE THAT ONLY THE NEW 


" 
Westinghouse CROST-FREE  rerriceRATOR 
CAN ANSWER YES’ ON ALL 5 QUESTIONS! 


you can BE SURE, iF oman: 






*TRADE MARK 












Westinghouse Electric Corporation + Appliance Division + Mansfield, Ohio 























































item that will 
space, 


That’s what Sh 


They’re easy to i 


out bending. 


closet hanger ha 
market—and it 
profits for you. 


You can get it 


Shelby 


















iis 


NEAT CLOSETS 
for your customers 


You offer your customers a real 
service when you can supply an 


conserve closet 


make closets neat, and 
clothes quickly accessible. 


elby Closet 


Hanger Bars will do. 


nstall—made to 


fit any space from 18” to 126’”— 
require no special construction 
—and are strongly built to hold 
a maximum load of clothes with- 


Every home can use one or more 


rs. That’s a big 
represents top 


Order Shelby Closet Hanger Bars 
from you jobber, now. 





Here’s the Shelby counter display that 
will sell closet hanger bars for you. 
ree from your jobber. 


Spring Hinge 


Company 
Ohio 

















Keyhole Saw 


Rotatable blade keyhole saw 
No. 525 for cutting steel, iron, 
wood, plaster, bone, nails, metal 
lath, non-ferrous metals, hard 
rubber and more. Tapered 1114 
in. blade reaches into tight 





places, curves and corners. Blade 
turns and locks in any one of 
eight positions. Standard equip- 
ment includes a 10 tooth to the 
inch Tuf-Flex blade of hack saw 
alloy steel, heat-treated to pro- 
duce a tough but flexible blade. 
Easily interchangeable special 
purpose blades are also available. 
Saw can be supplied complete 
with any of the three types of 
blades installed, or individual 
blades may be purchased sepa- 
rately to make up a 3-in-1 all- 
purpose kit. Finished in glossy 
gray and red enamel. Blade 
holder and knurled thumb screw 
nut are nickel plated. Retails for 
$2; extra,blades of all three 
types at 50 cents each. Millers 
Falls Co., Greenfield, Mass. 





Angle Head Attachment 


Cummins 360 degree angle 
head attachment for % in. ca- 
pacity drills. Head is removable 
to convert tool into a conventional 
l in. drill. Designed for use 
with Cummins model 200 1% in. 





HARDWARE AGE, AUGUST 10, 1950 





standard duty drill, head will fit 
any make of % in. capacity dril] 
equipped with model 33B Jacobs 
chuck. With drill set at right 
angle, tool measures 71% in. wide. 
Weight of head is 2 lbs. No-load 
spindle speed on right angle head 
is 275 rpm, when used with model 
200 Cummins drill. Cummins 
Portable Tools, Division of Cum- 
mins Business Machines Corp., 
4740 Ravenswood Ave., Chicago 
40, Ill. 





Arvin Television 


Arvin model 4080T television 
set with a willow green metal 
cabinet, featuring an 8%-in. 
tube. Equipped with automatic 
gain control, automatic fre- 
quency control to look in the 





images and delayed automatic 
volume control. Has two operat- 
ing control groups; continuous 
tuning for all channels. Inter- 
carrier sound system, electro- 
magnetic deflection circuits. Re- 
ceives 12 channels. Indoor an- 
tenna provided. Arvin Indus- 
tries, Inc., Columbus, Ind. 


Gas Panel Wall Furnace 


Gas panel wall furnace can be 
easily installed in almost any 
kind of wall construction. Single- 
wall 25,000 Btu model and a dual 
wall 50,000 Btu unit available. 
Outer jacket of the wall furnace 
is 174% in. wide and 62% in. 
high. Unit AGA _ approved. 
Heat exchanger is suspended in- 
side the furnace jacket; its loca- 
tion permits air to flow into bot- 
tom grille, wipe the combustion 
chamber and then be discharged 
through the top grille into the 
room. Combustion chamber is 
vented at the top and con- 
structed so vent pipe is con- 
cealed within the wall. Temco., 
Inc., Nashville, Tenn. 
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WHAT'S NEW 





a 





Broiler Grill Combine 


Superstar Broil-O-Grill infra 
red heat portable oven broiler 
and grill combination. Can broil, 
grill or broil and fry simultane- 
ously using two individual cast 
aluminum trays. Open front per- 


mits food to be seen. Has 220 
sq. in. of cooking surface. Built- 
in rack with four adjustable 
heights. Triple plated, copper, 
nickel and chrome. Four bakelite 
insulated corners. Unit is 15 in. 
long, 101% in. deep, 10% in. high. 
Two heats, 1400 watts, high heat, 
700 watts, low heat. Retails for 
$29.95. Stern-Brown, 42-24 Or- 
chard St., Long Island City, 
N. Y. 


Dish-Glass Drainer 


Made of Vinylite resin-coated 
wire, this dish drainer has an 
attachment for eight glasses or 
cups. Unit is 16% in. long, 13% 
in. wide, and 714 in. high, with 
12 plate holders and an extra 
space between plates and flat- 
ware section. Vinylite  resin- 
coating is resistant to hot water, 


grease, soaps, detergents and 
abrasion. Artistic Wire Prod- 
ucts Co., Inc., East Hampton, 
Conn. 
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YOU'LL PICK UP 
“REMINDER” SALES WITH THESE 
ATTENTION-GETTING DISPLAY CARTONS. 


Pre-sold to your customers by national advertising. 4 











ade tint 


Strong multi-strand wire line 







with a tough, gleaming white 





plastic covering. Cleans with 






whisk of a damp 
cloth. No 
stretch, no rust. Packed 
twelve 50 ft. hanks, usually 




















<i O84 ttrunp > 
Fevarenvet by > 
Good Heusshooping 


$27 45 anyranstd eet 





several connected, in colorful 






display carton. 


| WHALE 
*clothes line 


Solid braided flexible cotton line 
with glazed finish. All honest 
cotton yarn— much stronger 
than ordinary lines. Twelve 
individually wrapped 50 ft. 
hanks, connected in pairs, 
to a display carton. 





























Carry the complete Samson line 


Spot and other sash cords; shade cord; Venetian blind 
cord; masons’ line; awning line; garden line; marine cords; 
solid braided rope, etc. Samson makes them all. Check 
your stock and order from your jobber today. 
























CORDAGE WORKS, Boston 10, Mass. 











| Capitalize on these | 


| Advantages of 
TU 

| 

HANDY-PACK 

BOLT CARTONS 


















































@ Handy-Packs contain the same small 
lot quantities of bolts that have been 
standard for years. Cut thread carriage 
and machine bolts have nuts attached as 

always. | 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board with 
a certified bursting strength of from 125 
to 200 lbs. per sq. in. depending on bolt 
size. The cartons are packed in wooden | 





boxes...can be ordered in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 
Tying and wrapping are not required 
when you reship. Sturdy Handy-Packs 
are superior in every way to ordinary 
‘paper’ cartons. Warehousemen, jobber 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy-Pack. 








AD ccnp detec alent en inlet eld 











114 





Sealed with 
nylon tape 


Certified 
Reshippable 


IN DISTRIBUTOR 
WAREHOUSES 


Handy-Packs are sturdy...can be moved, 
handled or even dropped without break- 
ing. They can be stacked neatly and easily 
without crushing or toppling. They 
save time...eliminate costly spillage, 
mixing and sorting. 





IN JOBBER SALES 


Sturdy Handy-Pack bolt cartons have 
sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
‘extra’ to sell. Sales go ’way up. 


Rugged open 
drawer 





IN RETAIL OUTLETS 


Handy-Pack covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate opening cartons every- 
time you make a sale. The Handy-Pack 
covers are sturdy...won’t bulge, tear 
or crumble. 


WRITE for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 





HARDWARE AGE, AUGUST 10, 1950 








WHAT'S NEW 





Pioneer Power Mower 
Urban Lemco 80 power mower 
is equipped with a single swing- 
ing handle. Unit cuts forward 
and backward, a 24 in. swath 


i4 
f 











cut in one complete stroke. Blade 
and cutting mechanism are com- 
pletely enclosed. The rotary 16 
in. blade breaks the grass into 
tiny particles, eliminating neces- 
sity of raking. Fine mulch pro- 
duced may be used as a lawn 
builder and fertilizer. Four wheel 
automatic-leveling features per- 
mits the blade to revolve on an 
even plane at all times. Heavy 
duty switch and electric parts 
completely insulated. Unit bal- 
auced on four rubber tires. 
Height of cut may be regulated. 
Louisville Electric Mfg. Co., Inc., 
3008 Magazine St., Louisville, 
Ky. 


Lovellette Wringer 


Lovellette wringer with an all- 
steel rust-proofed frame finished 
in white enamel with red plastic 
pressure screw and crank han- 
dle. Has adjustable pressure, 
solid rubber rolls. Crank and 
clamps removable. Frame is 
12% in. long, 6% in. high and 
34% in. wide. Weight with 
clamps and handle, 10 Ibs. Will 
wring almost any garment 4 
full size wringer will handle. 
Packed in individual cartons. 
The Lovell Mfg. Co., Erie, Pa. 
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Paint Roller 


RollZit automatic self-feeding 
paint roller which paints rooms 
in one to two hours. Applies 
either oil or water paints. Also 








aluminum paint, stains or seal- 
ers. Works on smooth or rough 
surfaces, plaster acoustics, 
metal, wood, wallpaper, brick 
or cement. No lapping marks. 
Outfit consists of three gallon 
pressure paint tank with hand 
pump and safety valve; 15 ft. 
¥, in. paint hose; paint roller 
with lambs wool cover, service 
wrench; cleaning brush and 
lubricant. 
The Electric Sprayit Co., She- 
boygan, Wis. 





Automatic Toaster 


Magic Maid pop-up toaster 
features smooth body and en- 
graved sides. Hinged crum tray. 





one-stroke starter 


Automatic 
with automatic shut-off when 


toast is done. Bakelite panels 
and handles and base. American 
mica units. -Fair-traded to re- 
tail for $13.95. Size 11% in. 
long, 6%4 in. wide, 7 in. high. 
Finished in chrome. Magic 
Maid, division Son-Chief Elec- 
tries, Inc., Winsted, Conn. 
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Retails for $24.95. ° 































Sliding Door 
Hardware 





DOOR TRACK 












































Coburn #500 Swing-Over Garage Door Hard- 
ware Set . ... furnished in a complete package, ready 
for easy installation. 


LIGHT HANGER 





...FOR INCREASED 
SALES OPPORTUNITIES 


You increase your opportunities for profitable 
sales when you handle Coburn Sliding Door 
Hardware. That’s because Coburn enables you . 
to offer prospects a complete line of hardware 
for doors of all the following types: Garage, 
barn, straight-sliding, overhead, sliding-folding, 
around-the-corner, roundhouse, fire, folding 
partition and accordion doors. 


HEAVY HANGER 


For complete information on fast-selling 
Coburn Hardware write for catalog #200. 





TROLLEY TRUCK 


COBURN PRODUCTS 


A Product of WICKWIRE SPENCER STEEL DIVISION OF THE 
COLORADO FUEL AND IRON CORPORATION 

Sales Engineering — 56 Sterling Street, Clinton, Mass. 

Executive Office — 500 Fifth Avenue, New York 18, N. ¥. 

Sales Offices — Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia - 

Pacific Coast — The California Wire Cloth Corp., Oakland 6, Calif. 




























No. CG 90N-C... 
mounted one set 
per card, for quick 
self-selling. 


Slide home to profits 






with smooth-sliding — 


GLIDES! 


Display Bassick rubber cushion 
glides on your counter, and they’ll 
move faster than a big leaguer run- 
ning for home! Customers are di- 
rected to their local hardware store 
in SATURDAY EVENING POST ads for 
these top quality glides. You'll sell 
more, and assure satisfied custom- 
ers, too, thanks to their heavy-gauge, 
fully-hardened, highly-polished, 
nickel-plated steel base and live rub- 
ber cushion. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corp. In Canada: 
Bassick Division, Stewart-Warner- 
Alemite Corp., Ltd., Belleville, Ont. 


Advertised 
in the 






3 Bassick 


YG MORE KINDS OCF CASTERS 






MAKING CASTERS DO MORE 

















Housewares Special 


Westinghouse Hand Vac clean- 
er is available for $19.95, a re- 
duction of $5, as a fall house- 
wares special. Unit has a motor- 
driven brush and cleans stair 
treads, mattresses, upholstery 
and car interiors. With convert- 
ible adapter, the Hand Vac be- 


| comes an electric sweeper. Deal- 


ers may secure a folder describ- 
ing the offer with suggested 
advertising mats, layouts and 
full-color counter or window dis- 
play cards. Westinghouse Elec- 
tric Corp., Mansfield, Ohio. 


Dahlia Pad 


No-Mar all-purpose pad de- 
signed to sell with National Can 
Co’s., kitchenware ensemble. Re- 
produced in the natural color of 
the Dahlia on a white baked 
enamel surface, it is available in 








four sizes, to fit every stove. Pads 
machine-made with a continuous 
smooth edge all around the pad. 
Sheet steel top coated with 
Trans-Tuf finish. Ballonoff Metal 
Products, 1820 East 37th St., 
Cleveland 14, Ohio. 


Crosley Table Radios 


Table model radio line featur- 
ing a modern styled cabinet in 
six different colors. Radios are 
614% in. high, 10 in. wide, and 
63/32 in. deep, and weigh six 
pounds. Special audio system 
provides exceptional sensitivity 
and true acoustical reproduction 
even of bass tones. Equipped 
with circular dia] with contrast- 
ing station numerals and radial 
type grille molded in the cabinet 
surmounted by a clear poly- 
styrene pointer. Suggested to 
retail for $24.95 in zone 1 and 
$25.95 in zone 11. Crosley Divi- 
sion, Aveo Mfg. Corp., Cincin- 
nati, Ohio. 

















WHAT'S NEWS 


| 




















in 
pNGERS HINGES GARAGe 
we AD awit AND BUTTS sens 


: nel 
4 roy, SCREEN AND SASH nso 
FOLTs “DOOR SETS 


A HARDWARE LINE 


—alive with sales features! 


OU can supply practically every 

request of your trade for builders’ 
hardware when you adopt the modern 
NATIONAL Line. Its wide assortment 
of sizes and styles are designed to 
accommodate most every type of con- 
struction. The trade name NATIONAL 
is becoming a quality symbol for ex- 
acting buyers, who insist upon receiv- 
ing the ultimate in service from hard- 
ware. A copy of the latest Catalog 
No. 25 or a wall chart illustrated with 
every product in the National line is 


yours for the 
O frtrantl 


asking. 
MANUFACTURING CO. ji, 





. Home owners go for 
this simple, practical holder. No me 
chanical parts. Simply tuck the handle 
of the tool in the slot . . . the holder 
automatically drops into place and grips 
securely. Release of the handle is 
equally simple. Keeps tools off ground 
or floor . . . avoids accidents. Holder 
can be hung high so children can’t re 
lease it. TWO SIZES adapt themselves 
to various size handles. Stamped from 4 
single piece of sheet metal. 
COLORFUL COUNTER SALES CARD 


Holds 24 envelopes of two holders each. 
Retail at 20¢ for 2 holders 


See your jobber or write 


DAVIS MANUFACTURING COMPANY 
Plano, Illinois 


—, 
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Clothesline Reel 


Easy-Way aluminum clothes- 
line reel No. 275 holds 150 ft. of 
clothesline. Reels are well bal- 
anced. Packed six to a carton. 
Weight 6 lb. Cobbs Mfg. Co., 8th 
and Parks Sts., Des Moines. 


Night Light 

Aerolux lites are 2 or 3 watt 
bulbs giving a cool colorful light 
for soft illumination. Minimum 
amount of ultra violet light. Can 
be left on all night in child’s 
room without danger of irritat- 
ing eyes. Lights can be operated 
for a full month at a cost of five 
cents. Embossed replicas of flow- 
ers, story book subjects, toy pets, 
etc... in miniature are arranged 
inside the electric bulbs which 
light up in colors. Base models 
available include the flower stick, 
modern type, autumn leaf, crys- 
tal, pedestal. Pure gases frcm 





the air fill the bulbs and a small 
current causes the gases to ionize 
and fashion the designs in light. 
Bulb prices range from 75 cents 
to $1.50. Lamps from $1.50 to 
$15. Aerolux Light Corp., 653 
Eleventh Ave., New York City. 





Economy Size Deodorizer 


Wizard Wick deodorizer is 
available in an economy 12 oz. 
size to retail for 69 cents, in ad- 
dition to the regular 6 oz. size 
at 39 cents. Also provided is a 
12 oz. bottle of refill liquid for 
either size container. Boyle-Mid- 
way, Inc., 22 E. 40th St., New 
York City. 
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Here Is THE very most in bathroom 
cabinet beauty and convenience... 
two sliding plate glass mirror doors 
which conceal a spacious, double size 
recessed cabinet. 

There’s beauty in the large handsome 
expanse of plate glass mirror(39”x22”) 
completely bound by a wide chrome 
frame ... in the gleaming white baked 
enamel steel cabinet...in the fine 
Hall-Mack workmanship and finish. 

And there’s real convenience in the 
big divided cabinet with more than 
twice the room of an ordinary cabinet 
...in the six fully adjustable glass 





And remember... 
Hall-Mack accessories... 





All you’ve ever wanted 
in a fine bathroom cabinet 
is in this new Hall-Mack 






































shelves...in the smoothly sliding 
mirror doors which always provide a 
20”x22” mirror for use even when one 
cabinet is opened. 

Wherever you want the ultimate in 
cabinet quality, and the most in beauty 
and practical convenience—install the 
new Hall-Mack Mirro-Glice. 


ALE- MACH 


VILLE. 



















Chrome Stove Pipe 


Super-Sheen chrome pipe for 
heaters, stoves and appliances, 
that will not rust, tarnish or 


stain. Formed of cold - rolled 
heat resistant steel, triple-plated 
with pure copper, ductile nickel 
and chrome. All pipe and elbows 
tapered. Ballonoff Metal Prod- 
ucts Co., 1820 East 37th St., 
Cleveland 14, Ohio. 


Dish, Lingerie Washer 


Deluxe Bessen portable combi- 
nation dish and lingerie washer 
supplied with a separate inter- 
changeable clothes basket hold- 
ing 2 lb. of lingerie which re- 
places the regular dish basket. 


Dish basket holds service for 
four. Operated by water power, 
unit features complete immer- 
sion. Water pressure is con- 
trolled by four jets. Complete 
washing cycle of tub-bath and 
spray-clean followed by tub-bath 
and spray-rinse is done in 10 
minutes. Cameron-Bessen Corp., 
2020 E. 71st St., Cleveland 3, 
Ohio. 


Tire Chain Design 


An improved tire chain design 
reputed to increase chain and 
tire life, reduce running noise 
and cut link breakage to a mini- 
mum. Feature is use of straight 
shank connecting links between 
cross chains and side chains. 


This design holds cross chains at 
a constant 90 deg. angle in rela- 
tion to side chains. Connecting 


links can be removed from side 
chains with ease. Wide spacing 
of straight shank link hook ends 
permits the easier insertion of 
repair tools. The Cleveland Chain 
& Mfg. Co., Cleveland, Ohio. 


Bicycle Riding Clubs 


Booklet including all the neces- 
sary information on club cycling 
from formation and by laws to 
proper equipment and riding 
tips. The book is the keynote of 
an intensified BIA drive to en- 
courage the formation of cycling 
groups throughout the country. 
Bicycle Institute of America, 
Inc., 1 East 57th St., New York 
City 22. 


(Resume reading on page 13) 





FOOTBALL EQUIPMENT 


AUTOGRAPHED BY THE FAMOUS COACH OF NOTRE DAME 


Hundreds of young football 
enthusiasts will want this new 
equipment. The line includes 
two cowhide footballs, a rugged 
helmet and a sturdy fibre shoul- 
der pad built for rugged play. 


Assured Sales in a Vast Market! 


WRITE YOUR JOBBER FOR PRICES 


» THE DRAPER-MAYNARD COMPANY 
eo° 400 YORK ST., CINCINNATI 14, OHIO 
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America, SPECIAL OFFERS I ’n Jam’’ Set that promises to be a 
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IMPORTANT— Read Carefully 


1 Not more than a total of 6 Special Offers to any 
one retail outlet. 

2 Orders must be for immediate delivery and must 
include all items specified. 

3 Toaster offered at special price and Merchan- 
dising Kit will be shipped direct to retailer by 
McGraw Electric Company. Distributor will de- 
liver balance of the merchandise. 

4 We reserve the right to refuse any orders not 
taken in accordance with the terms of these Special 
Offers. 

5 Special Offers are not good after August 31, 
1950, and may be withdrawn earlier at our option. 
6 Place your order for your Special Offers with 
your distributor, NOW! 


“Hospitality” Set 
Model No. 6814T 


MERCHANDISING KIT 

INCLUDES ALL THIS! 
PERMANENT COUNTER DISPLAY featuring “Toast ’n Jam” Set. 
FULL-COLOR COUNTER FOLDERS with your imprint. 
TWO-COLOR MAILING LEAFLET on 

“Hospitality” Set, “Toast ’n Jam” Set, and Toaster. 
FULL-COLOR TOASTER IDENTIFIER that attaches directly to toaster. 
TWO-COLOR COUNTER CARDS, easel backed, 5 x 8 inches. 
CUT & MAT SERVICE for making your own ads. 


TOASTMASTER Atdtomatic. Electic Appliances 


kers of “Toastmaster” Toasters, © Toast- 


OHIO * TOASTMASTER,” “HOSPITALITY,” “Toast 'N JAM" are registered trademarks of McGraw Electric Com 


makers 
master” Electric Water Heaters, are other “Toastmaster” Products. Copr. 1950, ToasSTMASTER PRODUCTS IVISION, McGraw Electric Company, Elgin, Il! 
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A Little Store 
with a Big Future 


HERE’S a store designed to grow! The 
Universal Building is easy to enlarge or 
move to another Fath veg Interiors and 
exteriors are easily modified to meet 
changing conditions. Whether your bus- 
iness is large or small, you'll get a better 
return on your building investment when 
you build with Universal Buildings. Fast, 
easy erection and low initial costs save 
you time and money. You can design your 
Own permanent structures functionally 
correct for your needs—or make inex- 

nsive additions to existing ——— 

anels can be combined in any size for 
any purpose—stores, display rooms, stor- 
age, workshops, loading docks, etc. 


Plan your future now 
with a BLAW-KNOX 
INSULATED BUILDING 


@ ALL STEEL 
FACTORY INSULATED 
ADAPTABLE TO ANY NEED 
ATTRACTIVE 


EASILY PUT UP AND 
MAINTAINED 


@ HUNDREDS OF USES 
Sead the coupon teday for full details 


UNIVERSAL BUILDINGS DEPARTMENT 


BLAW-KNOX DIVISION 
of BLAW-KNOX COMPANY 


2139 Farmers Bank Bldg., Pittsburgh 22, Pa 


FOR: 
APPROXIMATE SIZE_ 
NAME_ 
ADDRESS 























(Continued from page 13) 
Unit is part of carton in which 
the product is shipped. The 
Yale & Towne Mfg. Co., Stam- 
ford Division, Stamford, Conn. 


Powdered Glue Packet 


Weldwood powdered glue 
packet, retailing for 10 cents, 
consisting of three units, each 
one sufficient for an average fix- 
it job. Glue in each packet is ac- 
curately proportioned so that 
when mixed with one-half of a 
standard measuring teaspoon of 


water, it is ready for use. Pack- 
aged glue comes in a display box 
holding 24 three-packet units. 
Dealer cost $1.60 in addition to 
which, for a limited time, he 
receives two extra units, free. 
United States Plywood Corp., 
Industrial Adhesives Division, 
Weldwood Bldg., 55 W. 44th St., 
New York City 18. 


Abrasive Stone Packaging 


Norton abrasives sharpening 
stones have been given a com- 
plete service packaging dress. 
A standard label color has been 
given to each stone family. All 
labels and packages feature the 
revised Norton abrasives and 
Behr-Manning trade marks. 
Labels on each stone printed in 
reverse colors with light type 
against dark background. Em- 
ploy horizontal three-stripe box 


label treatment. Wrap-around 
end label on individual boxes in- 
cludes specification data. Stand- 
ard package labels carry out the 
same themes in design and color 
using boxed type rules to sepa- 
rate and deploy the several ele- 
ments of product specification. 
Labels on corrugated shipping 
cartons are similarly changed. 
Behr-Manning, Division of Nor- 
ton Co., Troy, N. Y. 


Store Equipment 


Heller unit, LB-105-D retails 
for $102.32. Open end top cabi- 
net, interior enameled. No multi- 
level steps. A 24 in. high low 
base, fitted with two side sliding 
wood doors. No shelves back of 
doors. May be used for brooms, 
mops, bathroom supplies. No. 
LB-105-31-D, $113.86, is the 
same as No. LB-105-D except 
base is full depth, 31 in. LB- 
105S-D, $108.35, differs from 
LB-105-D only in that 25% in. 
deep base is set out to form 3044 
in. deep base ledge. Available in 
ivory enamel unless otherwise 
specified. Top cabinet 933, in. 
long, 6114 in. high, 165% in. wide 
over the top. Low base cabinet 
terraced, 9334 in. long, 24 in. 
high, 25% in. deep. Wood let- 
ters and glass compartments not 
included in price. W.C. Heller & 
Co., Montpelier, Ohio. 
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They'll be back for more when Qi’ Read what ae isl 
you sell Flexiseal — the Tested i shoud Redeedl 
Quality — Caulking Compound AY JOBBERS 
— consistently proven superior in Wiis tate superior quel 
research laboratories and by thou- mi ity of Flexiseal our business 
sands of satisfied REPEAT users. iy on this commodity has increased by leaps and 
ey bounds!” 
DEALERS 
“You have a wonderful line of products and 
D retails : our customers are demanding them more 
top cabi- ay CAULKING Ee and more!” 
No multi- SPOUTED CARTRIDGE 3 CONSUMERS 
high low With the New, improved Plastic SB “We use Flexiseal exclusively on all y 
le sliding G Nozzle 42> our caulking jobs. It's great!” 
back of + 
brooms, ‘ 
ies. No. : 8 
is th i oo 
) emnagt 4 REGULAR CARTRIDGE Ce EEL SEE: COLLAPSIBLE 
in. LB- | Improved design — fits any reg- orn, | TUBE 
. tan 4 ular gun. For Skeleton quns — —_ | With handy ome 
251% in, 2 use Flexiseal Plastic Nozzle key 
m 30% j 
weed |} HERE'S WHY FLEXISEAL'S PREFERRED 
ise 
334 in. Flexiseal meets and exceeds Federal Specifi- 
n. wide cation TT-C-598 CANS — BARRELS 
cabinet : Flexiseal is packed in | qt., 
24 in. Easy to Apply at Any Temperature | gal. and 5 gal. cans, plus 
od let- . Whitest Whites Made barrels for volume users. 
oo Gives Long Life Protection; Surface dries 
quickly with a tough weatherproof skin, re- 


maining soft and pliable underneath 

Won't Crack, Crumble or Shrink; retains its 
color, has excellent bond, is non-staining and 
non-bleeding 


@ LIBERAL TRADE DISCOUNTS CAULKIN 
| 
@ ORDER TODAY FROM YOUR JOBBER A Setiplee ee paiag 


erly priced to 
m 
every requirement, saad 
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VICTOR TRAPS New Displays and Other Dealer Sales Helps 









You'll want a full stock of Victor traps 


because this complete, well-known line . : 
seils fast . . . and profitably! Here are Eagle Rule Display Unit 


three typical Victors—each designed by In the July 13th issue, an item 
experts and demanded by both old and describing the Eagle Rule self- 
now hands at trapping. | dispenser display unit illustrated 
the Royal Eagle easel display 
card. Display unit consists of 
11% doz. 6 ft. rules, 6 white Royal 
Eagle rules, at $1.35 each, 3 yel- 
low All American rules at $1.15 











No. 2 Oneida Victor Coil Spring—single jaw, sturdy and 
quick-acting. The trap that gets and holds the fox. Jaw 
spread—5%"’, length of chain—20%"’. | 





each, 3 white Columbia rules at 
89 cents each, 3 yellow and 3 
white Arrow rules to retail at 
69 cents each. Dealers’ price is 
$12.24 with retail realization of 
$18.36. Available, No. 1 contain- 
ing rules all with regular mark- 
ing, No. 2, rules all with inside 
marking. No. 3, one-half regular 
and one-half inside marking 
| rules. The easel counter display 
| card featuring the Roval Eagle 
rules, 6 by 10 in. is available free. 
Eaale Rule Mfg. Corp., New York 
City, 59. ’ 





No. 1% Oneida Jump—single spring, plain jaw, strong 
and sure. Best for trapping marten, mink, skunk and 
opossum. Jaw spread—5%"’, length of chain—16%"’. 


| Rotabin Counter 
No. 1 Oneida Victor—world'’s most popular trap. Unex- 


celled for catching weasel, skunk, mink and muskrat. Positive F-G-M Rotabin counter Pro- 
action, long life. Jaw spread—4”’, length of chain—161%4"", vides aisle access to 72 large 
compartments in twelve 28 in. 
diameter independently rotating 
trays. In addition four station- 
ary spaces are available for 
large items. Built of steel, coun- 





The Victor Line means sure sales! 
Order a complete stock from your jobber. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MiSs. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 





VICTOR ANT TRAPS get the pests. Sell them 
for real profit. Order from your jobber. 
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ter top is formed from a single 
heavy gage sheet. Center shelf 
section is bolted in place. Overall] 
dimensions are 6 ft. 314 in. long 
by 27 in. deep by 41% in. high. 
Finish is olive green enamel, 
baked on. The Frick-Gallagher 
Mfg. Co., 250 S. Broad St., Phil- 
adelphia 2, Pa. 





Pacific Coastal Fishing 


Mortimer Norton who has 
spent more than 20 years along 
the fishing, camping and hunting 
trails of outdoor America has 
written a compact timely booklet 
which provides the essential ma- 
terial on catching various salt 
water fish of the Pacific Coastal 
region. Its purpose is to aid those 
who want to know what methods 
and tackle will serve them to ad- 
vantage in taking the principal 
species found from Alaska to 
Mexico. Horrocks-Ibbotson Co., 
Utiea 2, N. Y. 


Builder's Hardware Board 
Adams-Rite display board lac- 

quered in ivory with red, black 

and gold trim, measures 16 by 





24 in. Mounted are flush and 
edge pulls, ball latches, surface 
and slide bolts and jamb bolts. 
Products are shown in a variety 
of popular finishes. Board and 
mounting are available without 
charge. Adams-Rite Mfg. C0 
540 W. Chevy Chase Drive, Glen- 
dale 4, Cal. 
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Demonstration Devices 








































































Ips 
Showmanship kit of demon- F, 
es tration devices permitting re- 
tail salesmen to point up out- WHO BRINGS YOU 
standing features of major \ 
m a single appliances in the home and 
snter shelf sore. Kit packages 15 items per- | 
ce. Overall mitting the salesman to do 17 | 
Y% in. long different demonstrations on the | MUAY CS 
6 in. high. full line. Includes five films and | 
n enamel, records on electric ranges, water : , 
-Gallagher heaters, refrigerators, dishwash- He's the sole ambassador of this fastest- 
1 St., Phil- ers and home laundry equip- selling, most profitable line of hand and 
ment. Kit contains samples of compressed-air sprayers — for the 
lemon juice and alcohol for Universal line is sold EXCLUSIVELY 
a showing the acid-resisting na- through Jobbers and their salesmen. He 
hing ture of porcelain and baked | can accurately gauge your needs, and 
1 who has enamel finishes on small metal | knows that what is good for you is good 
ears along panels. Hotpoint, Inc., 5600 W. | for him. He's your friend. Policy-wise 
nd hunting Taylor St., Chicago 44, Il. | as well as price and profit-wise, [A 
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ut methods | SARANAC MICHIGAN 
hem to ad- 
» principal 
Alaska to 
otson Co., 
Board 
board lac- 0-Matic”, the Jumbo combina- 
red, black tion waffle iron and sandwich 
res 16 by grill with reversible grids. Do- " F 
minion Electric Corp., 120-50 N. Pes to Gui 
Elm St., Mansfield, Ohio. | 
SE BLOW TORCH 
And Finishes } 
Book contains a resume of all yoird roto chengoja blew torch 
metals commonly used and then esign i 20 yeors mody | e 
takes up individually the whole - —— 
ian ; : | aa 
oll ph yee A age cage Mi most SALES FOR YOU! PistoGrip Blow Torch /is easier to 
Me treatment and exvlan ho aie sell’because it's easier to handle. Light-weight composition handle 
throughout are in ms agra with finger rip indentations revolutionizes present design. Availa- 
Sinical’ lancuace. with “ ble for immediate delivery in all popular-priced models at NO 
book is a = ig we Ta EXTRA COST! Why sell obsolete models? Be the first to show the 





new P. Wall PistoGrip! } 


flush and Se resularly available hardware ) Saeren 
;, surface Nishes of 71 leading hardware SHOWN: Model 330 S Superior with the new L stoGrip handle 
mb bolts. Manufacturers together with WRITE TODAY FOR THE NEW P. WALL/CATALOG 






a variety Be ponding U. S. Standard 
oard and mishes, now in force. National 
2 without Contract Hardware Association, P. WA L L M F G « Cc O ° 
Mfg. Co. 2 Madison Ave., New York 215 Erie Street Grove City, Po. 
ive, Glen- ity 17. | 
(Resume reading on page 14) 
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George W. Luker was re- 
cently elevated to the position 
of vice-president and mer- 
chandise manager of the 
Fones Bros. Hardware Co., 
wholesalers, Little Rock, Ark. 
All other officers were re- 
lected: Robert H. Baker, 
president and_ treasurer; 
Sterling W. Tucker, first vice- 
president and secretary; S. 
G. Catlett, vice-president; 
W. B. Gosnell, Jr., vice-presi- 
dent; John P. Hatley, vice- 
president; M. H. Thompson, 
vice-president; A. W. Waldo, 
Jr., assistant secretary and 
G. W. Puckett, cashier. 

Mr. Luker has been with 
the company for the past 17 
years and has been in the 
buying department for 15. In 
1949, he was elected a direc- 
tor. During World War II, 






Elect George Luker Vice-Pres. 
Fones Bros. Hardware Co. 


Mr. Luker served 19 months 
in the European Theater 
with the ATC. 





GEORGE W. LUKER 








JONES & LAUGHLIN 
ADDS NEW LINE 


Jones & Laughlin Steel 
Corp., 311 Ross St., Pitts- 
burgh, Pa., has recently added 
a galvanized line to its prod- 
ucts. 





BUFFALO BOLT MERGES 
AFFILIATES; NAME 
BUFFALO-ECLIPSE 


R. B. Flershen, president 
of Buffalo Bolt Co., recently 
announced that the merger 
into Buffalo Bolt Co. of its 
operating affiliates, the S. M. 
Jones Co., Toledo, Ohio, The 
Eclipse Lawn Mower Co., 
Prophetstown, IIl., and Pen- 
berthy Injector Co., Detroit, 
Mich., has been consum- 
mated. The name of the com- 
pany has been changed from 
Buffalo Bolt Co. to Buffalo- 
Eclipse Corp. 

The operating units of the 
company will thereafter op- 
erate as divisions of Buffalo- 
Eclipse Corp. under their 
previous corporate titles. 


124 


The officers of the new 
company will be: R. B. Fler- 
shem, president; C. L. 
Turner, vice-president, sales; 
M. B. Jones, vice-president; 
C. Neal Turner, vice-presi- 


dent; C. B. Johnson, vice- 
president; S. C. Wead, sec- 
retary-treasurer; W. K. 


Jackson, assistant secretary; 
H. J. McCallum, assistant 
secretary; K. S. Moore, as- 
sistant secretary, and F. S. 
Oatman, assistant secretary. 

Buffalo-Eclipse will have 
four operating divisions, 
with the following officers 
appointed: Buffalo Bolt Com- 
pany—R. B. Flershem, presi- 
dent; C. L. Turner, vice- 
president, sales; C. O. 
Cornell, vice-president; W. K. 
Jackson, controller and as- 
sistant secretary. 

The S. M. Jones Company 
—M. B. Jones, president; 
Lockett J. Pundt, general 
sales manager, and Frank S. 
Oatman, controller and assis- 
tant secretary. 

The Eclipse Lawn Mower 
Co.—C. Neal Turner, presi- 
dent; A. E. Clausen, sales 
manager; K. S. Moore, con- 
troller and assistant secre- 
tary. 

Penberthy Injector Co.— 
The executive officers are as 
follows: C.B. Johnson, presi- 
dent; F. E. Ruebelmann, vice- 
president, sales, and H. J. Mc- 
Callum, controller and assis- 
tant secretary. Buffalo- 
Eclipse Corp., also owns a 
controlling interest in its €a- 
nadian affiliate, Penberthy 
Injector Company, Ltd., of 
Windsor, Ontario. 


REO MOTORS BUYS 
VELO KING, INC, 


Reo Motors, Inc., Lansing, 
Mich., has announced the 
purchase of Velo King, Inc, 
Canandaigua, N. Y., maker 
of velocipedes, with the ex. 
ception of the real estate in- 
volved. 

Joseph S. Sherer, Jr., pres- 
ident of Reo, said machinery 
and fixtures are to be moved 
to Lansing to manufacture 
products supplementing the 
company’s line of law 
mowers. 

LLOYD HANSON BUYS 
BROWN’S BEACH JACKET 


Lloyd Hanson, Henry L. 
Hanson Co., Worcester, Mass., 
has acquired a_ substantial 
interest in the Brown’s Beach 
Jacket Co., also of Worcester. 
The beach jacket business 
was founded about 1900 by 
William W. Brown and we: 


Searried on by his son, Sam- 


uel W. Brown. 

Mr. Hanson announced 
that familiar standard mod- 
els of the garment will con- 
tinue to be made, but new 
styles and colors will be add- 
ed. Mr. Hanson predicts 
that perhaps not immediately 
but eventually the beach 
jackets may be found along- 
side of his tap and die line 
in hardware stores. 














Housewares Show 
in Atlantic City drew 
6,000 buyers at the 
13th annual exhibit. 


The buyers at the 
show felt the condi- 
tions of delivery 
were fairly satisfac- 
tory, but individual 
producers were un- 
able to make guaran- 
tees on supply or 
price. stabilization 


due to the present 
world crisis. 
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Housewares Show Attended By 
6,000 Buyers; 500 Exhibits 


than 6000 buyers 
were registered at the 
13th exhibit of the Na- 
tional Housewares Manufac- 
turers Association held at 
Convention Hall, in Atlan- 
tie City, N. J., July 10-14. 
The exhibits numbered 500 


More 


and they covered 126,000 
square feet of space on two 
foors. New items in 100 


dassifications of housewares 
and appliances were included. 

Buying for the most part 
was heavy although not yet 
seriously affected by the cur- 
rent foreign situation. The 
manufacturers felt that re- 
tailers were protecting them- 
selves by placing orders for 
needs until the end of 1950 
instead of the usual 30 or 60 
days particularly in lines 
that are in great demand. 

Insofar as prices were con- 
cerned, most manufacturers 
felt they would remain firm. 
Barring effects of the Korean 
situation, leading makers of 
housewares items believed 
that the next six months 
would top 1949 figures by a 
large margin. 

The buyers generally were 
given fairly satisfactory con- 


ditions on deliveries but many 
observed that the entire in- 
dustry is so keyed to the pres- 
ent. world crisis that supply 
and price are dependent upon 
conditions which will not per- 
mit individual producers to 
make guarantees. 

The realization by manu- 
facturers that consumers are 
demanding more and better 
services from products has 
been indicated by the inten- 
sive consumer research rep- 
resented in many new prod- 
ucts. 

Some of the high points of 
market conditions as seen 
were: main drawback in the 
electric housewares group is 
the supply of steel. Some 
have been unable to find 
guarantees beyond their pres- 
ent steel inventory. Steel is 
also a trouble spot in the 
cooking utensil field with sup- 
ply and price still too uncer- 
tain, though companies re- 
ported good activity. Cutlery 
line cost increases are being 
absorbed. Utility cabinet 


makers are also feeling steel 
shortages. 
The industry as a whole ex- 


pects the Senate to present a 
revised program on changes 
in the excise tax. The pro- 
ducers said that the Senate 
Committee reacted favorably 
to industry proposal that 
credits be permitted on stocks 
held by distributors and re- 
tailers when and if the excise 
tax on certain electric house- 
wares is acted upon. 





BEN-HUR DISTRIBUTORS 
PREVIEW NEW LINE 


The new line of Ben-Hur 
farm and home freezers and 
an entirely new, expanded 
advertising and promotion 
program were introduced to 
32 Ben-Hur distributors, 
their salesmen and Ben-Hur 
officials at a recent series of 
meetings held in Milwaukee, 
Wis. 

They were shown the new 
models and were given sales- 
men’s presentations which 
outlined the new  R.O.P. 
“Record of Performance” ad- 
vertising theme. This R.O.P. 
promotion features a Record 
of Performance Tag on 
every freezer that points up 
the minimum performance 
testing that every Ben-Hur 
receives before leaving the 
factory, and the outstanding 
performance record  estab- 
lished by Ben-Hur Freezers 
already in use. 






NAME NESCO RUBBER 
GOODS DIV. MANAGER 


Arthur Keating, president 
of Nesco, Inc., Milwaukee, 
Wis., has announced the ap- 
pointment of Richard L. 





RICHARD L. GRAY 


Gray as divisional manager 
of the Nesco rubber goods 


division. 
Prior to his association 
with Nesco Mr. Gray was 


general sales manager of the 
McCormick-Mathers School 
Publishing Co.; president and 
general manager of Kistler’s 
Radar Sandwiches, Inc., of 
California and general man- 
ager of Plia-Pail Company, 
Inc. 
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Bloodworth Midsouth Sales 


Manager for Orgill Bros. Co. 


Russell Bloodworth, who 
has represented Orgill Bros. 
& Co., wholesale hardware 
distributors, Memphis, Tenn., 





RUSSELL E. BLOODWORTH 


in Dyersburg for the past six 
years, has been advanced to 
sales manager supervising 
the sales force, comprising 
87 salesmen over the Mid- 
south area, with headquarters 
in Memphis. 


Mr. Bloodworth had been 
connected with Orgill since 
1936 when he started in the 
office at the house telephone 
order desk, after which he 
represented Orgill as a sales 
representative for five years 
in Columbus, Miss. During 
the war he served the office 
as buyer. 

Charles M. Lovelace, con- 
nected with Orgill for two 
and a half years, will succeed 
Mr. Bloodworth in his former 
territory. 





NESCO NAMES ALTEMEIER 
GEN. MGR. HOUSEWARES 


The appointment of E. P. 
Altemeier to the newly cre- 
ated post of general manager 
of the housewares division 
of Nesco, Inc., Chicago, was 
announced recently. 

Mr. Howlett also an- 
nounced the promotion of R. 
L. Henley from assistant 
sales manager to sales man- 
ager of the housewares divi- 
sion to replace Mr. Altemeier. 
Mr. Altemeier has spent 41 


years with Nesco. He served 
as a salesman in Wisconsin, 
Minnesota and Iowa and sold 
Nesco products before being 
named sales promotion man- 
ager in 1928. He was ap- 
pointed assistant sales man- 
ager in 1932 and became sales 
manager of the Nesco house- 
wares division in 1938. 

Mr. Henley joined Nesco 
in 1933 and served in 
the large housewares firm’s 
Granite City, IIll., plant until 





E. P. ALTEMEIER 


1936. He then was appointed 
southwest sales representa- 
tive for the housewares divi- 


sion, where he served unti] 
1942, when he joined the 
army. He returned to Nese 
as sales manager of the 
premium department in 1946 
and was appointed assistant 
sales manager of the house. 
wares division in 1949, 





MILCHMAN FORMS Corp. 
BUYS CARTER, MILCHMAN 


Herman Milchman has re. 
cently formed a corporation 
to purchase the physical as. 
sets of Carter, Milchman é 
Frank, Inc., 139 Spring St, 
New York City, 12, from the 
Empire Industries, Inc., 3( 
Broad St., New York. 

The business will continue 
to operate under the same 
name with no change in per- 
sonnel or policy of operation. 
The officers are: Herman 
Milchman, president and 
treasurer; Fred Muller, vice- 
president and assistant sec. 
retary and Sally Milchman, 
secretary. 

Mr. Milchman had been 
treasurer of the company 
until 1947 when it had been 
sold to Empire. The company 
plans to add several new out- 
side sales representatives and 
increase the territory to be 
covered. 
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GAS PISTOL 
AIR PISTOL 


North Hollywood, California. 





we are HAPPY 


about the way you have accepted 
and sold our new Gas Pistol 


NEW MANUFACTURING FACILITIES 


Schimel Arms has moved to a modern new building 
where manufacturing, shipping and sales are handled 
under one management. This location is 6872 Farmdale, 


but 


sales has depleted our stock and backlogged pro- 
duction. We are increasing our production capac- 
ity each month which will soon place us on a "'ship- 


on-order" basis. 


SCHIMEL ARMS 


6872 FARMDALE, NORTH HOLLYWOOD 
CALIFORNIA 


SORRY 


we cannot accept any new accounts 
at the present time. 


The tremendous response from the 


trade combined with volume consumer 
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Coldwell-Philadelphia 
Parchased By Toro Mfg. 


David M. Lilly, president 
of Toro Mfg. Corp., Minneap- 
dis, Minn., has announced 
the acquisition of the Cold- 
well - Philadelphia Lawn 
Mower business. The present 
Coldwell-Philadelphia dealer 
organization will operate as 
part of Toro’s nationwide 
gales set-up. Since Toro has 
purchased the Coldwell-Phila- 
delphia name, but not the 


plant, manufacture of the 
line will be handled in Mil- 
waukee, at Whirlwind, Inc., a 
Toro subsidiary. 

John O'Neill, formerly 
Brand Mfg. Co.’s sales man- 
ager, has been named sales 
manager of the new Coldwell- 
Philadelphia division of Toro, 
under the direction of R. W. 
Gibson, vice-president in 
charge of sales for Toro. 





—_—— 





FLORIDA HDWE. BUYS 
LAND FOR WAREHOUSE 


The Florida Hardware Co., 
wholesaler, Jacksonville, Fla., 
has recently purchased with 
the Seaboard Air Line Rail- 
road an 80 acre tract west of 
the city. Each will take 40 
acres. The hardware whole- 
saler will eventually build a 
new warehouse and lease or 
sll the remainder. The com- 
pany’s move will be made 
necessary by a waterfront 
improvement program to be 
undertaken shortly. 


PINCOR TO DISTRIBUTE 
THROUGH WHOLESALERS 


Pincor power lawn mowers 
and other Pincor products, 
formerly sold direct to dealer, 
will be wholesaler distributed 
effective immediately. This 
change in sales policy was 
announced recently at Pin- 
cor’s annual sales convention 
in Chicago by J. A. Hamill, 
sales director, Pioneer Gen- 
E-Motor Corp., Chicago. 

The Pincor line of power 
lawn mowers is supported by 
a coast-to-coast organization 


of licensed service stations. 


Pincor is now franchising 
wholesalers throughout the 
country to supply the already 
established Pincor dealer or- 
organization and to make the 
line available to new dealers. 





DURKEE-ATWOOD NAMES 
WHOLESALE SALES MGR. 


The Durkee-Atwood Co., 
Minneapolis has announced 





Cc. T. STAFFORD 


the appointment of C. T. 
Stafford as sales manager of 
the wholesale division. 


ACME WHITE LEAD 
GETS NEW NAME 


The 66-year-old Acme 
White Lead & Color Works, 
Inc., Detroit, is now to be 
known as Acme Quality 
Paints, Inc. Gordon H. Rob- 
ertson, vice-president and 
general manager, announced 
that since the founding of 
the organization, it has been 
the policy to emphasize the 
trade name of Acme Quality 
Paints. It is now possible to 
see the pairing in the com- 
pany’s new signature. 





AMERICAN CRAYON 
MAKES EXEC. 
SALES CHANGES 


The American Crayon Co., 
Sandusky, Ohio, has an- 
nounced a reorganization of 
its executive staff of the sales 
department with the promo- 
tion of Gordon E. James to 
director general, sales divi- 
sion; Grant A. Waddle, di- 
rector sales promotion and 
merchandising division; and 
Wilford T. Schleicher, direc- 
tor product sales division. All 
three have been associated 
with the company for many 
vears, 











ounts 

Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 

cartridge at least once each season. 
Only General Filters gives you an all-wool cartridge which 
is impervious to water. Their “step back” design provides 
from the far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
-Onsumer fine-mesh, wire-screen center core 
acts as a secondary filter and pre- 
ged pro- vents any lint from getting to the 
burner nozzle. The uniformity of 
\ Cope the felt eliminates any chance of 
a 'ship- channeling. Designed especially 





for gravity or pressure fuel oil 
burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


GENERAL FILTER 
















OOD 
GENERAL FILTERS 
INCORPORATED 





as 
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Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


SINGLE CENTER 
BOLT FOR QUICK 
CARTRIDGE 
REPLACEMENT 


STEP BACK CON- 
STRUCTION PRO- 
VIDES GREATER 
SURFACE AREA 


FINE MESH CHEMI- 
CALLY TREATED 
SCREEN ACTS AS 
SECONDARY FILTER 


S SAYS: 


All Wool Felt for Greater Efficiency 


USE ONLY General Filters CARTRIDGES 









12890 WESTWOOD AVE 
DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 
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“BETTER MEASURE WITH [UEKIN * 





CHROME-CLAD 
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LUFKIN 
MEZURALL 


TAPE-RULES 


with the 
EXCLUSIVE 


BLADES! 


EASY 


TO READ 
MARKINGS 


& FAST-SELLING FEATURES 
EAN MORE PROFITS— 
ORE SATISFIED CUSTOMERS 


@ Non-glare CHROME-CLAD Satin Finish Blades. 

@ CHROME-CLAD Finish will not crack, chip, peel, 
or corrode. 

@ Durable Black Markings on Chrome White Back- 
ground. 

@ Self-Adjusting Hook affords accurate Butt-End and 
Hook-Over Measuring. 

@ Smooth operation... 


@ improved Heavily Plated Case... 
in attractive red and white. 


ONLY LUFKIN GIVES YOU ALL THIS POWERFUL PROMOTION 


The New Lufkin Mezurall — with the Exclusive 
CHROME-CLAD Blade — is being advertised to more 
than 40,000,000 reader-prospects in the Roto Sections 

Leading Sunday Newspapers, Industrial Trade 
Papers, and other Consumer Publications. Lufkin 
MEZURALLS are “pre-sold” for you. 


eee high ee Mezuralls means 
greater profits. ... Call your jobber at once. 
Specify: 


‘€-926 CHROME-CLAD MEZURALL 6-ft. 
€-928 CHROME-CLAD MEZURALL 8-ft. 


Replaceable Blades. 
Inset Side Plates 


Descriptive t-calor prometionel melling pleces evelible ou request 


Sell [LUFKIN pateriaantibe.: 
THE LUFKIN RULE CO. 


NEW YORK CITY + SAGINAW, MICHIGAN + BARRIE, ONTARIO 











F. W. Hosea Heads Wholesale 


Sales for King Hardware Co, 


Fred W. Hosea has been 
appointed wholesale _ sales 
manager for King Hardware 
Co., 490-510 Marietta St., 
N. W., Atlanta, Ga. He 
started his hardware career 
with the Hogsed Hardware 
Co., Toccoa, Ga. After spend- 
ing two years there, he joined 
King as a traveling sales 
representative in Florida, 
with headquarters in Lake- 
land, in 1917. In 1922, Ham- 


| ilton H. Hart and Mr. Hosea 





organized the MHart-Hosea 
Hardware Co., Miami, Fla. 
This business later became 
the Hosea Hardware Co., 
with Mr. Hosea as sole owner. 
He sold that business, which 
had been incorporated 28 
years, this year. During the 
time spent in Miami, Mr. 





FRED W. HOSEA 


Hosea acted as_ business 
agent for King Hardware Co. 








AMERICAN CHAIN NAMES 
DISTRICT SALES MGR. 
A. M. Tinker has been ap- 


pointed district sales man- 
ager for the Philadelphia 


| territory of American Chain 


Division of American Chain 
& Cable Co., Inc., with head- 
quarters at 2nd and Diamond 





A. M. TINKER 


Sts., Philadelphia, Pa., suc- 
ceeding R. C. Brenizer, who 
retired August 1 due to ill 
health. 

Mr. Tinker has been with 
American Chain & Cable in 
the New England territory 
for 28 years. 





CENTRAL SCREW NAMES 
DISTRIBUTOR SALES MGR. 

The Central Screw Co., 
3501 Shields Ave., Chicago, 
Ill., has announced the ap- 


pointment of Frank M. Good- 
man as_ distributor sales 
manager. Mr. Goodman will 
headquarter out of the com- 
pany’s general offices but will 
be in charge of all distribu- 
tor sales activities from both 
the Chicago and Keene, N. H., 
plants as well as Central’s 
Los Angeles warehouse. 

During his more thaw 20 
years of distributor sales ex- 
perience, Mr. Goodman has 
spent most of his time with 
Skilsaw, Inc., Chicago, and 
most recently left the Lincoln 
Engineering Co., St. Louis, 
Mo. 


L. & H. APPOINTS 
DIVISION MANAGER 


A. J. Lindemann & Hover- 
son Co., Milwaukee 15, Wis., 
has announced the appoint- 
ment of R. W. Rodgers, for- 
merly with Nash-Kelvinator 
and the Ohio Public Service 
Co., as manager of the L&H 
electric range and_ water 
heater division. 





ISSUE NETHERLANDS 
IMPORTERS DIRECTORY 


A directory of Netherlands 
importers, designed to partic- 
ularly assist small Ameri- 
can business firms, seeking 
to trade with The Nether- 
lands, is available, the Eco- 
nomic Cooperation Adminis- 
tration, Washington, D. C. 
has announced. The publi- 
cation may be obtained by 
writing the Office of Small 
Business at the above loca- 
tion. 
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MEIBEYER VICE-PRES. 
OF LUFKIN RULE CO. 


Edwin Il. Meibeyer, 








E. H. MEIBEYER 


vated to a vice-president of 
the Lufkin Rule Co. Mr. 
Meibeyer has been associated 
with Lufkin Rule 31 years, 
serving as assistant sales 
manager of the Precision 
Tool Division between the 
period of 1925 to 1948 when 
he was appointed general 
sales manager to direct the 
sales activities of the com- 
bined Precision Tool, Tape, 
Rule divisions. Mr. Meibeyer 
will continue his duties as 
general sales manager of the 
company. 


PLOMB TOOL CO. ELECTS 
VICE-PRES., DIRECTORS 


Frank O. Maxwell and A. 
Calder Mackay have been 





A. CALDER MACKAY 


elected to the board of direc- 
tors of the Plomb Tool Co., 
and J. G. Allen has been ap- 
Pointed to vice-president, it 
has been announced by Mor- 
ris B. Pendleton, president of 
the Los Angeles firm. 

Frank O. Maxwell, resi- 


for 
the past two years general 
sales manager, has been ele- 


dent partner of Walston, 
Hoffman & Goodwin, mem- 
bers of the New York and 
Los Angeles Stock Exchanges, 
fills the vacancy on the board 


created by the recent death 


of Oliver B. Scott. 


A. Calder Mackay, senior 


partner of Mackay, Mc- 
Gregor, Reynolds & Bennion, 
Los Angeles firm of tax 
counselors, succeeds James L. 
Beebe, who resigned from the 
board of directors due to ill 
health. 

J. G. Allen, who has man- 
aged the company’s export 
department for more than 
three years, was made vice- 
president in charge of export 
sales. Before joining the com- 
pany, Mr. Allen was 
general manager of a box 
manufacturer, where he serv- 


the | 


ed for 15 years, and saw five | 


years of active duty in the 
war. 





FRANK 0. MAXWELL 





FORM SALES DIVISION 
FOR KWIKSET LOCKS 


The sales and distribution 
of the Kwikset line of resi- 
dential locks will be handled 
through a new organization, 
The Kwikset Sales & Service 
Co., Anaheim, Cal., in order 
to provide good service to the 
hardware wholesalers. 





NOBLITT-SPARKS NOW 
ARVIN INDUSTRIES 


A change of the corporate 


name from Noblitt-Sparks, 
Industries, Inc., to Arvin In- 
dustries, Inc., Columbus, Ind., 
has been approved. The com- 
pany’s policies, products and 
operations will be unaffected 
by the name change. 


change was made to reduce | 
in the minds of | 


confusion 
people who regarded Arvin 
and Noblitt-Sparks as two 
different organizations. 

The company operates 11 
plants in five central Indiana 
towns. 
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Give YOU 





GOLDBLATT MASON TOOLS 











QUICKER TURNOVER 
MORE PROFITS 





Give Your Customers 





BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


SIDEWALK 
EDGER 


> 









REPEAT CUSTOMERS 
! 

FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 








ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 


dealer discounts. 





Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 


ea a a a ae ae ee 












BRICK 
TROWEL 






Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 








FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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Brown-Rogers-Dixson Mark 
Seventieth Anniversary 


W. N. Dixson, Jr., presi- 
dent, Brown, Rogers-Dixson 
Co., hardware wholesalers, 
Winston-Salem, N. C., has 
announced that his company 
is celebrating its 70th anni- 
versary this year. The com- 
pany was founded in 1880, 
when the lights were first 
turned on on Broadway by 
Major Brown and Mr. Rogers. 

Since that time the com- 
pany has expanded, until at 
the present it is operating 
from both Columbia and 
Winston - Salem. Outside 
hardware and specialty sales- 
men numbering 32 are em- 
ployed. The company has 
over 10°,000 sq. ft. of floor 
space and has recently built 
a one-story warehouse using 


pallet lift trucks in handling 
merchandise. At _ present 
Brown-Rogers-Dixson has 25 
departments including, in ad- 
dition to hardware hotel and 
restaurant supplies, photo- 
graphic supplies, appliances, 
furniture and floor coverings, 
plumbing supplies, sporting 
goods, farm machinery and 
others. 

The present officers of the 
company are: W. N. Dixson, 
chairman of the board; C. E. 
Dixson, vice-president in 
charge of sales; T. B. Dixson, 
secretary and treasurer, E. V. 
McGee, assistant secretary 
and treasurer. 

Its retail store is a city 
block long and features a soda 
fountain and luncheonette. 








B. T. DUCEY DIRECTS 

SALES FOR O-CEDAR 

O-Cedar Corp., Chicago, 
Ill., has appointed Bernard 
T. Ducey sales manager, it 
was recently announced. Mr. 
Ducey has been with O-Cedar 
since 1946 as sales office man- 
ager. Prior to that he was 
Chicago sales manager of 
Van Cleef Brothers. In addi- 
tion he served for many 





BERNARD T. DUCEY 


years as a sales executive 
with the Blatz Brewing Co. 

In his new post Mr. Ducey 
will be responsible for sales 
of all O-Cedar products. 





INCORPORATE LANDEN 
PUTTY WORKS 
Landen Putty Works, Mal- 
den, Mass., has recently been 
incorporated and the new 
company succeeds to the bus- 


130 


iness operated by C. J. Lan- 
den for the past decade. Mr. 
Landen will continue to di- 
rect the activities of the cor- 
poration as president and 
general manager. Other 
officers are S. J. Murphy, 
vice-president, who will con- 
tinue as technical director and 
George B. Kirk, treasurer. 
There will be no changes in 
policy by the corporation, ac- 
cording to Mr. Landen. 





A CORRECTION 


The price of the quart 
size can of Franklin Glue 
is $2.25 as it has been for 
many years. It was in- 
correctly stated on the 
front cover advertisement 
for The Franklin Glue 
Co., 133 W. Chestnut St., 
Columbus 15, Ohio, July 
13, 1950, issue of HaArp- 
WARE AGE that the quart 
can price was $1.75. This 
was a typographical error. 











TULL EAGLE RULE 
FACTORY SALES AGENT 


Evald Gasstrom, vice-pres- 
ident in charge of sales, 
Eagle Rule Mfg. Co., New 
York City 59, has announced 
the appointment of the R. W. 
Tull Co., Phoenix, Ariz., as 
direct factory representa- 
tives in Arizona, New Mex- 
ico and El] Paso, Tex. Mr. 
Tull has worked out of San 
Francisco for many years, 
and is now relocating in 
Arizona. 








GLENN C. WILCOX 


who was appointed earlier this 
year to promote the sale of 
sporting goods including a com- 
plete line of fishing tackle, re- 
cently added to its lines, by 
Hassco, Inc., Hardware & Steel 
Supply Co., 1745 Wazee St., 
Denver 1, Colo., wholesalers. 
His previous affiliations were 
with the former Simmons Hard- 
ware Co., St. Louis, Mo., as a 
special cutlery and sporting 
goods representative; Union 
Cutlery Co., and Richards & 
Conover Hardware Co., Kansas 
City, Mo. 








SINGLETON ADVANCED 
BY AMERICAN STOVE 


H. R. (Bob) Singleton, a 
veteran of the cooking and 
heating appliance industry, 
has been named assistant 
sales manager of the Lorain 
Division of American Stove 
Co., 1641 §. Kingshighway 
Blvd., St. Louis 10, Mo. 


Prior to his Lorain ap- 
pointment, Mr. Singleton was 
associated with the A. J. 
Lindemann & Hoverson Co., 
first as sales manager of the 
electric division and later as 
sales manager of all L & H 
products. 





H. R. SINGLETON 





NEW SOUTHERN DIV. 
MGR. FOR EASY 


Ronald O. Fitzgerald has 
been appointed divisional] 
sales manager for the Easy 
Washing Machine Corp, 
Syracuse, N. Y., with head- 
quarters in the Chandler 
Building, Atlanta, Ga. He is 
in charge of a newly formed 
division covering Tennessee, 
Arkansas, Alabama, Georgia 
and Florida. 

Mr. Fitzgerald entered the 
appliance selling field in 
1930. He joined Peaslee- 
Gaulbert Corp. in 1935 as 





RONALD 0. FITZGERALD 


sales manager for Easy 
washing machines. In 1940, 
Mr. Fitzgerald joined Easy 
as district sales manager for 
the Empire Division in New 
York state. 

After army service he re- 
turned to Easy as district 
sales manager for the Syra- 
cuse, New York district and 
remained in this capacity un- 
til his recent advancement. 





WROUGHT WASHER 
MAKES EXECUTIVE 
CHANGES 


Fred C. Doepke, president 
of Wrought Washer Mfg. 
Co., 2100 South Bay Street, 
Milwaukee, Wis., announced 
two changes in executive re 
sponsibilities. Lawson Adams 
has been named executive 
vice-president. Mr. Adams 
has been associated with the 
company since 1942. Prior 
to that he practiced law for 
15 years with the firm of 
Quarles Spence & Quarles. 
Walter F. Borges has been 
named vice-president m™ 
charge of sales. Mr. Borges 
has been associated with the 
company since 1935 and has 
acted as sales manager since 
1946. 
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WHITEY MOPZUM SAYS: 















WHEN YOU SELL 


YOU CAN SLEEP 
AT NIGHT 








You don’t take chances with custo- 
mer goodwill—when you stock and 
recommend White mopping equip- 
ment. Every White unit is designed 
to do the job quicker and easier— 
built to last years longer. Your cus- 
tomers deserve White equipment 
...and you profit, too, when they 
get it! 


The battleship of the White fleet — ready to tackle 
the biggest, toughest cleaning jobs! Giant tanks of 
16-gauge stee! with powerful crank-type wringer— 
mounted on angle steel frame with easy running, 
full ball bearing casters. Rubber tires and all-around 
rubber bumper protect floors and walls. In 2-tank or 
3-tank sizes up to 60-gal. capacity. 
SEND FOR CATALOG No. 150 








WHITE MOP WRINGER CO., Fultonville 2,N. Y. 






Your Customers know... 
It's RIGHT... If it’s 


\ COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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(fay SELLING FEATURES 





it TACK LIFTER iW EVERY Package 


2 3 FAST SELLING STYLES 


3. 21 DECORATOR “colons 


4 SAFE 


’ HATIONALLY eich 


NO MORE BROKEN FINGER NAILS 
PIN: ‘Witt NOT PRESS THRU HEAD 





WRITE 
NOW FOR 
COMPLETE 

INFORMATION 
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SAMPLES 





FULLY VISIBLE 


» ONE DOZEN PACKAGE 


co. 


SHELTON, CONN 


SHELTON 
WATERBURY TACK DIV 
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H. 6. SALZMAN, INC., 1150 BROADWAY 
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DIAMOND 


DIAMALLOY 





PLIERS AND WRENCHES 


DIAMALLOY SLIP JOINT 
SIDE CUTTING PLIERS 


MOTOR SPECIAL 
COMBINATION PLIERS 


6S ae 


DIAMALLOY LINEMEN'S 
SIDE CUTTING PLIERS 


DIAMALLOY FEATHERWEIGHT 
ADJUSTABLE WRENCHES 





HEAVY DUTY CUTTING NIPPERS 





Diamond hand tools are drop forged from high grade 
steel, hardened and drawn in oil, to give you the finest 
quality hand tools you can buy. Each one is individu- 
ally tested and inspected. Distributed by leading job- 
bers everywhere. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand 
Avenue 


Duluth 
Minnesota 








~\ 
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Re-Elect G. C. Dittmar President of Texas 


Wholesalers at 54th Annual Convention 


The 54th annual conven- 
tion of the Texas Wholesale 
Hardware Association, held 
recently drew more than 600 
people including its own 
members, wholesalers from 
adjoining states, plant exec- 
utives and sales representa- 
tives who cover the south- 
west. The meeting was held 
at the Plaza Hotel, San An- 
tonio, Tex. 

Principal speaker at the 


| opening session Friday morn- 








ing was Jonathan M. Wain- 
wright, General, United 
States Army, retired, San 
Antonio. He was introduced 
by Col. W. F. Siegmund of 
Olin Industries, Inc., East 
Alton, Ill. The General’s ad- 
dress was titled “America’s 
Modern Defense Establish- 
ment.” He gave much data on 
our present defenses and de- 
fense program, outlining spe- 
cific needs and his own recom- 
mendations, among them be- 
ing selective service as a 
means of aiding in prepared- 
ness for our country in the 
event of another war. 

At this session, Harold F. 
Seymour, Columbian Vise & 
Mfg. Co., Cleveland, presi- 
dent of American Hardware 
Manufacturers Association, 
brought greetings from his 
association; Fred C. Barks- 
dale, Brown-Roberts Hard- 
ware & Supply Co., Alexan- 
dria, La., president of the 
Southern Wholesale Hard- 
ware Association, spoke for 
this organization; and Paul 
H. Bowen, Penn Hardware 
Co., Dallas, brought “a word” 
from the Texas Hardware 
Boosters, of which he is pres- 
ident. The meeting was pre- 
sided over by Gus C. Dittmar, 
San Antonio Machine and 
Supply Co., Waco, president 
of the TWHA. 

Following adjournment of 
the open session, the Texas 
Hardware Boosters Club held 
its 14th annual meeting in the 
Plaza Ballroom. The meeting 
was presided over by presi- 
dent, Paul H. Bowen. 

R. E. Lindsey, retail hard- 
ware and implement dealer of 
Lott, spoke on “Future 
Trends in Hardware Retail- 
ing;” Ray M. Souder, Dallas, 
secretary-manager of Texas 
Hardware & Implement As- 
sociation—“The Retail Hard- 
ware Dealer;’” Fred C. Barks- 
dale, Alexandria, La— 
“Problems of the Hardware 
Wholesaler;” R. R. Witt, 
chairman of the board, Build- 


ers Supply Co., San Antonio 
—“‘Are Future Datings De. 
sirable?;” W. Lee Watson, 
Weakley-Watson-Miller Hay, 
Co., Brownwood, Texas— 
“Some of the Problems jn 
Operating Trucks;” and G. E, 
Ploeger, president, F. W, 
Heitmann Co., Houston — 
“Advantages and Disadvan. 
tages of Operating on a Five. 
Day Week.” 

Speakers Saturday morn. 
ing were J. W. Barnes, gen- 
eral manager, Higginbotham 
Hardware Co., Waco, Texas— 
“The Importance of Booking 
Future Orders;” O. H. Mann, 


general manager, Higgin- 
botham-Pearlstone Hdw. Co,, 
Dallas — “Credit Problems 


When the Boom is Over;” and 
E. D. Peden, executive vice 
president, Peden Iron & Steel 
Co., Houston—‘Pensions and 
Pension Plans.” 

All officers and Executive 
Committee members of the 
Texas Wholesale Hardware 
Association were re-elected 
to serve a second term, as fol- 
lows: president, Gus C. Dit- 
tmar, general manager, San 
Antonio Machine & Supply 
Co., Waco; first vice presi- 
dent, David B. Nash, Nash 
Hardware Co., Fort Worth; 
second vice president, E. D. 
Peden, Peden Iron & Steel 
Co., Houston; and secretary- 
treasurer, Nat M. Johnson, 
La Feria, Texas. 

Executive committee: H. E. 
Colemere, chairman, Watts 
Hdw. & Supply Co., San An- 
tonio; J. W. Barnes, Higgin- 
botham Hardware Co., Waco; 
E. W. Pipkin, Amarillo Hard- 
ware Co., Amarillo; C. Stan- 
ley Roberts, Jr., Roberts-San- 
ford & Taylor Co., Sherman; 
and Gus C. Dittmar. 

New officers of the Texas 
Hardware Boosters Club are: 
president Paul H. Speaker, 
Jr., Dallas, Nicholson File 
Co.; first vice president, Ed 
M. Luther, Dallas, True 
Temper Corp.; second vice 
president, Chas. W. Me- 
Knight, Dallas, G. M. Baird 
& Co.; and _ secretary-trea- 
surer, Nat M. Johnson, La 
Feria, Texas. 

Members of the executive 
committee are C. Ear! Staf- 
ford, San Antonio, chairman; 


Joe M. Jackson, Houston; 
Charles F. Lanter, Fort 
Worth; Karl E. Hormant, 


Dallas; and the officers. The 
Advisory Board is composed 
of Paul H. Bowen, Dallas, 
retiring president, chairman; 


HARDWARE AGE, AUGUST 10, 1950 


————— 


Hard 


Frank Yea 
held at Gra 
nounced that 
tors, includin 
over 30,000 | 
fo its hardwe 
hunting divis 
show will oc 
been added 
shows in Nev 








ee 


Warren F 
(1951); C 
Bridgeton, | 
F. Torbron. 
George C. 
(1952) ; an 
Dewey God 
Conn., and 
Dallas. 
Entertain 
party Fric 
open air affa 
downtown | 
spot. This 
a cocktail p 
Hotel, a bo 
San Antoni 





Dihore 





The Carb 
agara Falls 
lished five 
velopment « 
to be cover 
managers. 

Responsil 
Managemen 
resale sales 
ern, centra! 
zones will b 
zone resale 
Charles W 
been assig' 
western Z 
Smith, Jr., 
James H. Ji 
Similar res 
southern zo 
by district 
E. Ward 
H. Homeye 
Blake, dis‘ 
agers, will 
tivities in 
zone from | 
and San F: 
spectively. 

Mr. Spr 
from Chica 
troit, St. L 
He joined 
1926 and 
the trade : 
man and tl] 
in 1929. In 
Sales mane 
York dist 
later he 
promotion 


HARDWAR 








of Texas 
| Convention 


0., San Antonio 
re Datings De. 
r, Lee Watson, 
son-Miller Hay, 
wood, Texas— 
ie Problems jn 
ucks ;” and G. E, 
sident, F. W, 
»., Houston — 
and Disadvan. 
ating on a Five. 


aturday morn. 
V. Barnes, gen. 
, Higginbotham 
, Waco, Texas— 
nce of Booking 
3;” O. H. Mann, 
ager, Higgin- 
tone Hdw. Co,, 
redit Problems 
n is Over;” and 
executive vice 
en Iron & Stee] 
—“Pensions and 
and Executive 
2mbers of the 
sale Hardware 
rere re-elected 
nd term, as fol- 
it, Gus C. Dit- 
manager, San 
ine & Supply 
rst vice presi- 
3}. Nash, Nash 
. Fort Worth; 
esident, E. D. 
Iron & Steel 
and secretary- 
; M. Johnson, 
Ss. 
nmittee: H. E, 
irman, Watts 
’ Co., San An- 
irnes, Higgin- 
are Co., Waco; 
marillo Hard- 
rillo; C. Stan- 
, Roberts-San- 
Co., Sherman; 
tmar. 
of the Texas 
ters Club are: 
H. Speaker, 
icholson File 
president, Ed 
Jallas, True 
second vice 
s. W. Me- 
G. M. Baird 
cretary-trea- 









Johnson, La 


she executive 
’. Earl Staf- 
io, chairman; 
n, Houston; 
anter, Fort 
? Hormann, 
officers. The 
is composed 
wen, Dallas, 
t, chairman; 





‘T 10, 1950 





—_ 


shows in New York at that time. 





Hardware Show Now 98 Pct. Sold Out 


Frank Yeager, director of the National Hardware Show to be 
held at Grand Central Palace, New York City, Oct. 2-6, has an- 
nounced that the show is now 98 pct. sold out. 
fors, including manufacturers of hardware and allied products and 
over 30,000 buyers are expected to attend this show. In addition 
fo its hardware display, the show will feature a special fishing and 
hunting division, farm implement section, and export service. The 
show will occupy four full floors. 
been cdded where buyers and exhibitors may secure tickets to the 


Over 600 exhibi- 


An entertainment section has 








Warren F. Ward, Dallas 
(1951); C. L. Peterson, 
Bridgeton, N. J. (1951); O. 
F. Torbron, Austin (1952); 
George C. Barton, Memphis 
(1952); and past presidents 
Dewey Godfrey, Bridgeport, 
Conn., and C. B. Hasford, 
Dallas. 

Entertainment included a 
party Friday evening, an 
open air affair at “La Villita,” 
downtown Mexican historical 
spot. This was preceded by 
a cocktail party at the Plaza 
Hotel, a boat ride down the 
San Antonio River the short 


distance to La Villita; then 
the buffet supper at the lat- 
ter, followed by an all-Mexi- 
can show of high calibre, and 
dancing to the music of a 
Mexican orchestra, 

The annual banquet was 
held Saturday night at the 
Plaza. An unusual feature of 
the dancing was an exhibition 
dance of the Virginia Reel 
and other early American 
folk dances by a group of 
Texas Pioneers, in costume. 
The Golf Tournament was 
held at the 
Course. 











Carborandum Co. Forms Five Zones 
For Development Of Resale Field | 


The Carborundum Co., Ni- 
agara Falls, N. Y., has estab- 
lished five zones for the de- 
velopment of the resale field 
to be covered by resale sales 
managers. 

Responsibility for the sales 
management and direction of 
resale salesmen in the east- 
ern, central and midwestern 
zones will be handled by three 
zone resales sales managers. 
Charles W. Sprenger has 
been assigned to the mid- 
western zone, Harold C. 
Smith, Jr., central zone and 
James H. Jones, eastern zone. 
Similar responsibility for the 
southern zone will be handled 
by district sales manager 
E. Ward Bryson. William 
H. Homeyer and Francis J. 
Blake, district sales man- 
agers, will direct resale ac- 
tivities in the far western 
zone from their Los Angeles 
and San Francisco offices re- 
spectively. 

Mr. Sprenger, working 
from Chicago, will cover De- 
troit, St. Louis and Chicago. 
He joined the company in 
1926 and started covering 
the trade as a junior sales- 
man and then as a salesman 
in 1929. In 1944 he was made 
Sales manager of the New 
York district. Three years 
later he became assistant 
Promotion manager, hard- 


ware sales. In 1949 he was 
appointed manager, resale. 
Mr. Smith will travel Buf- 
falo, Cleveland and Cincin- 
nati. Starting with Carbo- 
rundum in 1948, he was as- 
signed to regional sales and 
later transferred to the 
coated products division. Mr. 
Jones will operate from Phil- 
adelphia, covering Boston, 
New York, Pittsburgh and 
Philadelphia. Having spent 
28 years with the company, 
he was first a junior sales- 
man. He then assumed re- 
sponsibility for resale sales 
contacts in Philadelphia. 





PLAN SALES CAMPAIGN 
FOR PHILLIPS SCREW 


The Screw Research As- 
sociation, directed by Harry 
Mayoh, has prepared a co- 
operative promotion cam- 
paign to increase sales of 
Phillips-Cross-Recessed Head 
screws, made by a group of 
manufacturers in the asso- 
ciation. The theme is based 
on the X formed by the cross 
recess in the head of the 
screw. The basic sales idea 


is “X Marks The Spot,” the 
mark of extra quality. 
sumers are urged to look for 
Phillips 
screws in the products they 
buy as a reliable indication | 
of quality construction. 


Con- 


Cross-recessed-head 
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} There's 


pRorit 
y in SELLING “111-11 Wulff 
McKAY 
| Sagutoidd 
CHAIN 


More and more dealers are making more ¥ 
sales and profits by selling McKay “En- @ 
gineered”’ Chain. And with good reasons! ea 

McKay is the one line that meets every 
customer’s complete requirements for chain # 
whether it’s for farm, home or shop. It's chain 
with a ‘“‘recognized’’ name in the buyer's 
mind because chances are he’s used the 
famous McKay Tire Chains on his car or 
truck. Chain is priced right, too, so that your 
customers receive full value for their dollar 
and you get a fair share of profit. 

Order and display McKay “Engineered” 
Chains now. 


McKAY CHAIN FOR EVERY USE 


®@ for Farm... 
Cow Ties - Trace Chains - Well Chain - 
Log Chain - Passing Link Chain - Halter 
Chains - Wagon Chains - Breast Chains - 
Tie-Out Chains « and many others. 

@ for Home... 


Twist Link Machine Chain - Victor Pattern 
Coil Chain - Sash Chain - Repair Links - 
Tow Chains - Tire Chains - Jack Chains - 
and many others. 
@ for Shop... 
McK-Alloy Chain - Hi-Test Chain - Sting 
Chain - BBB Coil Chain - iron Dredge Chain 
+ Hoisting Chain - and many others. 












aS 












































WRITE TODAY FOR COMPLETE DETAILS 
Ask for Data Sheet on the new McKay “Silent 
and the of McKay Chains. 


Salesman full line 






THE McKAY COMPANY 


440 McKAY BUILDING + PITTSBURGH 22, PA. 








@ Mild and Stainless 
Welding Electrodes 

© Industrial and 
Commercial Chain 


e McKay Metal-Fil 
e McKay-Rod Electrodes 
@ Tire Chains 





133 


Name Eschmeyer Exec. V. P. 
For Sport Fishing Institute 


Dr. R. W. Eschmeyer, who 
recently resigned as chief of 
the fisheries section of the 
TVA, after 12 years, has been 
appointed executive vice-pres- 
ident of the Sport Fishing 
Institute, Bond Bldg., Wash- 
ington 5, D. C. 

This institute was incor- 
porated last Fall by a group 
of fishing tackle manufactur- 
ers. Any fisherman in the 


country may join the Insti- 
tute as an associate member 
at $5 or more a year. 

In 1930 when the Institute 
for Fisheries Research was 
organized at the University 
of Michigan, the first Izaak 
Walton League fellowships 
was given to Dr. Eschmeyer. 
His studies with TVA led to 
the discarding of the closed 
season of the impoundments. 








MOREY MERCANTILE 
SALES MGR. NAMED 


Nie Fortunato has been 
named sales manager for 
Morey Mercantile Co., 16th 
and Wazee Sts., Denver, 
Colo., wholesaler, having 
been succeeded as hardware 
buyer by Tom Dildey. Earlier 
in the year, Lyle Wheeler 
was succeeded by Darrel 
Hibbs as housewares and 
grocery items buyer. 


QUAKER MFG. HOLDS 
DISTRIBUTOR MEET 


The Quaker Mfg. Co., 223 
W. Erie, Chicago, IIl., re- 
cently held a meeting at- 
tended by 60 distributors 
from the United States and 
Canada, at which time the 
company’s promotion pro- 
gram, to be highlighted by an 
extensive “In the Store Pro- 
gram,” was discussed. 


ROGER HEADS G.E. LAMP 
SALES IN ROCKY MTS. 


James P. Roger, fomerly 
manager of the Virginia 
sales district, has succeeded 
George O. Hodgson, retired, 
as manager of the Rocky 
Mountain sales district for 
the General Electric Co.’s 
lamp department. Mr. Hodg- 
son had served the company 
for 41 years. Willard S. Hem- 
ker has become manager of 
the Virginia area with head- 
quarters in Richmond. 


COLLINS CO. PURCHASES 
WARREN AXE & TOOL 


The Collins Co., Collins- 
ville, Conn., has recently pur- 
chased the Warren Axe & 
Tool Co., Warren, Pa., mak- 
ers of the Sager brand axes 
and Bulldog brand logging 
tools. There will be few 
changes in personnel and the 
company will operate as an 
independent unit in Warren. 
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MURRAY APPLIANCE DIV. 
NAMES SALES EXECS. 


S. R. Mathison has been 
appointed New England re- 


JOSEPH M. MALONEY 


gional sales manager and 
Joseph M. Maloney has been 
appointed New England dis- 
trict sales manager by the 
home appliance division of 
The Murray Corp., of Amer- 
ica. 

Before joining Murray Mr. 


8. R. MATHISON 


Mathison was regional sales 
manager for Youngstown 
Kitchens in both the New 
England and far west areas. 

Mr. Maloney, who will have 
headquarters in Springfield, 
Mass., was formerly New 
England regional manager 
for Briggs for three years. 
Prior to that he served in 
various sales positions with 
American Radiator & Stand- 
ard Sanitary Corp. 


EAGLE RULE NAMES 
TWO SALES AGENTS 


Harry J. Strugnell, 544 
Market St., San Francisco 
4, Cal., will represent Eagle 
Rule Mfg. Corp., 510-520 
Hunts Point Ave., in south- 
ern California in addition to 
northern California and the 
Pacific northwest, which area 
he has handled since 1949. 

The R. W. Tull Co., Box 
907, Phoenix, Ariz., will rep- 
resent Eagle in Arizona. 


MORLEY COVERS 
MICHIGAN 


The appointment of Morley 
Bros., 125 N. Washington 
Ave., Saginaw, Mich., hard- 
ware wholesalers, as distrib- 
utors for Coolerator refrig- 
erators, electric ranges and 
home freezers was recently 
announced. Franchised for 
greater Michigan, Morley 
Bros. will operate from 
branch offices in Detroit, 
Grand Rapids, and Lansing. 

A series of Coolerator 
sponsored training schools 
has just been completed, and 
Morley major appliance 
specialists will carry this 
training into the field for its 
dealers. 


HONOR BROWN BUFORD 
FOR 50 YEARS SERVICE 


Brown Buford, 91, who has 
been engaged in the whole- 
sale hardware business with 
Buford Bros., Inc., 125 Tenth 
Ave., S., Nashville, Tenn., 
since 1880, was tendered a 
luncheon recently by the 
Nashville Fifty- Years-In- 
Business Club. Mr. Buford is 
a member of the HARDWARE 
AGE Fifty Year Club. 

He started his career as a 
shipping and receiving clerk 
for William S. Bransford & 
Co., hardware wholesalers. 
After spending more than 
two years with that company, 
Mr. Buford joined Dudley 
Bros. & Lipscomb, later H. P. 
Lipscomb Co. In 1920, after 
selling his interests in the 


latter company, he and his 
brother organized Buford 
Bros. 


BROWN BUFORD 


WINNERS ANNOUNCED IN 
SAMSON TOOL CONTEST 


For the past five months, 
Supplee - Biddle - Steltz Co., 
Bristol at Fifth St., Philadel- 
phia, Pa., hardware whole 
salers, and Paramount Pic- 
tures have been sponsoring 
the Samson Tool contest, in 
conjunction with the film, 
“Samson and Delilah.” 

The judges have selected 
the following three contes- 
tants as top winners, each of 
whom will receive a Samson 


tool kit: Bernard Sable, 1529” 


E. Johnson St., Philadelphia 
38, dealer, Washington Lane 
Hardware Co., 19-5 E. Wash- 
ington Lane, Philadelphia, 
salesman, C. Elmer Frey; A. 
Cummings, 5535 Kingsessing 
Ave., Philadelphia 43, deal- 
er, Geo. T. Miller Hardware, 
52 & Lancaster Ave., Phil- 
adelphia, salesman, William 
Biles; and Lawrence A. 
Fleming, 811 Wharton St., 
Philadelphia, dealer, Kes- 
ler’s Hardware Store, 16 
& Passyunk Ave., Philadel- 
phia, salesman, William Nu- 
gent. Further awards of 
hammers were given to 14 
contestants for their inter- 
ests, 


WICKWIRE BROS. NAMES 
JOHN J. GILLIS CO. 


Wickwire Bros., Inc., Cort 
land, N. Y., has announced 
the appointment of John J. 
Gillis Co., Statler Office 
Bldg., Boston 16, Mass., a 
sales representative for New 
England. The company’s for- 
mer representative, Robert 
M. Jones Co., Inc., has dis 
solved its activities. 
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ih SALES TO PROFESSIONAL ayy ayaryp RNS 


ASTICLOTH 


FIRE-RETARDANT 


_ PAINTER’S DROPCLOTH 


Paint won't stick to it... 
Shake and dried paint 
“eo mn 












MANY OTHER 
> CONVENIENT USES 


; h Furniture Cover 
icnic i * Lean-To 


Made of 












Karel OF g Biruns o- 
» Esmee by © 
Good Housekeeping 
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*Trade Mark of the 
Visking Corp. 













HEAVY 
DURABLE 92 


Pays for itself in saved ~~ ~ 
cleaning costs. Wipes clean with a damp cloth. 


“E94 


F WRITE or WIRE NOW FOR SAMPLE AND PRICES 
i Tym CENTRAL STATES PAPER & BAG CO. ae aa 
y C-8 YY AMEn ohitigelim-lalele- St. Louis 15, Mo 











BRUSH 


The BIG SELLING CLEANER 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 





SPRING 


HINGES 
ARE THE 
BEST 









@ nationally known Brush 
Manvfacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 




















Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use—mixes with water 
—works so easily. 






BUTTON TIPS 
STANDARD 
TYPE 

NO. 29. 





Consumers 
Patching Plaster 
» + mixes white 








in cold water. 
No checking or 
































use on wood 
or concrete 


Tiger Grip LI- shrinking. Quick 
n Paste bond to old 
—favored for plaster without 


sizing. In 1, 22 
& 5 lb. cartons; 



































floors—'/2 pt., 

pt., qt. 1 & 2, 5, 10 & 15 Ib. paper bags; 50 Ib. 

5 gallon con- bags—100 & 300 Ib. bbls. 

tainers. i 





ORDER FROM YOUR WHOLESALER. 





CONSUMERS GLUE CO. 


1515 N. HADLEY ST ST. LOUIS 6, MO. 
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WHEELING MACHINE 
PRODUCTS COMPANY 


_ELM GROVE phe 














JAEGER GENERAL MGR. 
ZENITH METAL CO. 


William J. Jaeger has been 
appointed general manager 
of the Zenith Metal Co., 40 
E. Allen St., Philadelphia, 
Pa. Mr. Jaeger has had an 





WILLIAM J. JAEGER 


extensive background of mer- 
| chandising experience. He 
| was formerly buyer and mer- 
chandiser of housewares and 
| hardware with Butler Bros., 
| in St. Louis, Chicago and 
| Baltimore. 





BEAVER PIPE TOOLS 
MARKS 50 YEARS 


| Beaver Pipe Tools, Inc., 
| 216-300 Dana Ave., Warren, 
Ohio, celebrates its fiftieth 
anniversary this year. 

The company was organ- 
ized in Warren, Ohio, in 1900, 
and is still housed in the 
building in which the first 
Packard automobile was con- 
structed by the Packard 
Brothers, then of Warren. 
After Packard had moved to 
Detroit, Beaver Pipe Tools, 
Inc., occupied the Packard 
building. 

Beaver offers a complete 
line of tools for cutting and 
threading pipe from % to 12 
in. Its employees hold service 
| records of 10 to 45 years. 





CHASE BRASS OPENS 
DENVER SALES OFFICE 


Newest link in the coast- 
to-coast chain of warehouses 
and sales offices of Chase 
Brass & Copper Co., Inc., is 
the Denver sales office, which 
opened recently at 1421 Court 
Place. The Denver office 
of Chase Brass & Copper 
makes a*total of four sales 
offices for the company, which 
also operates combination 
warehouses and offices in 23 
other cities throughout the 
United States. 
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Charles J. McWhinnie, for. 
merly a salesman for Chase 
in the San Francisco ware. 
house, is the manager of the 
new Denver office. After 
graduating from the U. §, 
Naval Academy at Annapolis, 
he became associated with 
Chase in 1930. 


Assisting Mr. McWhinnie, 


as office manager, will be 
John M. Ceranich, who has 
been with Chase, at Water- 


bury, for two years. 

The territory embraced by 
the Denver office includes the 
states of Colorado, Idaho, 
Montana, Wyoming, Utah 
and New Mexico, as well as 
the county of E] Paso, Texas, 





D. J. DEVEREAUX HEADS 
NESCO STOVE DIVISION 


Donald J. Devereaux has 
been appointed to the newly 
created position of general 
manager of the stove division 
of Nesco, Inc., Merchandise 
Mart Plaza, Chicago. Mr. 
Devereaux resigned as sales 
manager of the Kalamazoo 
Stove & Furnace Co., to ac- 
cept the position. Prior to 





DEVEREAUX 


DONALD J. 


joining that concern in 1949, 
he directed sales in the Chi- 
cago area for the Florence 
Stove Co. 


ARVIN NAMES DISTRICT 
MGR. IN NEW ENGLAND 


Kenneth MacQuarrie has 
been appointed district man- 
ager for Arvin electric house 
wares in the New England 
states, for this division of 
Noblitt - Sparks Industries, 
In*. 

Mr. MacQuarrie, formerly 


associated with Manning- 
Bowman Co. and Landers, 
Frary, and Clark, has his 
headquarters at 16 Shaw 
Street, East Longmeadow, 
Mass, 
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Howard S. Parsons Retires as 
Corbin’s Eastern Sales Mer. 


E. V. Pomeroy vice-presi- 
dent of The American Hard- 
ware Corp., New Britain, 
Conn., has announced the re- 
tirement of Howard S. Par- 





HOWARD S. PARSONS 


sons, eastern sales manager 
for the P. & F. Corbin Di- 
vision in New Britain after 


52 years’ continuous associa- 
tion with the firm. After a 
period of extensive factory 
training Mr. Parsons was ap- 
pointed sales representative 
in New England and north- 
ern New York territory, a po- 
sition he continued to hold 
until 1926 when he was 
named eastern sales man- 
ager. Under his direction 
hardware sales in the terri- 
tory expanded until it was 
necessary to employ a com- 
plement of five field represen- 
tatives. During his 52 years 
with the Corbin organization 
Mr. Parsons acquired a pro- 
found knowledge of builders’ 
hardware and his council was 
often sought in the solution 
of complex hardware prob- 
lems. In the early 30’s it was 
he who introduced the idea of 
displaying the company’ 
products on brightly colored 
panels and mounts, a practice 
which today is universal with 
the nation’s hardware manu- 
facturers. 








MAJESTIC PROMOTES 
SILVER, BENJAMIN 


Louis Silver has been ap- 
pointed executive vice-presi- 
dent and general manager 
of Majestic Radio & Tele- 
vision, Inc., Brooklyn, N. Y., 
according to a recent an- 
nouncement from Leonard 
Ashbach, president. Mr. Sil- 
ver had served formerly as 
vice-president in charge of 
all sales, and more recently 
as acting general manager. 

Milton R. Benjamin, for- 
mer district sales manager 
for New England, has been 
advanced to national sales 
Manager in charge of all 
sales, a position formerly 
held by Mr. Silver. 

Mr. Silver’s background in 
the radio and television in- 
dustry extends over 25 years 
in the retail, wholesale, and 
manufacturing branches. He 
ls credited with the intro- 
duction of the first post-war 
tadio line in 1945, while 
serving as national sales 
Manager for Garod Elec- 
tronics Corp. Last January, 
Mr. Silver took over na- 
tional distribution of Majes- 
eine and radio prod- 
ucts. 
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Mr. Benjamin has served 
Majestic as a district sales 
manager since 1949. Prior 
to that, he served as dis- 
trict sales manager and later 





M. R. BENJAMIN 


national salés manager for 
Sonora. From 1936 to 1939, 
Mr. Benjamin was engaged 
in the manufacture of 
Sonora phonographs and 
combinations in New York 
City. Prior to 1936, Mr. Ben- 
jamin was active in the dis- 
tribution of radio and musi- 
cal merchandise. 
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INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every typeof business. 


LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 
Ccooocet 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


— as 


LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 
cocooococrrr 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, N. Y 


AN FRAP 





SOUTHINGTON HDWE. 

APPOINTS SALESMAN 

The Southington Hard- 
ware Mfg. Co., Southington, 
Conn., has announced the ap- 
pointment of E. J. Williams 





E. J. WILLIAMS 


as sales representative cov- 
ering New York state, ex- 
clusive of the Metropolitan 
area, and eastern Massa- 
chusetts. 

He will also represent the 
Smith & Egge Division of 
Turner & Seymour Mfg. Co., 
Torrington, Conn., in New 
York state. In addition he 
will cover the builders hard- 
ware trade in New York 
state for Swain & Bridge 
Co., New Britain, Conn. Mr. 
Williams has for the past 
43 years represented The 
Corbin Screw Division, The 
American Hardware Corp. 





EMPIRE BRUSH WORKS 
NOW EMPIRE BRUSHES 


Empire Brushes, Inc., Port 
Chester, N. Y., is the new 
name adopted by the former 
Empire Brush Works, Inc. No 
change in management or 
company policies is planned, 
according to Jack Ganz, 
president. 

The company was organized 
41 years ago for the manu- 
facture of a limited line of 
household and maintenance 
brushes. Since that time the 
line of products has expanded 
to include most all types of 
brushes. 





PERFECTION ADVANCES 
F. J. RUDOLPH 


F. J. Rudolph has been 
named assistant manager of 
the Perfection Stove Co., 
Cleveland. For the past year 
he has held the same post in 
the Jersey City, N. J., dis- 
trict. 
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All of Mr. Rudolph’s busi- 
ness career has been associ- 
ated with the distribution 
and sale of Perfection Stove 
products. 

In 1931 Mr. Rudolph was 
brought to the Jersey City 
district to assist Manager 
B. J. Greenough in training 
new salesmen. Later, he be- 
came chief clerk and office 
manager in the Jersey City 
offices. 





W. E. BAYER SELLS 
FOR HORTON BRISTOL 


The Horton Bristol Sales 
Corp. has recently announced 
the appointment of Willis E. 
Bayer, 3173 Spokane Ave., 
Cleveland, as sales represen- 
tative covering western Penn- 
sylvania, Ohio, West Vir- 
ginia, eastern Kentucky and 
eastern Michigan. Mr. Bayer 
will handle Bristol’s line of 
golf clubs and accessories, 
and succeeds D. R. Griffith 
who recently resigned. 





WILLIS E. BAYER 





HARDWARE TOOLS , 
NOW VENDED 
AUTOMATICALLY 


Filene’s, a department 
store in Boston, has installed 
a U-Serv-U Automatic Vend- 
ing Center in the waiting 
rooms of a newly constructed 
Greyhound Bus terminal. 

A six-in-one utility tool, 
which retails for 80 cents, is 
obtainable from one of the 14 
machines. This is probably 
the first instance of auto- 
matic vending of a hardware 
item. 

Vendors operate in nickel, 
dime and quarter pieces. A 
uniformed attendant with a 
change belt is on hand at all 
times. Tests are being made 
as to the sales potentiality of 
each item so a pattern may be 
established. 








Hotpoint Presents Program to Develop Dealer 
Sales of Dishwashers And Disposal Unit; 


A five-point program for 
developing dealer sales of 
automatic electric dishwash- 
ers and garbage disposal 
units was recently presented 
to a group of Hotpoint fac- 
tory specialists in a confer- 
ence that covered engineer- 
ing, manufacturing, market- 
ing and merchandising as- 
pects of the appliances. 

Fred J. Walters, vice-pres- 
ident, marketing, reviewed 
appliance development com- 
paring the dishwasher, dis- 
posal and other products 
such as air conditioning 
equipment in the “introduc- 
tory” stage, with refrigera- 
tors, radios, and others that 
have reached the demand 
stage. 

He asserted that the dish- 
washer and disposal would 
reach the acceptance period 
(about five per cent satura- 
tion in wired homes) in ap- 
proximately two years, at 
which time industry ship- 
ments of dishwashers should 
total around one million units 
annually. He estimated that 
industry dishwasher sales in 
1950 will be about 400,000 
units. 

Revealing that Hotpoint 
spends more promoting the 


dishwasher on a per cent of 
sales basis than any other 
appliance, Mr. Walters saij 
that the bulk of industry 
promotion on appliances jn 
the introductory period js 
needed at the national level, 
This is necessary because 
few dealers have the re 
sources to hire a dishwasher 
specialist, or to allocate suffi- 
cient advertising and promo- 
tion dollars to do the job. 

The immediate objective 
in developing dishwasher 
business is to create a “need” 
for the machine. The dealer 
should convince the consum- 
er he is the best store to pa- 
tronize, sell the superiority 
of the brand, and he should 
give a sound reason for the 
need of making the purchase 
immediately. 





UMCO OCCUPIES 
LARGER QUARTERS 


Upper Midwest Mfg. Co., 
Minneapolis, has moved into 
new, enlarged quarters at 
1717 Fourth Avenue South. 
The new plant has double the 
floor space of the old quar- 
ters. 











Over 100 Arvin radio and television distributors from all 
parts of the United States, convened at the Moraine Hotel, 
Highland Park, IIl., recently for a two day unveiling of Arvin’ 


1951 


radio, television and electric hardwares line. 


There 


are 16 new television models in the line and 37 radios in ® 


wide range of styles and colors. 
Columbus, Ind., were hosts at luncheon, dinner and coc 


Inc., 


ktail 


Arvin Industries, 


parties throughout the two days. 
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DISPENSING DISPLAY FLOOR FIXTURE 
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The fifth annual picnic of the Kansas City Housewares 
Club, 511 Merchandise Mart, Kansas City, Mo., was held at 


Bel-Aire Park, June 17th, with more than 200 persons pres 
ent. In the traditional softball game played, the sellers cop. 
quered the buyers with a score of 12 to 11. Horseshoe pitch. 
ing and other sports were enjoyed by the buyers-and sellers, 
All joined in round and square dancing at the end of the 
evening. Left to right: Walter C. Rien, chairman award com- 
mittee, W. C. Rien Co.; Harold E. Reed, vice-president, in 
charge of entertainment, H. E. Reed Co.; John F. Robertson, 
chairman, entertainment committee, John F. Robertson Co,; 
Robert McReynolds, general chairman, Ray-O-Vac Co., and 
Robert P. Ingram, club president, Robert P. Ingram & Co, 





Kaufman, General Sales Mer. 
For the McKay Company 


The McKay Co., Pitts- 
burgh, Pa., has announced 
the appointment of Fred A. 
Kaufman as general sales 
manager. Mr. Kaufman suc- 
ceeds Fred C. Smith who has 
assumed the position of spe- 
cial assistant to the presi- 
dent, J. C. McKay. 

Mr. Kaufman has been 
with the company for a num- 
ber of years. He started his 
career with Carnegie-II]linois 
Corp., Pittsburgh, Pa. He 
later joined the organization 
of Crown Can Co., Philadel- 
phia, Pa., as plant metallur- 
gist. His first association 
with The McKay Co. was in 
1943 when he joined the Mc- 
Kay Research Fellowship at 
Mellon Institute of Indus- 
trial Research. Since then, 
he has successfully been in 
charge of technical service 
and research and quality con- 
trol at the York, Pa., plant. 
For the past year and a half 
Mr. Kaufman has been sales 
manager of The McKay Co.’s 
arc welding electrode division 
located in Pittsburgh, Pa. In 
his new position Mr. Kauf- 
man will continue to have 
charge of the sales of McKay 
arc welding electrodes, as 
well as the complete line of 
McKay chain and chemical 
products. In addition to the 
above appointments, E. H. 
McGraw, who has been with 
the company as New England 
sales representative for 15 
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years, has been appointed 
eastern district sales man- 
ager. Mr. McGraw will make 
his headquarters in New 
York City. 





G. W. STEPHENS MARKS 
70TH BIRTHDAY 


Employees of The Mans- 
field Tire & Rubber (Co. 
Mansfield, Ohio, showered G. 
W. Stephens, chairman of 
the board, with more than 
2,600 birthday greeting cards 
on his 70th birthday. Presi- 
dent of the company for 27 
years, Mr. Stephens was also 
tendered a civic award as 4 
birthday remembrance. The 
Mansfield Chamber of Com- 
merce presented him with a 
silver tray in token of his 
years of community service. 





GEORGE HINE PRODUCTS 
NAMES SALES MANAGER 


The appointment of Larry 
Spooner as sales manager 
has been announced Dy 
George Hine Products Co. 
Santa Monica, Calif. 

Mr. Spooner was with New 
York Hardware Trading Co. 
Los Angeles, for 24 years 4s 
buyer and general manage 
for the sporting goods divi- 
sion. More recently he served 
as buyer for Sun Wholesale 
Co., Los Angeles, fishing 
tackle wholesalers. 
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:UREKA WILLIAMS DIV. 
NAMES REGION MGR. 


A. L. McCarthy, executive 
ree-president of the Eureka 
Division, Eureka Williams 
(orp. Bloomington, Ill., has 
gmounced the appointment 
#f Rudy Hruska as the divi- 
dn’s regional manager in 
targe of the present St. 
louis, Indianapolis and Cin- 
denati branches. 





RUDY HRUSKA 


Mr. Hruska, formerly a 
branch manager for Real 
Sik Hosiery Mills, Inc., and 
sales manager for Rusco 
Windows, St. Louis, will have 
headquarters in St. Louis. 

Other Eureka branches will 
soon be opened in Louisville 
and other cities in the area 
and will be under Mr. 
Hruska’s supervision. 





LANGLEY CHANGES AREA 
REPRESENTATIVES 
Coincident with the in- 
troduction by Richard 
“Dick” Miller, Langley ex- 
ecutive vice-president, of the 








“Longitudinal” glass rod, 
was the announcement of 
changes in territory repre- 
sentation for the Langley 
Corp., San Diego, Cal. Virg 
Nover will take over repre- 
sentation in Minnesota, Wis- 
consin, South Dakota, North 
Dakota, Nebraska, Illinois, 
Ohio, Michigan, from Ster- 
ling Moulton. New repre- 
sentative in the southern 
area, including Louisiana, 
Mississippi, South Carolina, 
North Carolina, Florida, 
Georgia and Alabama is 
Gaines C. Smith, replacing 
H. P. Rabenstein. 

Both Mr. Nover and Mr. 
Smith have an established 
background in the sporting 
goods field. Mr. Nover is 
National Director of the 
Wildlife Federation, and one 
of the country’s leading au- 
thorities on game conserva- 
tion. A merchandising spe- 
cialist, he comes from pri- 
vate business to join Lang- 
ley. Mr. Smith is known 
throughout the south as an 
angler and sportsman, and 
was formerly associated 
with a manufacturer of fish- 
ing tackle. 





NAME BRIDGEPORT CHAIN 
EXPORT AGENTS 


The appointment of Amer- 
ican Steel Export Co., Inc., 
New York, as export repre- 
sentatives of The Bridgeport 
Chain & Mfg. Co., Bridgeport, 
Conn. was announced recent- 
ly by F. A. Diel, Bridgeport 
vice president. 

The American Steel Export 
Co. will handle the complete 
Bridgeport line of welded and 
weldless chain, tire chains, 
fittings, attachments and 
wire specialties. 








Mrs. Neil Coch- 
ran, Snohomish, 
Wash., who 
served at the reg- 
istration desk 
and as a member 
of the entertain- 
ment committee 
for the Seattle 
Congress of 
NRHA, with the 
coat she wore at 
the Boston meet- 
ing last year, to 
sell the idea of 
holding the con- 
vention in Se- 
attle. 
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St. Louis Builders’ Hardware Exhibitors 


Plan to Feature Many New Products 


Builders’ hardware manu- 
facturers who will exhibit at 
the annual convention of the 
National Contract Hardware 
Association and its affiliate 
the American Society of 
Architectural Hardware Con- 
sultants, meeting in St. Louis, 
Sept. 18-21, at the Kiel Audi- 
torium are allowing news to 
circulate that they will show 
many new products. 

Some of the new items will 
include: many new types of 
key-in-knob tubular and cy- 
lindrical case locks, improved 
mortise locks, and _ night 
latches; several new sliding 
door hardware items includ- 
ing hangers with plastic 
rollers that reduce noise and 
require no lubricant plus a 
completely reversible sliding 
door lock that can be quickly 
adapted on the job to doors 
of any hand; butt hinges in- 
corporating at least two 
major improvements of 
prime industry importance; 
improved panic-exit devices 
and a_ new _ intermediate 
grade of these items. 

There will also be a door 
grille and knocker that can 
be installed by drilling round 
holes instead of mortising; 
a new push bar attachment 
for metal doors with narrow 
stiles and requiring no back 
plate; two new types of self- 
aligning cylindrical locks and 
latchsets; entirely new dis- 
appearing towel and pan 
racks, and an amazing new 
manipulation proof combina- 
tion lock and electro lock. 

Outstanding among the con- 
vention speakers is Roy 
Wenzlick of St. Louis, a 
prominent construction in- 
dustry analyst, who will dis- 
cuss possible effects of the 
current building boom in the 
new world political situation 
and who will clarify many 
other points of dollar and 
cents interest to members of 
the industry. 


All official convention busi- 
ness as well as the exposition 
will take place at the Kiel 
Auditorium. Here also will 
be found the main lounge, 
auxiliary meeting rooms, a 
theatre for showing motion 
pictures, a grill room and bar, 
snack bars, a restaurant for 
luncheon, and the Convention 
Registration Desk. In fact, 
everything to interest, enter- 
tain, and feed delegates and 
visitors from 9 A.M. to 6 
P.M. each convention day. 
Principal social events and 
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entertainment activities will 
take place at leading hotels 
and other locations. 

The Quiz Contest, a con- 
vention feature introduced at 
last year’s show, will be re- 
peated because of widespread 
interest and popular demand. 
This contest, which last year 
stimulated impressive audi- 
ence participation, operates in 
much the same manner as 
the famous “Information 
Please” radio program. A 
panel of industry experts, 
divided into teams represent- 
ing different sections of the 
country, are required to an- 
swer “64-dollar” questions 
on builders’ hardware prod- 
ucts, their functions, proper 
application, necessary archi- 
tectural detailing, and so on. 

This year, I. Stauffer Eshle- 
man of the firm of Ostrander 
& Eshleman of New York, 
an outstanding hardware 
authority and past  presi- 
dent of both the Association 
and the Society, will preside 
as Quiz Master. 

The panel of experts is ex- 
pected to include, among 
others, the following well- 
known architectural hard- 
ware consultants: Thomas J. 
Finan, Ratz Brothers Hard- 
ware Co., St. Louis; Martin 
Keatts of Stewart Brothers 
Hardware Co., Memphis; Jno 
Worner, Sr. of Jno Worner 
& Sons, Inc., New Orleans; 
and. Joseph A. Zehnacker of 
Samuel McKnight Hardware 
Co., Pittsburgh. 

Supplementing the official 
Convention and Exposition 
business program, a special 
ladies’ committee and a gen- 
eral entertainment commit- 
tee have mapped out a full 


round of social and entertain- 
ment activities to assure there 
is something worth doing at 
all times. Daytime events 
planned particularly for lady 
visitors include a_ get-ac- 
quainted luncheon at the 
Hotel Jefferson and trips by 
special chartered buses to the 
estate of Joseph Desloge in 
Florissant, Missouri, An- 
heuser - Busch Brewery, 
Shaw’s Garden, the Zoo, and 
the Jewel Box. 

Evening activities include 
the N.C.H.A. cocktail party 
in the Grand Ballroom of the 
Hotel Statler on September 
18; the Hillbilly Party, with 
buffet supper, square and reg- 
ular dancing, at the same lo- 
cation on September 19; en- 
tertainment and dancing 
aboard the Admiral, a Mis- 
sissippi River steamboat, on 
September 20; and the an- 
nual banquet preceded by a 
cocktail party and followed 
by entertainment and danc- 
ing in the Gold Room of the 
Hotel Jefferson on September 
21. 





HIESTAND HEADS NEW 
WESTERN DIVISION FOR 
VAUGHAN & BUSHNELL 

Howard A. Vaughan, pres- 
ident of the Vaughan & 
Bushnell Mfg. Co., 135 S. 
LaSalle St., Chicago, has re- 
cently announced the estab- 
lishment of a western sales 
division with offices located 
at 3636 Wilshire Blvd., Los 
Angeles 5, Cal. This division 
is under the direction of E. 
W. Hiestand, western sales 
manager. 

The company recently con- 
solidated its manufacturing 
operations in its plant located 
at Bushnell, Ill., and opera- 
tions at the company’s Chi- 
cago plant have been dis- 
continued. 


The company will continue 
to maintain its general sales 
and executive offices in Chi- 
cago. Edward C. Howe, Jr, 
vice-president, who was for. 
merly responsible for the 
combined manufacturing op. 
erations in the company’s 
Chicago and Bushnell plants 
has been appointed vice. 
president in charge of sales, 





CONGOLEUM APPOINTS 
PACIFIC WHOLESALERS 


Congoleum-Nairn, Inc, 
Kearny, N. J., has appointed 
wholesalers at six points on 
the Pacific Coast, it was an- 
nounced by T. L. Shaffer, 
vice-president. Murray B, 
Marsh Co., will serve Con- 
goleum-Nairn dealers from 
warehouse stocks at San 
Diego, Los Angeles, Port- 
land, Seattle and Spokane 
while Stewart Hartshorn Co.,, 
will maintain a complete 
stock at San Leandro to ser- 
vice the trade in San Fran- 
cisco and northern Califor- 
nia. 

The new organizations sup- 
plement the activities of pres- 
ent Congoleum-Nairn whole- 
salers in the area. These 
include: Jaeger & Branch in 
Los Angeles, San Francisco 


and Sacramento; Baker & 
Hamilton in San Francisco 
and Sacramento; Marshall 


Wells Co., in Portland, Se- 
attle and Spokane. 

Mr. Shaffer, accompanied 
by W. J. O’Hara, general 
branch manager, and G. L. 
Kolenski, installation man- 
ager, will conduct a series of 
meetings this month to equip 
personnel of the Marsh and 
Hartshorn organizations 
with full information about 
Congoleum - Nairn products 
and the merchandising pol- 
icies under which they are 
sold. 








Ea 





The Women’s Awxiliary of The Denver Pot & Kettle Club, Potholders, 514-15 Mer- 





cantile Bldg., Denver 2, Colo., recently elected officers. Left to right: Mrs. Allen B. 
Carpenter, first vice-president, Mrs. W. G. Cline, historian, Mrs. James H. Thompson, 
recording-secretary, Mrs. John Ranes, corresponding secretary, Mrs. Malcolm Medill. 
president;' Mrs. Cecil H. Boyd, first vice-president and Mrs. Albert M. Solen, treasurer: 
The club meets the second Thursday of each month and has already held a box social. 
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Expect Approval of New Standards For 
Bolt and Nat Sizes by U. S. and Britain 


The heads of the British 
and United States conferees 
feel that the recommenda- 
tions for standardization of 
polt and nut sizes in Great 
Britain, Canada and the 
United States, agreed upon 
recently by delegates from 
the three countries will prob- 
ably be accepted. 

The resolutions of the con- 
ference call for the adoption 
by British manufacturers and 
companies in Canada using 
differing dimensions, of a 
substantial part of present 
United States practice. 

The proposed standards for 
bolt and nut sizes follow the 
accord already reached in the 
screw-thread standards and 
if adopted will make screw 
and nuts interchangeable on 
nearly all machinery, equip- 


ment, vehicles and other me- 
chanical apparatus made in 
the inch-using countries. 

Harry W. Robb, standards 
department, General Electric 
Co., heading the U. S. tech- 
nical delegation stressed that 
the approval would be of par- 
ticular assistance in joint mil- 
itary operations. Sir Anthony 
Bowlby, chief of the British 
delegation said it could be 
expected that if the proposals 
are approved by the British 
standards group, the change- 
over to new sizes would fol- 
low quickly in that country’s 
aircraft, car and bicycle in- 
dustries while conformity 
would probably be achieved 
more slowly in the case of 
bolts and nuts for heavy 
capital equipment. 








MASTER RULE MOVES 
TO MIDDLETOWN, N. Y. 


Master Rule Mfg. Co., Inc., 
has recently moved its offices 
from White Plains, N. Y., to 
larger quarters opposite their 
plant at 40 Mulberry St., 
Middletown, N. Y. 





NATIONAL SILVER 
ELECTS OFFICERS 


National Silver Co., 295 
Fifth Ave., New York City, 
has announced the election 
of the following officers at 
its annual meeting of the 
board of directors: Philip J. 
Bernstein, chairman of the 
board; Morton Bernstein, 
president, and Milton Bern- 


stein, vice-president. Bernard 
Bernstein was re-elected vice- 
president and Harry S. Berk 
was re-elected vice-president 
and secretary. 

At the same time the com- 
pany announced the following 
appointments: Henry Ges- 
sner, general manager and 
assistant to the president; 
Arthur A. Eisenberg, general 
merchandise manager; _ S. 
Charles Freeman, assistant 
to Harry S. Berk, and man- 
ager of china, crystal and 
import divisions; Irving 
Fiske, manager of house- 
wares-gifts division; Arthur 
Franklin and Jerome Kaskey, 
assistants to Walter Jacobs, 
general sales manager. 











Over 100 Hardware Trade Leaders honored Irving J. Feld- 


man, second from left, Keystone Bolt & Nut Co., and Solomon 
Leinwand, third from left, for their leadership on behalf of 
the United Jewish Appeal campaigns, at a dinner at the Essex 


jouse, New York City. At right is Max Sanders, Independent 


Lock Co., who introduced division chairman, James L. Wein- 


tg, American Tack Co., who hailed the outcome of the 


dinner, over $70,000. 
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OBITUARIES 








ARTHUR J. MAY 


Arthur J. May, 70, chair- 
man of the board, May Hard- 
ware Co., wholesalers, Wash- 
ington, D. C., died recently. 
Mr. May had just resigned 
from the office of president of 
the company and assumed 
the position of chairman of 
the board. 





ARTHUR J. MAY 


Mr. May joined the com- 
pany in 1900 as assistant to 
the shipping clerk. He was 
appointed to a counter sales- 
man’s position and eventually 
became an outdoor city sales- 
man, 

After spending several 
years in that capacity, he re- 
turned to the office and held 
several secretarial positions 
until 1909, when he was 
elected vice-president. Upon 
his father, Frank P. May’s 
death, he was named presi- 


dent. Mr. May was also a 
director of The National 
Bank of Washington. He 


served on the directorates of 
the Washington Wimsett Co., 
the Interstate Utilities Co., 
and the Washington Chapter 
of the Boy Scouts. He was 
a past president of the Wash- 
ing Rotary Club and vice- 
president of the Community 
Chest. He was a life member 
of the Congressional Country 
Club and also a member of 
the Columbia Country and 
the Board of Trade. Mr. 
May’s chief interests were 
golf, stamp collecting and 
hardware. 





FRANK A. BOND 


Frank A. Bond, vice-presi- 
dent and secretary of The 
McKay Co., Pittsburgh, Pa., 


died July 3rd, of a heart at- 
tack. Mr. Bond became as- 
sociated with the Standard 
Chain Co. in 1905, and later, 
during World War I, organ- 
ized and formed the National 
Chain Co., Marietta, Ohio. He 
joined McKay in 1919 as 
executive vice-president and 
secretary. Mr. Bond was ac- 
tive in the American Hard- 
ware Manufacturers Associa- 
tion, The National Wholesale 
Hardware Association and 
the Southern Wholesale 
Hardware Association. 

He is survived by his 
widow, Leila Stokey Bond, a 
son and a daughter. 





FRANK A. BOND 





ALBERT W. SANSON 


Albert W. Sanson, Sanson 
& Rowland, Inc., Philadel- 
phia, Pa., and Detroit, died 
recently. In addition to be- 
ing senior partner of the law 
firm, Sanson, Sheer & San- 
son, Mr. Sanson was presi- 
dent of Sanson & Rowland, 
Inc., and secretary-treasurer 
of the Manufacturing Photo- 
Engraving Association of 
Philadelphia. He was a mem- 
ber of the Philadelphia, 
Pennsylvania and American 
Bar Associations and the 
Lawyers and Caveat Clubs. 





GLENN S. MOON 


Glenn S. Moon, buyer in 
The Geo. Worthington Co., 
sporting goods department 
since 1907, when he joined 
the Cleveland company, died 
recently at his home in Lake- 
wood, Ohio. 


143 


¢ 
ef 








Hol ‘em 





e 
err 





ie! 
. 
. 
. 
. 
. 
. 
= 








W 
ba ba ba boos: 


ke 
oY 4 








7. 
a8 48 
. 


Special Report on Outlook for Hardware Trade 
(Continued from page 14) 


let-up is in sight. With the 
mills running at capacity and lit- 
tle hope for expansion, chain 
production in the months ahead 
will be regulated entirely by the 
amount of chain steel allocated 
the chain industry. 

Our hope still is that the mills 
can allocate their steel produc- 
tion without need for the Gov- 
ernment to set up a system of 
steel allocation. Direction for 
almost all prices will be on the 
rising side. Steel and other met- 
als are not likely, however, to 
rise a great deal more unless the 
war gets bigger. And chain 
prices will not be advanced un- 
less there is another substantial 
advance in steel. D. J. Gemmell, 
Executive Vice Pres., Cleveland 
Chain &-Mfg. Co. 


FASTENERS 


We expect to be able to sup- 
ply bolts, nuts, cap screws and 
the like to our customers pro- 
viding orders continue on the 
basis of actual requirements. 
Armament requirements will be 
made in orderly fashion, no 
doubt, by cutbacks of non-essen- 
tial production. During the 
1940-1948 period, civilian re- 
quirements through distributor 
channels took the customary per- 








HARDWARE BUSIN NESS? 





Commodity Prices Up 
For Fourth Month 


Wholesale prices of basic 
commodities rose sharply 
during the 30 days ended 
July 15, advancing the 
wholesale price index of 
the Guaranty Trust Co. 
10.8 points. It has risen 
for four consecutive 
months. Steel scrap and 
tin advanced sharply but 
most metals remained un- 
changed. 











centage of our output and we 
anticipate similar performance 
in the present emergency. 
George S. Case, Jr., The Lam- 
son & Sessions Co. 





ABRASIVES 


Purchases for supplies and 
equipment for armed forces for 
Korea will not tax our produc- 
tion facilities. Sufficient stocks 
available to fill normal orders 
from hardware trade and in- 
creased production facilities con- 
sidered adequate to maintain 
stocks at level to cover antici- 
pated demand for next six 
months. Can ‘see no need for 





scare buying or _ stockpiling. 
Would suggest hardware deal- 
ers and jobbers place normal or- 
ders but keep stocks at planned 
level. F. J. Tone, Jr., Vice 
President, Carborundum Co. 





POWER TOOLS 
Our Home-Utility line of port- 
able electric tools enjoying 


healthy growth in popular ac- 
ceptance and demand through 
retail hardware channels. An- 
nouncing news items this fall. 
Normally would look for con- 
tinued expansion of volume dur- 
ing next six months comparable 
to present trend. Cannot predict 
Government moves on alloca- 
tions. Glen H. Treslar, Vice 
Pres. & Sales Mogr., Black & 
Decker Mfg. Co. 





SPACE HEATERS 


Expect continue production 
Duo-Therm gas and fuel oil ap- 
pliances on a regular basis 
throughout this fall season. How- 
ever, deliveries will undoubted- 
ly be affected by availability of 
steel. Impossible to forecast at 
this time any long-range pro- 
gram until full effect of the war 
program is reflected on domestic 
business. M. F. Coates, Execu- 
tive Vice Pres., Duo-Therm Divi- 
sion, Motor Wheel Corp. 





LOCKS, BUILDERS’ HARDWARE 


We anticipate peak and over- 
time production of “Safe” build- 
ers’ hardware during the last 
six months of 1950. Our un- 
filled order backlog is heavy, 
predicated upon the tremendous 
upsurge of residential building 
in every section of the country. 





Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to May 1950 
($000,000 omitted) 














1989 1940 1941 1942 1948 1944 1945 1946 1947 1948 1949 1950 

RISER EE an ie Fae 39 44 55 89 59 72 87 120 185 204 184 160 

RE ae see 37 41 52 83 64 82 85 126 191 207 178 173 

NEE 00% okotesuldiebien'e ss 48 49 61 93 73 89 103 141 219 246 222 219 

a eee a 47 55 74 93 74 85 97 154 227 256 204 207 

| RE en rere 52 57 77 78 71 86 93 159 216 233 206 231 

Total for § Months....... 223 246 319 4386 = S41 414 4665 700 1088 1146 994 990 
Re ee eee re ee 51 56 77 80 76 89 92 157 202 237 198 
WEE Wel ihsc''s VA Gow RL S:S tierce 45 55 79 73 73 82 89 162 200 227 171 
Serre ae 50 59 82 74 75 91 96 174 204 248 192 
IN soc. sisisinynt 44 sine oo 60 63 87 73 73 90 97 176 222 253 213 
ES aay ae 60 71 91 74 76 94 113 214 254 262 212 
EN Sab «tee Se os. 54 65 80 58 77 89 108 195 212 241 197 
ce thimerinandg Pate 49 67 82 58 75 82 103 185 211 212 175 
TOI EO 6.5 02500 592 682 897 926 866 1081 1168 1963 2548 2826 2352 


Source: Bureau of Census. 
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The demand for prompt deliver- 
ies of builders’ hardware will 
be unusually great this fall be- 
cause of the more than 50 pct 
increase in building permits 
over last year, coupled with 
hand-to-mouth purchasing of 
this last minute necessity. Ob- 
viously, allocations of metals or 
controls of materials because of 
a war economy will restrict civil- 
ian building activities but in all 
probability, institutional build- 
ing completions would be per- 
mitted. Douglas W. Franck, 
President, Safe Padlock Hard- 
ware Co. 


ELECTRIC HOUSEWARES 


Over the next six months the 
production and shipments of 
household appliances will depend 
upon how fast our military plans 
develop. In the meantime, de- 
mand for appliances will con- 
tinue at a high rate, due to in- 
creased normal seasonal de- 
mand, coupled with inflationary 
pressures and scare buying. AIl- 


location of steel and other essen- 
tial materials which are expect- 
ed momentarily will mean a cut- 
back in production. Net result 
adds up to higher costs and 
higher prices. Allocation of sales 
can be expected—how soon and 
how much will again depend 
upon, the development of our 
country’s military plans. These 
plans must be given priority 
over everything. We have al- 
ready advised the government 
that our plants are available for 
war-work any time they give 
the word. We would much rath- 
er continue making appliances, 
but we can go from bread toast- 
ers to bombs again if our coun- 
try needs us. Leonard B. Hur- 
witz, Controller, Dominion Elec- 
tric Corp. 


SAWS 


In the last week or two there 
has been a considerable increase 
in incoming orders. We feel the 
impact of the indirect effect of 
national defense will have much 





Wholesale Hardware Sales’ 


By Geographic Divisions, for May, 1950 











Percent Change 
May 1950 vs. 
a ae Number , dain 
yeographi of May Apri 
Division Firms? 1949 1950 
U.:8. TOTAL....... 305 +12 +12 
New England....... 21 +18 +17 
Middle Atlantic... .. 68 +14 +15 
East North Central. . 43 +17 +16 
West North Central. .| 37 +4 +11 
South Atlantic...... | +18 +11 
East South Central 23 +12 +13 
West South Cen | 22 + 5 +9 
SE 9 +15 +9 


SALES REPORTED 


— _— 


$76,558 $68,576 $68,162 


CUMULATIVE SALES: 


Amount (Add 000) January~ January- 


May May 

1950 1949 = Percent 
(Add 000) (Add 000) Change 
$331,546 $334,476 -1 


1,940 1,643 1,661 7,219 7,036 +3 
11,051 9,660 9,631 44,567 45,524 —2 
13,104 11,223 11,298 55,930 52,269 +7 
12,575 12,140 11,308 55,939 58,872 —5 

9,327 7,937 8,373 44,332 45,050 —2 

5,875 5,248 5,219 23,772 23,745 0 


May May April 
1950 1949 1950 





8,732 8,349 8,020 40,158 41,146 —2 
B 1,968 2,063 9,981 10,095 -1 
11,696 10,408 10,589 | 49,648 50,7 2 





1—Includes 9 reports received too 
published releases. 


late to be incorporated in Census Bureau 


2—Includes reports received too late for inclusion in previous monthly totals. 
%—-Number does not apply in all cases to the cumulative figures. 








Wholesale Hardware Inventories’ 


By Geographic Divisions, for May, 1950 


the same result as occurred in 
the last war. We also feel that 
the necessity of overbuying on 
the part of distribution is not 
necessary. A policy of this na- 
ture simply adds to the general 
confusion on raw materials and 
finished goods inventory. It is 
our company’s policy to pursue 
to the best of our ability a con- 
servative policy in keeping with 
the “non-hoarding principle” ad- 
vocated by our government. This 
will permit the even distribu- 
tion where the needs of all are 
recognized. R. F. Ellis, Asst. 
Gen. Sales Mgr., E. C. Atkins & 
Co. 


LOCKS 


Completely swamped by flood 
of orders coming to us because 
of expected shortages resulting 
from the war emergency. All 
kinds of materials and machine 
tools becoming more difficult to 
obtain. Shortages in these two 
items occurring daily. Because 
of this it is very apparent that 
we will not be able to fill all the 
orders we are receiving. Like 
all other manufacturers we are 
facing a very difficult situation. 
However, if the war emergency 
continues construction undoubt- 
edly will be severely curtailed. 
This may be the solution to the 
problem. Charles Kendrick, 
President, Schlage Lock Co. 


MOWERS, WATER SYSTEMS 


Our program for the next six 
months is being prepared for re- 
lease to the trade before Aug. 
15. Prices will be increased 
slightly. Our first increase since 
a drastic reduction a year ago. 
Having faith in the future, we 
will introduce some new models. 








End-of-Month Inventories (Cost) 








Stock-Sales Ratios? 


a itete Weeks’ Supply 
Percent Change of Inventory 
May 1950 vs. Amount (Add 000) on Hand 
Number ‘ : : 
Geographic of May April May May April May May April May May 
Division | Firms 1949 1950 1950 1949 1950 1950 1949 1950 1950 1949 
UNITED STATES TOTAL. ' 230 +2 +1 $133, 152 $130,484 $131,463 215 241 239 12.7 14.2 
New England................. 15 +1 -1 | 4,231 4,182 4,275 275 322 327 | 16.2 19.0 
Middle Atlantic.............. } 45 + 5 —2 14,880 14,184 15,207 187 197 | 9.9 11.0 
East North Central........... | 38 +9 +2 25,820 23,720 25,323 213 226 240 | 12.6 13.3 
West North Central..... 11... Poon OF +6 +7 26, 538 25,089 24,826 251 22 =| = (15.1 14.8 
South Atlantic................ | 45 +2 -3 14,760 14,490 15,224 167 196 194 9.9 11.6 
East South Central............ 14 +5 —6 | 5,796 5,511 6,180 165 179 205 9.7 10.6 
West South Central........... 14 —3 +5 13,961 14,396 13,280 225 271 243 13.3 16.0 
ise dont pis «énmoeae +19 +5 3,116 2,613 2,972 302 318 18.0 17.8 
ME i dda veuwamanne | 22 -9 —1 24,050 26,299 24,176 253 322 279 14.9 19.0 





1—Includes 8 reports received too late to be incorporated in Census Bureau published releases. 

2—Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the 
quotient by the number of weeks in the month. Sales include direct shipments and consignment business. Weeks supply 
is lower than if based on cost of sales 
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from owned stocks. 





HARDWARE AGE, AUGUST 10, 1950 

























pound 
ged, le 
for ea 
ically | 
able 

Lock-t 
Hamm 
speed 
450 1 
Natur 
handl 


Get ne 
alog w 
tion © 
line o 
tric T 
home, 








curred in 
feel that 
uying on 
on is not 
' this na- 
e general 
rials and 
ry. It is 
0 pursue 
ty a con- 
‘ing with 
*iple” ad- 
ent. This 
distribu- 
f all are 
is, Asst. 
Atkins & 


by flood 
because 
resulting 
icy. All 
machine 
ficult to 
ese two 
Because 
ent that 
] all the 
y. Like 
we are 
tuation. 
ergency 
ndoubt- 
irtailed. 
1 to the 
ondrick, 
Co. 


EMS 


ext six 
for re- 
e Aug. 
-reased 
e since 
ir ago. 
ire, we 
nodels. 














HARDWARE AGE, AUGUST 10, 1950 


LPHYR 


PORTABLE ELECTRIC 
Y2-INCH DRILL 


Consistently Advertised 
NATIONALLY 


Model 500 (with Jacobs 
Hex Chuck) 


Retail Price $29.65 
Model 510 (with Jacobs 
Gear Chuck) 

Retail Price $34.65 


_Gheck These Features 
For MORE Drill Sales 


ze ee | 

% 

AN Streamline design; 
weighs only 9 


pounds, but it’s powered for rug- 
ged, lasting service and engineered 
for easy, precise handling. Dynam- 
ically balanced. Side handle remov- 
able for close-quarter drilling. 
lock-type, instant-release Cutler- 
Hammer trigger switch. Full-load 
speed, 300 rpm.; no-load speed, 
450 rpm. Full %” drill capacity. 
Natural satin finish—a beauty to 
handle, a winner on sales. 









Get new 16 page cat- 
alog with full informa- 
tion on the complete 
line of Portable Elec- 
tric Tools for farm, 
home, and shop. 









(PET) PorTABLE ELECTRIC TOOLS, INC 


332 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Avenue, Toronto 13 





Will book future orders for de- 
livery from our steady produc- 
tion, anticipating reasonable 
quantities of materials from our 
suppliers who have been very 
loyal during the past 30 years. 
E. A. Jacobsen, V. P. & Gen. 
Mogr., Jacobsen Mfg. Co. 





HAND TOOLS 


We picture our lines as being 
oversold, at least for the balance 
of the present year. Distribu- 
tors have been cautious in their 
buying during the past year. 
Due to recent happenings in the 
international situation, the con- 
sumer has become apprehensive, 
fearing shortages, and he is buy- 
ing more than his current re- 
quirements. This unusual de- 
mand will lead to placing of un- 
balanced orders with the jobber, 
who in turn will put greater de- 
mands on industry. Naturally 
the manufacturer will be forced 
to place rush orders for larger 
quantities of raw materials. 
This demand is likely to force 
our Government to place re- 
strictions on buying of such ma- 
terial. 

Our suggestion to the dealer 
is that he should not build up 
his stock to an unbalanced in- 
ventory. Should this interna- 
tional situation be cleared up 
suddenly, the dealer should 
watch out that he does not have 
a stock of material that might 
become a liability instead of an 
asset. Whatever the demand may 
be, we fell certain that most 
manufacturers and distributors 
will endeavor to assure an equi- 
table allocation of goods to their 
customers. C. W. Otto, Vice 
President, Miller Falls Co. 





CHAIN 


Discourage speculative buy- 
ing. If necessary manufactur- 
ers can place their customers on 
an allocation basis in line with 
past sales. Encourage price and 
wage freeze. If necessary roll 
back to June 1 if study proves 
advisable. W. D. Kirkpatrick, 
vice President, American Chain 
& Cable Co., Inc. 





TOOLS 


Prior to Korean war we anti- 
cipated that sales would improve 
during latter part of year and 
consequently will have adequate 
stocks from which to make ship- 





Display The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


POWER SAW 
ONLY DQ Retail Price 
Model 625 


Portable Electric 
Hand Saw 





. + With these big sales 
and performance features! 


Aa! Ad Neighs only 10% pounds 
g. 3 Angular Adjustment 90° to 45° 


ak 
oe) 17 Depth of Cut 0” to 2%” 
x Graduated Ripping Guide 
S ‘/ Plus many others 


It's designed by experts for easy, fast, 
precision work. It has perfect balance 
for one-hand operation, plus plenty of 
power. Streamline design with motor 
drive to blade through precision-cut 
bronze helical gears. Air baffle clears 
sawdust from line of cut. Safety guard 
keeps blade covered when not cutting 
—automatic return. Complete with 6 4” 
combination blade; 10-foot, rubber- 
covered, 3-wire (with ground wire) cord 
and plug. Other types of blade avail- 
able. 

Beautiful hammerloid-finish, $625 
steel carrying case, extra... oo 








SEND TODAY. Get new 16-page 
catalog with full information 

on the complete line of 

Portable Electric Tools for 

farm, home, and shop. 


(BEF) PORTABLE ELECTRIC TOOLS, INC. 


332 West 83rd Street, Chicago 20, Illinois 
in Canada: 369 Danforth Avenue, Toronto 13 
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TWO 
STEPS TO 
SMOOTHER 
PROFITS! 











Divergent corrugations, saw style, drive across} 
or with grain. Available in tempered cold rolled} 
steel, galvanized and solid brass. 
DEPTH: %”, %”. V2%, %", %”, %”, 1” 
TIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


BULK: in kegs of 50 or 100 Ibs., and cara 
of 500 or 1000. 





















ost Popular Wood Joiner— 


— For Everyone! 


W NATIONALLY ADVERTISED! 
See your rein write direct! 








gine or COnnucatt? t 
*REG. U. S. PAT. OFF. 








aac Metal 7 Co., Inc. 


Hf 


232 Third St. Brooklyn nS, &. ¥. 


ments for expected demand. See 
no need or justification for spec- 
ulative buying. H. C. Pease, 
Stanley Tools. 


HOUSEWARES 


Housewares manufactured by 
Nesco use steel almost entirely 
as base material. Under normal 


' | conditions steel has been in short 


supply. Shortages have been fur- 
ther aggravated by Korean sit- 
uation. We expect to obtain 
reasonable quantities of strategic 
materials to manufacture our 
major products, but there is a 
possibility of some shortages and 
also Government restrictions on 
manufacture of what it considers 
unessential items. During last 
war many of our products were 
considered essential and provi- 
sion was made by Government to 
furnish us material to take care 
of our normal requirements. Un- 
doubtedly similar provisions will 
be made if the present emergency 
becomes more acute. We have no 
present plans to allocate mer- 
chandise and urge your as- 
sistance in keeping so-called 
scare buying to a minimum. 
William Howlett, Executive Vice 
Pres., Nesco, Ine. 





TOOLS 


We are glad to tell the hard- 
ware distributing trade through 
you that wartime economy has 
started, which means that all 
critical materials such as me- 
chanics hand measuring tools 
and precision instruments, tapes, 
ground flat stock hack saws and 
band saws which will be used in 
a preparedness or war effort will 
be in critical short supply very 
soon. Prices have risen recently 
on these items and are apt to go 
higher. In addition priorities 
will soon be necessary. There- 
fore, in our opinion, hardware 
distributors should increase 
stocks as much as they can as 
soon as possible. W. J. Greene, 
V. P. & Director of Sales, L. S. 
Starrett Co. 


PAINTS AND VARNISHES 


Our paint dealers report ex- 
cellent May and exceptionally 
good June consumer paint busi- 
ness. In our opinion outlook for 
next several months favorable. 
However, see nothing in the pic- 
ture to warrant unseasonable or 
speculative forward paint buy- 
ing at this time. Have consis- 





tently urged dealers to carry 











YOU ... AND SHARON'S 
CC and FC 
CAP SCREW GROUPS 
TWO SEPARATE GROUPS—A COMPLETE DEPT. 


| 


1114 PIECES 
® 


te WEXRGER NERD CAP seats wa ™ - 
——— COMPLETELY 

[" REFILLABLE 
q ‘ngaacon wean Cap ter ects Wa “ 
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| 4" = WEAR ‘ap scatys v2 on a 
rm Mexacon wi NERD CAP StREWS , ONE nour SAE 
=-_—— HEXAGON HEAD 
1 GROUP = 1 FOOT OF SHELF SPACE s 
5 ASSORTMENTS IN A GROUP hk 


Ask your jobber or write direct 


Shavit Bot and Screw le 
REFILLABLE 
REFI LLAB LE 


















10, MASS. 











REFILLABLE 


Shavon Flt and Scheu Co 








BOSTON 10, MASS. 
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ample stocks to give good cus- 
tomer service. Surveys have 
shown moderate or low inven- 
tories on dealers’ shelves. Good, 
though late, consumer spring 
buying has kept these invento- 
ries low. In our opinion, deal- 
ers should continue to buy only 
on a replacement basis, consis- 
tent with giving good paint ser- 
vice to customers, without any 
effort to build inventories be- 
yond that, now that peak of 
spring season is past. C. M. 
Lemperly, Vice Pres. & Dir. of 
Sales, Sherwin Williams Co. 





POWER TOOLS 


Foresee big increase in de- 
mand for Skil home shop tools 
and have already planned large 
increase production for last six 
months 1950. Prices steady to 
rising. We are checking our 
methods constantly to reduce 
manufacturing costs to offset 
rise in raw material prices. Sug- 
gest dealers place orders at fre- 
quent intervals rather than one 
large order to avoid excessive 
inventory conditions. Paul 
Watts, General Sales Manager, 
Skilsaw, Inc. 


HOUSEHOLD STOOLS, TABLES 
In spite of war we have rea- 


sonable assurances from sup-_ 


pliers that lead us to believe 
good production can be main- 
tained. In spite of tightening 
conditions our outlook for the 
balance of the year is steady 
production, slightly increased 
over spring. We advocate no 
scare buying and believe that 
although durable goods will be 
alittle scarce there will be about 
enough of everything for every- 
one. Clarence O. Hamilton, Sec- 
retary, Hamilton Mfg. Co. 


POWER TOOLS 


We anticipate next six months 
to be excellent business. Difficult 
to determine at this time how 
much unseasonably high busi- 
ness now attributed to interna- 
tional situation. If it continues 
will have to go on allocation. J. 
A. Proven, Vice President, Por- 
ter Cable Machine Co. 


VISES 


Believe dealers stocks were 
low until a month ago when in- 
creased buying developed in 
order to round out well balanced 
inventory in anticipation of 











Crerleas 


GAS 
CIRCULATORS 







Radiant and pe front fully 


vented models. 
20,000 to 60,000 B.T.U. sizes. 
Manual or Automatic Controls. 
NEW Silver-Tan finish. 


NEW Seam Welded gas tight 
heating sections. 
A. G. A. Approved. 


Write NOW for complete NEW 
literature on the line that sells. 





Forced air and gravity, Gas Circulators — 
Unit Heaters — Panel Heaters — Wall 
Heaters — Radiant Heaters. 


LOUISVILLE 10, KY. 


PEERLESS MANUFACTURING CORP, 














ALASKA—Tops Them All! 


— in Design and 








Operating Features 
that mean 
EXTRA Sales! 


The streamlined design and quality con- 
struction of the Alaska Freezer makes for 
easy operation, quick freezing and excep- 
tionally smooth ice cream or sherbet. 
Check Alaska for quality, value and sell- 
ing features. 


Household Sizes: 


Hotel Sizes: 


2 to 10 Ots. 
12 to 20 Ots. 


SIX BIG FEATURES FOUND ONLY IN THE ALASKA 











Tue ALASKA FREEZER Co., INc., WINCHENDON, Mass. 
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Better ae TOOLS 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout .. . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
eut rapidly and easily, hold their 
keen edge. 







TRONG BROS. TOOL CO. 


“The Tool Holder People” 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, KL. 


ARMSTRONG BROS. 
























S10¢K 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


© Constant Demand—The de 
mand for the “Chicago” line makes it 
easier to sell—it’s the line for replace- 
ment used in original assembly au 
fields of manufacture. Why? 

© They're Stronger— More uniform—give 
a ae fit for every replacement need, 





y a Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell." 
© Better Service—In “Chicago” 
plant facilities and reduction means 
‘round the clock" service, higher quality, 
ter packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor: 


Hexagon Head on Screws, Steel and Brass * 
Square Head and Headless Cup Point Set Screws 
* Semi-Finished Hexagon Nuts, Steel and Brass © 
Castellated nats e © Filter and Flat Head 
‘aper Milled Studs © 


The CHICAGO SCREW COMPANY 





scarcities or price increases or 
both. Furthermore, about two 
weeks ago there was every evi- 
dence of heavy buying by jobbers 
for the same reason. I cannot see 
lower prices in the visible future. 
Dislike to express these opinions 
as grouped with others, of un- 
doubtedly the same thinking, I 
believe will add fuel to the fire. 
H. F. Seymour, President, Co- 
lumbian Vise & Mfg. Co. 





HAND TOOLS 


Re tool situation, can see no 
delivery troubles ahead as in- 
creased facilities made available 
since last war are ample unless 
manpower is lost, heavy Gov- 
ernment buying starts or trade 
becomes fearful and starts pyra- 
miding orders. Steel situation 
still satisfactory here but future 
shortage or rationinp will af- 
fect production. Cannot foretell 
price situation as future trend 


| of labor and material costs will 


govern. R. J. Samuelson, Man- 
ager, Tool Sales, Greenlee Tool 
Co. 


PUTTY 


Korean situation is no reason 
for excessive buying of our 
products. We can assure ade- 
quate and prompt supply of 
Flexiseal (caulking compound) 


| and Landen (putty) products 





over the next several months, 
and see no reason for any dras- 
tic price advance in these prod- 
ucts. Panicky buying and un- 
warranted price advances are 
absurd; both simply add fuel to 
the flames of inflation, harm all 
of us and the nation and help 
the enemy. C. J. Landen, Presi- 
dent, Landen Putty Works. 





Some Linoleum Lines 
To Go Up on Sept. | 


Price increases ranging from 
3 pet to 7 pct on felt base rugs 
and certain lineoleum lines was 
announced by Sloane - Blabon 
Corp., effective Sept. 1. The com- 
pany had reduced prices on some 
of its felt base floor coverings 
from 6 pct to 10 pct on June 19 
for “competitive reasons.” Prices 
were cut at that time by Con- 
goleum-Nairn, Inc., and Arm- 
strong Cork Co., the two largest 
makers of felt base rugs. 


Heavy weight regulars and 


HARDWARE AGE, 





Ad Allays Fear of 
Tire Shortage 


General Tire & Rubber Co., 
concerned over newspaper re- 
ports of a widespread wave of 
“fear buying” of tires, bought 
newspaper space to assure 
consumers that “despite false 
rumors, there is no reason for 
anyone to be stampeded into 
buying tires through fear of 
rationing.” 

“There is no shortage of 
tires. No threat of one,” said 
the advertisement. “Thanks 
to American research and in- 
dustrial know-how, our supply 
of rubber—for tires vastly 
superior to prewar—is tre- 
mendous. 

“All rubber manufacturers 
have plenty of tires to sell. So 
if you need tires by all means 
buy them.” 











off-goods of felt base rugs will 
be boosted 6 pct and standard 
weight types will be increased 7 
pet. Light gauge “marblestone” 
linoleum regulars will be in- 
creased 3 cents a yard and the 
standard gauge “marblestone” 
type will be lifted 4 cents a yard. 





Says Credit Restriction 
Needed for Emergency 


President Truman’s appeal for 
a revival of restrictions on in- 
stallment buying was justified by 
the emergency, according to a 
statement by Arthur O. Dietz, 
president of C.IL.T. Financial 
Corp., one of the largest install- 
ment credit companies. War- 
time experience of these controls 
was most successful, he said, and 
he did not anticipate any “ad- 
verse effects” from their re- 
vival. 


Thor Clothes Dryer 
Drops 16%, in Price 


A 16 pct reduction has been 
made in the retail price of the 
Thor electric clothes dryer. The 
price was cut from $239.50 to 
$199.50. The reduction was due 
to savings in production costs 
which resulted from higher sales, 
according to the company. The 
industry’s sales of clothes dryers 
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Z Cut better, easier — last longer 


| 4 Design of special steel cutting blade 
practically eliminates spreading 


| la New plastic-covered comfort grips 
No slipping no blisters 


& Positive thumb lock 











New Plastic Package 





Bigger FALL 


® Your customers 
see the super- 
refined clean- 
ness through 
the transparent 
B package. “The 
germination is sealed in!” 
/ ® Fall season’s an increasingly 
big selling season on WHITNEY'’S Seed. We 
advertise WHY fall sowing pays and why 
WHITNEY’S Seed means better lawns. Write 
for full information — prices, advertising plans 
and FREE Dealer Helps — today. 


























WHITNEY SEED CO.,INC., Buffalo 5, N.Y. 
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ESTAR Eee r970 TELOPmMONE JaCetQn tee 


MICKLIN LUMBER COMPANY 


GAMERA, OFFICES © Ite AND MICHOLas STREETS 


OMAHA 18. NEBRASKA ¢ qt 


The Rugol Company ‘S Oo <ERo 
176 Franklin Street <\\9 x LEN Ewe? 
New York 13, ¥.Y, NT ye REY 

A 


Gentlement 


Mr, Burns, our hardware buyer, just call- 
ed my attention to the merchandise that was 
recently bought from your company and! am 
very happy to say that it meets up to what 
you say in your catalogue, and we are very 
happy about it. Rest assured that you will 
get more business from us, Will you please 
keep us on your mailing list, Thanking you 
again, 

Yours very truly, 


Micklin Lumber Company 
, Ae (; 
Albert A, Namen 
WRITE today for a copy of 
“HARDWARE AND TOOL BARGAINS" 
to 


THE RUGOL COMPANY 


176 Franklin Street 
New York 13, N. Y. 
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CAN’T RUST 


Made of high strength No-Rust Alloy 
‘Built to Navy Specifications; 
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Order % inch size which 
covers practically 100% 
user requirements. 


¢ 
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"PRODUCTION ENGINEERING CO. 
Berkeley 10, California’. ae 




















For Fast Sales... 
Easy Rental... 
or Your Own Use 


Light and fast, or heavy duty— 
there is a complete line of RED 
DEVIL Floor Polishers with 
accessories to fill your 
demands. Order thru your 
\er or write for facts. 


RED DEVIL 
FP11 
11” BRUSH 
UNIVERSAL 
MOTOR 


11” BRUSH 
A. C. MOTOR 
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in 1950, Thor estimated in a let- 
ter to its distributors, will show 
a 133 per cent increase over last 
year’s total volume of 105,700 
units. 


Moderate Increase in 
Inventories Noted 


Considerable optimism exists 
that business, which at mid-year 
was at the highest level of 1950, 
will remain at this point through 
most of the third quarter, a sur- 
vey by the National Association 
of Purchasing Agents indicates. 
There was a substantial rise in 
output and new orders in June, 
in anticipation of vacation shut- 
downs. 

Buyers, it was said, were 
watching the price trend close- 
ly. The rise in metals featured 
commodity price changes in 
June. Some reversion to the use 
of lower cost substitutes was re- 
ported. 

A third of the purchasing 
agents surveyed said there had 
been a moderate increase in in- 
ventories in June, in accord with 
higher production. Most of those 
reporting said they are increas- 
ing or maintaining satisfactory 
turnover rates. There were some 
reports that production is un- 
balaneed by the slow delivery of 
hard-to-get materials. 





Wage, Salary Payments 
Hit All-Time High 


Wage and salary payments in 
May were at an annual rate of 
$139.2 billion, an all-time high 
level, reports the Dept. of Com- 
merce. This was a $1.1 billion 
rise over the April rate. Most of 
the increase, said the depart- 
ment, occurred in the durable 
goods manufacturing industries. 
Part of the gain was attributed 
to settlement of the Chrysler 
strike. 

Total personal income for May 
was at an annual rate of $212.2. 
This figure excludes veterans’ in- 
surance dividends which amount- 
ed to $95 million in May, as 
against $345 million in April. 
The department said that all but 
5 pet of the dividends had been 
paid out by the end of May. 
These payments had been an im- 
portant stimulus to consumer 
buying in the early months of 
the year. 


Income of proprietors, both 





———-AN ARTMOORE PRODUCT—— 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 














FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything youand 
your customers want: 






alls at only $2.95. 
See your jobber or write 


ARTMOORE CoO. 


Dept. A-80, 1319 North 3rd Street 
Milwaukee 12, Wisconsin 






















CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/," to 1" Sizes 
Write for Catalog 
PITTSBURGH NIPPLE WORKS, Inc. 








1455 Spring Garden Ave., Pittsburgh 12, ro 























AMERICAN CANCER SOCIETY | 
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farm and non-farm, was at an 
annual rate of $41,500 million, 
as against $39,800 million in 
April. About $1,100 million of 
the $1,700 million rise went to 
farmers. This was due to larger 
receipts from livestock market- 
ings and partly to higher prices. 


June Construction Awards 
1°%/, Below All-Time High 


Construction awards in June 
held almost level with the high 
rate in May, according to F. W. 
Dodge Corp., construction news 
and marketing specialists. 

The June total was only less 
than 1 pct below the all-time 
monthly record high of $1,350,- 
496,000 in April. 

Dodge’s June total of reports 
in the 37 states east of the 
Rockies was $1,345,463,000 as 
compared with $1,347,603,000 in 
May, a decline of only $2,140,000. 
The June figure this year was 42 
pet greater than June, 1949. 

For the first six months of 
1950 the Dodge reports of con- 
struction awards totaled $6,854,- 
148,000, which was 53 pct greater 
than the corresponding figure 
for 1949. 

Residential awards in June de- 
clined 7 pct from the May figure, 
but were 69 pct ahead of June, 
1949. The six-month figure for 
residential awards was $3,257,- 
125,000, almost exactly double 
the six-month total for 1949. 

Non-residential awards in June 
were 32 pct ahead of June, 1949. 


Electrical Wholesale 
Sales High; Stocks Lower 


Total sales of all electrical 
good wholesalers in May were es- 
timated by the Office of Business 
Economics, Department of Com- 
merce, at $469 million, the high- 
est since December, 1948. This 
was a rise of $62 million, or 9 
pet above April, and of $65 mil- 
lion, or 12 pet, over May, 1949. 
Cumulative sales for the first five 
months of this year were 6 pct 
above the same 1949 period. 

Total inventories of all electri- 
cal goods wholesalers at the end 
of May were estimated at $634 
million, a rise of $9 million or 
3 pet, over April but $93 million, 
or 13 pet below stocks on hand a 
year earlier. 


Sales of retail radio and house- 
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(OR LOCKS THAT STICK 
OR RUST OR FREEZE, 
THE BEST PROTECTION 1S 


LOCK-EASE™ 


OGraqphised 
LOCK FLUID 










LOCK: EASE GIVES YEAR ROUND PROTECTION 
AMERICAN GREASE STICK CO. musnecon,micwican 


MORE PROFIT 


ON EVERY SALE 
WHEN YOU SELL 
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Gamester’ 


MODEL 348 - 


Yes .. . you make $1.77 more than 
you do in selling any other bolt action 
tubular repeating shotgun. Put this 
extra profit in your pocket. Buy 
direct from H&R. 


NO QUANTITY 
REQUIREMENT 


MAKE MORE MONEY 








BUY DIRECT 














H&R Warehouses in Atianta, Chicago, Dallas, San Francisco 


322-M Park Avenue 
Worcester 2, Mass. 


For Faster Shipping Service . . . 
HARRINGTON & RICHARDSON ARMS COMPANY 
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hold appliance dealers were esti- 
mated at $244 million during 
May, a rise of $1 million over 
April and $30 million over May, 
1949. 


RCA to Finance Credit 
Sales Up to 6 Months 


Arrangements have been com- 
pleted by the RCA Victor divi- 
sion of Radio Corporation of 
America with Commercial Credit 
Co. under which the finance com- 
pany will finance sales of RCA 
Victor products from distrib- 
utors to dealers and underwrite 
time payment sales by dealers to 
consumers. 

A dealer ordering merchan- 
dise from a distributor may pay 
down as little as 10 pct of the 
invoice price plus freight. Com- 
mercial Credit will then finance 
the remaining 90 pct for varying 
periods up to six months. 

Before delivery of the item to 
the consumer the dealer will be 
required to pay the finance com- 
pany the amount due in cash or 
submit a retail time payment 
contract. Although the dealer 
agrees to accept contingent lia- 
bility in case of default by a pur- 
chaser, Commercial Credit pro- 
vides a 10 pct loss reserve for 
the dealer out of the finance 
charges. The finance company 
also handles the details of credit 
and collection activities at no 
cost to the dealer under the re- 
tail time payment sales plan. 


June Was 11°, Better 
For Large Independents 


June sales of a cross-section 
of large independent retailers 
throughout the country showed a 
11 pet rise over the same 1949 
month, and gained 3 pct over 
May, 1950, the Census Bureau 
reported. Sales of lumber and 
building materials were 43 pct 
ahead of a year ago and 7 pct 
above the May level. Motor ve- 
hicle dealers enjoyed a 27 pct 
rise over a year ago and a 10 
pet increase over May. 

Furniture store sales in June 
were up 8 pct from a year ago; 
gasoline service stations had a 3 
pet rise; independent food stores 
were up the same amount; de- 
partment stores were virtually 
unchanged from a year ago. as 
were drug stores; general stores 
and jewelry stores were off 
slightly from June, 1949. 





$7 Billion Spent for 
Major Items in 1949 


Each of more than 20 mil. 
lion spending units purchased 
at least one major consumer 
durable item other than an av- 
tomobile in 1949, according to 
the 1950 survey of consumer 
finances, published in the July 
Federal Reserve Bulletin. 
While this was probably a new 
record for number of purchas- 
ers, the $7 billion which it was 
estimated was spent for these 
goods was no larger than the 
1948 total. 

Purchases of furniture, re- 
frigerators, radios, washing 
machines and other large ap- 
pliances were no more fre- 
quent, or less so, than in 1948, 
Purchases of television sets, 
however, were several times 
as frequent as in 1948. The 
median amount spent by con- 
sumer on_ selected durable 
goods was found to be $250, 
the same as in 1948. 











Output Per Man-Hour 
Well Above Pre-War Level 


Industrial productivity, or out- 
put per man-hour, has turned 
upward and is now substantially 
above prewar levels in most of 
the 133 manufacturing companies 
included in the latest survey of 
business practices conducted by 
the National Industrial Confer- 
ence Board. Principal contribut- 
ing factors given for the im- 
provement were new plant facili- 
ties, competitive markets and 
closer labor-management coop- 
eration. 

Only seven of the 133 manu- 
facturers surveyed reported that 
they had not reached their 
productivity goals. 


Aluminum Production 
Highest Since War 


Aluminum production in May 
was the highest for any month 
since 1945, reported the Alumi- 
num Association. May output of 
primary aluminum totaled 123.- 
858,511 Ib. This compared with 
117,493,525 Ib. in March, the re 
cent peak month. Sheet, plate 
and strip shipments in May 
amounted to 87,339,640 lb. com- 
pared with 90,816,431 lb. ™ 
April. 
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Cory in Full Production 
On Electric Dishwasher 


Full scale production of Cory 
Corporation’s new Matic Maid 
electric dishwasher has started 
at the company’s main Chicago 
plant. The schedule calls for a 
daily output of 200 to 250 units. 
The machine, a portable dish- 
washer that washes a full family 
dinner service for four persons, 
was introduced last November. 
It retails for $89.95. 


Glidden Sales Up 
$6 Million in Year 


A $6,000,000 rise in sales of 
the Glidden Co. in the fiscal 
period, Oct. 31, 1949, to June 15, 
1950, over the same period in the 
previous year was reported by 
Dwight P. Joyce, president. The 
sharp rise, he said, was due to 
a 10 pet gain in paint and var- 
nish sales; a 30 pct gain in the 
chemical division and 15 pct in 
the vegetable oil division. 


Stewart-Warner Lowers 
Prices on Two Models 


Stewart-Warner Corp. has in- 
troduced its new line of 10 tele- 
vision receivers. There were only 
six models in last year’s line. 
Two models in the new line com- 
parable with 1949 receivers are 
priced from $10 to $20 cheaper. 


Brand Preference Study 


The St. Paul Dispatch-Pioneer 
‘Press 4th Annual Report of Con- 
sumer Brand Preferences, based 
on an analysis of the St. Paul 
city zone, has been issued in a 
162-page, spiral bound book. The 
survey gives a picture of the 
relative standing of brands on a 
preference basis for each of 
scores of items for home or per- 
sonal use. Home appliances of all 
kinds were included in the study. 


Vacuum Cleaners 


Factory sales of standard-size 
household vacuum cleaners in the 
first half of 1950 showed 15.8 
pet increase over the same period 
in 1949, the Vacuum Cleaner 
Manufacturers’ Association re- 
ports. Sales in June were 20.6 
pet higher than in June, 1949. 











Boost your Fall and Holiday Sales with the 


‘ "600" 
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PINKING SHEARS 





Modern design, fully nickel-plated, feather- 
weight! New automatic stop keeps teeth 
always in perfect mesh. Pinks heavy and 
light materials. Replaceable cutting blades. 






... and the new 


KLEENCUT 


PRECISION PINKING SHEARS 


ONLY ey 1 


RETAIL 







3 


ONLY $22 


RETAIL 


ALSO AVAILABLE 


No. 603—identical design, black enamel 
handles, nickel-plated blades.......... 







Visit us at National 
Hardware Show 
Booth 72 and 73 

Grand Central Palace 
New York 

October 2 to 6 


Automatic Stop keeps teeth always in perfect 
mesh. 

Cutting blades scientifically synchronized and 
adjusted to give lasting satisfaction. Will pink 
both light and heavy materials. Special Adjust- 
able Tension Device. 

Solid one-piece construction. 
Handles, Nickel-plated Blades. 
weight 5 oz. 

OrpvEerR No. 180 for big last-quarter business. 


Black enamel 
Length 7 in., 


Eversharp and Kleencut offer Maximum 
Dealer Profits—See your Jobber 


The ACME SHEAR C0., Bridgeport 1, Conn. 


World’s Largest Manufacturer of Scissors and Shears 
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Another 


PROFIT-MAKER 
For You 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRIC*-RADIATOR 












RETAILS 


Regularly at 


$22.95 


4500 BTU 





Provides quick, 
abundant heat where 
and when wanted! ‘ 


OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. Uses 

no water, steam. Fully enclosed 

heating element. Even at full heat unit 
will not cause a serious burn if touched. 

FAST Begins heating as soon as plug- 

ged in. Consumes 1320 watts, 

A. C. or D. C., emitting 4500 TU's per 

hour, the equivalent of 1834 sq. ft. of steam 

radiation. 4 

LIGHT Weighs only 28!/2 pounds. 

Easily portable, nicely bal- 

anced. Compact, size 23° x 7" x 19". 

Smartly styled. 
Costs approxi- 


ECONOMICAL mately 2 cents 


per hour to operate (average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


@ IDEAL in nursery, 
bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
‘double as handy drying 
rack. 





WRITE for complete information on 
this outstanding new product. 
CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Mendota, Illinois 






AFFILIATES: 
CONncOo MATES HANDLING DIVISION 
ranes — 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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British, Canadian Bolt & Nut Makers 
Agree to Standardize on U.S. Sizes 


Optimism over the prospects 
of adoption of recommendations 
for standardization of bolt and 
nut sizes in Great Britain, Can- 
ada and the United States by 
leading technical bodies in each 
country was expressed by heads 
of the British and United States 
conferees who agreed upon the 
proposals at a meeting in New 
York City recently. Resolutions 
approved at the conference call 
for the adoption by British and 
Canadian manufacturers, using 
different dimensions, of a sub- 
stantial part of present United 
States practice. 

Sir Anthony Bowlby, head of 
the British delegation, expressed 
confidence at a press conference 
that agreement would be ob- 
tained on the basis of the reso- 
lutions. 

The standards proposed for 
bolt and nut sizes follow the 


agreement already reached for 
screw-thread standards, If 
adopted, the proposals will make 
screws and nuts interchangeable 
on nearly all machinery, equip- 
ment, vehicles, and other me- 
chanical apparatus made in the 
inch-using countries. 

Harry W. Robb, of the Gen- 
eral Electric Co. standards de- 
partment, who headed the 
United States technical delega- 
tion, noted that if the proposals 
are adopted they will be of spe- 
cial benefit in the case of joint 
military operations. To become 
effective the recommendations 
must be approved by technical 
associations in the countries in- 
volved. These bodies are simi- 
lar to the American Standards 
Association, the American So- 
ciety of Mechanical Engineers 
and the Society of Automotive 
Engineers. 





Mail Order Houses 
Had Good June Business 


After showing declines from 
the same month of the year pre- 
vious for 17 consecutive months, 
sales of Montgomery Ward & Co. 
reversed the trend in June with 
a 6.3 pet gain over June, 1949. 
At the same time, June sales of 
Sears, Roebuck & Co. were 14 
pet above the same 1949 month. 
For the five months, February 
through June, Ward sales were 
2.5 pet behind the same 1949 
period while Sears sales were up 
8.8 pet. 


Washer Factory Sales 
Close to 1949 Level 


Factory sales of washers for 
1950 have already passed 2 mil- 
lion, according to H. P. Nelligan, 
president of the American Home 
Laundry Manufacturers’ Asso- 
ciation and head of the Easy 
Washing Machine Corp., Syra- 
cuse, N. Y. He noted that this 
total for slightly more than half 
a year amounted to two-thirds 
of the industry’s total sales for 
all of 1949, which were 3,033,106 
washers. He pointed out that 
1950 sales are at a rate close to 
the 1949 level when an all-time 
high of 4,317,183 units was set. 


Fuller Screw Driver 
Production Rate Up 


The Fuller Tool Co., Bronx, 
N. Y., announces that it has been 
producing screw drivers at the 
rate of more than 7,000,000 per 
year. In June and July they were 
being made at the rate of 600,000 
per month. 

Fuller claims to have produced 
50,000,000 screw drivers in the 
past 12 years. Ninety-five per 
cent of its drivers have unbreak- 
able plastic handles. 





Favorable Aspects 
To Fall TV Market 


A favorable outlook for tel- 
evision sales this fall is seen 
in a recent bulletin of the Na- 
tional Credit Office. One ele- 
ment which is looked for to 
serve as a stimulus to sales is 
the lower prices announced on 
new T'V lines now being intro- 
duced. Other factors are im- 
proved programming and the 
trend toward larger tube sets 
which is expected to lead to 
trade-ins on a large scale of 
sets with 10 and 12-inch 
tubes. 











(Resume Reading on page 15) 
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SO-HARD screws 











































































My li * 
are The Quality Line 
TI 
.. for Dependability, Uniformity 
and Wide Size Range. 
wooD SHEET METAL 
SCREWS SCREWS 
Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. and plated finishes. 
| Contact your nearest jobber or write direct 
SOUTHINGTON HARDWARE MFG. CO. 
Since 1867 YolUbialiare Lelan Conn. 
ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 
World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- ’ 
equalled in quality. 
Teeth are individually ’ 
filed and precision set. 
Blades are hardened ; 
and oil tempered for 
a long, sharp life. 
Ackermann - Steffan Div. 
PARKER MFG. CO. : nites an 
Worcester, Mass. TROJAN by name 
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profits now and 
for the future! 


ACCURATE 


FRICTION AND RUBBER 


e 
SALES HAVE BEEN Goinc UP—UP—UP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years — sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 
WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


BS he 



































! 





or ¢ Pula 


McGILL BRAND 
mouse and rat 


TRAPS 
























@ NICKEL PLATED TRIGGERS 
@ TINNED WIRE PARTS 

@ RUST RESISTANT 

@ ADDED COUNTER APPEAL 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 























NEW TYPE REMOVER 
Peels Off Paint 





CLEAN—NO MESS 
NEEDS NO AFTER-WASH 
NON-INFLAMMABLE 
WORKS ON ANY FINISH 


Order from your jobber. 
Write us for free sample. 


W. M. BARR & CO. 
2342 South Lauderdale, Memphis, Tenn. 
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American Hardware Manufactur- 
ers Assn., meeting jointly with 
the National Wholesale Hard- 
ware Assn., Oct. 8-12 at Atlantic 
City, N. J. Convention headquar- 
ters, Marlborough-Blenheim Ho- 
tel. Arthur L. Faubel is secre- 
tary-treasurer of the AHMA, 
342 Madison Ave., New York City 
17. Thomas A. Fernley, Jr., is 
executive secretary of the 
NWHA, 505 Arch St., Philadel- 
phia, Pa. 


Dallas Lamp, Gift and Houseware 
Show, Sept. 3-8 at the Agricul- 
tural and Poultry Bidgs., State 
Fair Grounds, Dallas, Tex. 


Housewares Show — 18th annual 
show of the Housewares Club of 
New England, Feb. 26-March 1, 
1951, in the Mechanics Bldg., 
Boston, Mass. 


Locksmith’s Convention and Trade 
Show, Oct. 14-15, at the Hotel 
Empire, 63rd St. and Broadway, 
New York City. Chairman is 
Herbert Ferber, Locksmith Con- 
vention Headquarters, 42 Murray 
St., New York City 7. 


National Contract Hardware As- 
sociation and its affiliate, the 
American Spciety..of Architec- 
tural Hardware Consultants, an- 
nual convention, Sept. 18-21, at 
the Kiel Auditorium, St. Louis, 
Mo. John R. Schoemer, manag- 
ing director, is located at 420 
Madison Ave., New York City 
17. W. E. Peterson, Shapleigh 
Hardware Co., is chairman of the 
General Convention Committee. 


National Hardware Show, Oct. 
2-6 at Grand Central Palace, 
New York City. Sponsored by 
National Hardware Show, Inc., 
831 Madison Ave., New York 
City; Frank M. Yeager, director. 


National Wholesale Hardware 
Assn., meeting jointly with the 
American Hardware Manufac- 


turers Assn., Oct. 8-12, at Atlan- 
tic City, N. J. Convention head- 
quarters, Marlborough-Blenheim 
Hotel. Thomas A. Fernley, Jr., 
is executive secretary of the 


COMING 


CONVENTIONS 


AND 
EVENTS 





NWHA, 505 Arch St., Philadel- 
phia, Pa. Arthur L. Faubel is sec- 
retary-treasurer of the AHMA, 
3842 Madison Ave., New York 
City 17. 


Safety Congress and Exposition, 


Oct. 16-20 in Chicago, IIl., spon- 
sored by National Safety Coun- 
cil, 425 Michigan Ave., Chicago 
11. Industrial safety session at 
Stevens, Congress and Morrison 
hotels; traffic safety sessions at 
Congress Hotel; commercial ve- 
hicle, farm and home safety ses- 
sions at La Salle Hotel; school 
sessions at Morrison Hotel. 


Walter H. Allen Co., Inc., Dallas, 


Tex., and St. Louis, Mo., will 
hold its annual stockholders’ 
meeting and merchandise show, 
Aug. 28-29, at the Baker Hotel, 
Dallas, Tex. 


Western Housewares Show, Aug. 


27-30, at the Biltmore Hotel, Los 
Angeles. 








HARDWARE HUMOR 
by Hardware Age 











"I've decided to stop using psy- 
chology on him. Do you sell it in 
two foot lengths?" 
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GIN BLOCK 


Sntroducing ie 


MOLINE WINCH (Rope Puller). Made of high strength air 
furnace malleable iron (grade A). Improvements include: 
Quick, safe thumb release . . . Eight-toothed ratchet . . 
sleeve on handle revolves with operator's hand. Holds up 
to 90 ft. of 4%” wire rope. Rugged construction. Handy 
for a multitude of moving and pulling jobs. 


MOLINE GIN BLOCK (Well Wheel). Has genuine Hyatt 
Roller Bearings. Made for 
heavy duty. Diameter of 
wheel 10”. Popular with 
painters, roofers, farmers 
and industrial users. 

Write for catalog page and prices 

on these new Moline items. 


YOUR JOBBER CAN SUPPLY 
YOU WITH MOLINE PRODUCTS SEVENTY YEARS OF SERVICE 














HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
NEEDS FOR.. BEAUTY- BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS- GREATER PROF/TS. 





HELLER STORE FIXTURES 


It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and improve financially. 
Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog 50. 


W. C. HELLER and COMPANY 


50 PLATT ST. MONTPELIER, OHIO 


AS*« - = 2) 7 
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DRAWS the TRADE 


WOULD’NT YOU LIKE A STORE THAT 








TWO NEW MOLINE PRODUCTS! 
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Uniformity 
... and so are we! 


That's why youll always find that 
SOUTHERN WOOD SCREWS 


Are Uniform 


Uniformly perfect, that is! Thanks to our 
special manufacturing process and unique in- 
spection routine, we can guarantee that every 
Southern screw comes to you precision perfect. 
For you, that’s like money in the bank! Because 
it means thoroughly satisfied customers—cus- 
tomers who will come back to give you 
profitable repeat business. 


Southern wood screws are made of high grade 
extruded brass wire or the finest selected high 
sulphur extra quality steel wire, bright or 
plated finishes. Wide selection ranges from 4” 
No. 2 to 4” No. 20 in steel and 4” No. 16 in 
brass. Slotted or Phillips heads. Expertly 
packed for easy handling and stocking. 


Write today for complete information and 
prices on this business-building line of high 
quality wood screws. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 
280 Decatur S.E. 1388 West King Avenue 
Atlanta, Georgia Columbus 12, Ohio 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 


o® © © @® @ 
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* MARSHALLTOWN TROWELS*« 


MARSHALLTOWN TROWEL COMPANY »* MARSH ALLTOWR, IOWA 
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Mophead, drainer 


















































K eomemben / and handle clamp 
METCOID SOCKETS «. ‘rte eal seine ak 





THINNER WALLS 


Withstands loads ex- Permits greater range of 











ceeding government use on nuts and bolts in Dealer Customer 
specifications. Metal cramped quarters. ” A ° 
grain follows socket Convenience Satisfaction 
contour, addin Famed Minute Mop now comes with 
strength at point ot DEEPER BROACH all parts together ready to go on the 
handle. Packed the way customers like 
greatest strain. Greater Working area, to buy it and efficient dealers like to sell 
it. A faster selling, eye catching pack- 
age for the nation’s largest selling iolie- € 


G@ontact F sa Distributor Today | lose sponge mop! Call your jobber today. Model No. 101, List price $1.95 


MINUTE MOP (0. ciscacoe'ic 
IN DISTINCTIVE HARDWARK oie HARDWARE e FURNITURE TRIM | : 



















HARDWARE e CABINET LOCKS 














ALL FROM } SOURCE Mm SCREWS AND BOLTS « SASH HARDWARE li 
u 
Locx €o6m Pf AnY FO ‘ 
, 
tu 
fi 
t 

KEYHOLE SAWS « ALL OTHER TYPES 
E. C. ATKINS AND COMPANY 
410 S. Wlinois St.. indianapolis 9, indiana ‘ 
k 

Auger bits — Midway AugerBits § 

for every freferred by all 100E 


uha waut the Gest!” 





Standard auger bits 
Auger bits for 17 sizes (jg to?24™") 
electric drills 

13 sizes (“46” to '%e") 


Vaidlwa Sales Office and Factory 
Y Melvin, Ohio 
THE MIDWAY TOOLYCO INC 


¢ GREAT NECK SAW MFRS., INC. * + Mineola, N. Y. © 


ENGINEERED QUALITY TOOLS SINCE 1919—at popula d Produ 


ORDER THROUGH 
YOUR JOBBER 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Avenue «+ Cleveland 4, Ohio ) 


———a 



















































© back saws © band saws . oo saws © back saw frames 

© panel saws © mitre saws © coping saw frames © coping saws 

© pruning saws © wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 





FOR ACTION SALES... SEE YOUR JOBBER IMMEDIATELY! 
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head, drainer 
iandle clamp 


ONE 
2 red and black 
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ay 


List price $1.95 
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"The Ring's the Thing™ jit WARMAC 
ips and guides 


The rings in VARMAC tips 

and guides are highly pol- 

ished and heavy hard chrome 

plated, have full inside 

radius and are silver sold- 

ered in frames—they stay in! VARMAC rings are one of many 
features of VARMAC tips and guides that are building dealer sales 
and customer satisfaction. Write for 1950 Catalog. 














SEE YOUR JOBBER 


VARMAC MANUFACTURING COMPANY 


1833 STANFORD STREET °¢ SANTA MONICA, CALIFORNIA 











When YouAre Looking 
For a Certain Product 


and only the trade-name is known— 














co. 
Ohio 


—) 





eshs 








look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 





There alongside the trade name you 





E POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 





DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. . 











Manufactured by 
RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 








will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 








MORE POPULAR THAN EVER! 
Sells on Sight 






The popular Stevens pocket 
Level is now available in 4 new 
brilliant metalliccolors—red, each 
blue, green and gold. Always a per 
fast moving item—but now box 
amazing. Made of 3%" hex alu- 
minum tubing it is 5%4” long and 
has a sturdy pocket clip. 

For complete details see your 
distributor or write direct. 

There’s a Stevens for every 
Level need. 


2 cards 
of 6 





mest men STEVENS LEVEL 








« Lpyev> 
- NEWTON FALLS, OHIO 














%° owners and furniture manufacturers. 





oncmat DOMES OF SILENCE =“ 


SELL ON SIGHT when these attention-compelling con- %”" %" 4%" %" 
tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 
save floors and furniture. For years the favorite with house- 


Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & Co. INC. 





One Set in « 





1%” 1%" %" 





NEW YORK CITY 
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assified Aduertiting Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Each additional word......... 
Positions ee 


Allow Seven Words for Keyed Address 
or Your Address 


Set solid, maximum, 50 words....... o.00 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR yy DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 





Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















[Walp Wanted 





SALARY PLUS EXPENSES. WORK DI- 
RECTLY WITH SALES MANAGER in all 
phases of selling Quality Lawn Sprinklers to hard- 
ware jobbers. Product received excellent reception 
this year. Permanent position. Excellent future in 
new expanding division of established manufac- 
turer. Must be under 35 and free to travel. Ad- 
dress Metallizing Engineering Co., Inc., Long 
Island City 1, New York. 





MALE HELP WANTED—Experienced Hard- 
ware House Furnishing and Toy Buyer by popu- 
lar priced Chain Store Organization in New York 





TOOL SALESMAN WITH FOLLOWING 
SELLING to the Automotive, Hardware, Elec- 
trical and Plumbing Supply Jobbers. Commission 
basis. Address Box N-935, care of HArpWare 
Ace, 100 East 42nd St., New York 17, N. Y. 





WANTED—SALESMEN OR REPRESEN- 


| TATIVES to sell a Popular Priced Line of 


Trowels, Putty Knives and Scrapers for the manu- 
facturer. Details as to territory covered and 
references, etc. Commission. Address The Jay 





Office, state age, experience and salary expected | Manufacturing Co., 38 Franklin Street, New 
in first letter. Address Box N-962, care of HARD- | Haven 11, Conn. 
ware Ace, 100 East 42nd St., New York 17, N.Y. | 

MALE HELP WANTED—Experienced a 
ware and house furnishing buyer by popular price AGGRESSIVE SALESMEN WITH FOL- 
Chain Store Organization in New York Office, | 1OWING: CONTACTING variety stores, large 


state age, experience and salary expected in first 


letter. Address Box N-963, care of HArpDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 
—— 





Sales Wanted 


SPORTING GOODS MANUFACTURER 
WANTS SALESMAN with following in hard- 
ware, sporting goods, and toy dealers, to sell 
footballs, helmets, basketballs, boxing gloves, base- 
ball gloves and allied lines. Commission 712%. 
Address Box N-925, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





PLUMBING SPECIALTIES-SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
Commission. Replies confidential. Address Box 
N-873, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y 








EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. an 
handled as a side line. Liberal commission. 
Choice territories open. 
Address Box N-947, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








retail and department stores to represent progres- 





Sive manufacturer of fast-selling tools Liberal 
commission, protected territories. State experi- 
ence, territory, lines handled, references. Address 
Box N-940, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y 
MANUFACTURER NEEDS SALESMEN 


CONTACTING HARDWARE AND HOUSE- 
WARES OUTLETS in all territories Except 
New England, West Coast, Metropolitan New 
York, Maryland, Virginia and District of Colum- 
bia. Protected territory, full commission on mail 
orders. No Jobbers. Address Box N-956, care 
9, —o* AGE, 100 East 42nd St., New York 








SALESMAN 


To do promotional work with Hardware trade. Single, 
27-32, with 2 years or more of successful selling ex- 
perience in the hardware field. Permanent position due 
= po Salary plus expenses. Mail full partic- 
ulars 


C. W. Meager, Sales Personnel Department 
GOODYEAR TIRE & RUBBER COMPANY, INC. 











AKRON 16, OHIO 














‘Sales Representatives Wanted | 


SALESMEN WANTED TO SELL AS side 
line to hardware dealers, lumber yards and $1.00 
stores, our mail box support, packed one dozen to 
box and retail $1.95 each. Replies confidential. 
Address Box N-939, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. Y. 








SALESMAN WANTED CALLING ON 
HARDWARE TRADE TO HANDLE SIDE- 
LINE of Plumbing and Heating Supplies and 
Specialties. Commission. Address Box N-871, 
care of Harpwarg Acz, 100 East 42nd St., New 
York 17, N. Y. 





SALESMEN AND FACTORY REPRESEN 
TATIVE. NEW LINE of injection molded let- 
ters and numbers have complete stock and sales 
presentation in convenient and attractive redwood 
display boxes A needed natural for hardware, 









7 
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SELLIF 
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Representativ: 
and South A’ 
Oregon territ 
growth ; will | 
Address Box 
100 East ¢ 








MANUFAC 
SIDELINE Ci 
on hardware a: 
area covered a 
plies treated v 

















THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are complete factory lines, and 


salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. 
N-696, care of Hardware Age, 
St., New York 17, N. Y. 


Write Sales Manager, Box 
100 East 42nd 














WANTED—SALESMEN 


TO SELL EXTRA-HIGH-GRADE LINE of medicine 
cabinets and various other specialties used by lumber 
yards and hardware jobbers. Fast moving items. Pro- 
tected territory alloted now throughout the United 
States. 


Address Box N-945, care of HARDWARE AGE 
100 East 42nd Street, New York {7, N. Y. 





13830 80. WESTERN AVE. 











BLUE ISLAND, ILLINOIS = 
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etc. Draw on commissions. Write for details Box N-954, ci 
Nepco Inc., 7207 Melrose Ave., Los Angeles 46, 42nd St., New 
Calif. 
MANUF 
Covering the M 
SALESMEN—CALLING ON JOBBERS. To eaten shastrie 
sell our line of stock printed forms. Purchase partment stores. 
orders. Salesmen’s order books. Inventory Cards. additional line. 
Shipping tags and labels, statements, invoices, available. 
etc. We specialize in jobbers’ forms. Our prices 
get the business, 15% commission. State territory 2441-43 $. W 
—- Address—Ajax Business Press, Clayton, 
oO. | a 
MANUFA 
WANTED: COMMISSION SALESMAN 
WITH THOROUGH KNOWLEDGE of House Salesmen now | 
wares and Hardware Trade in States of North paint and ger 
Carolina, South Carolina, Georgia, Tennessee, line of 15c, 35 
ma, Mississippi. In reply give references Ser 
and lines now handled. Address Box N-951, care Dow earried . 
of Harpware Ace, 100 East 42nd St., New York Address Ba 
57, as Ee 100 East 
———$——$ << 
LEAL 
ALUMIN 
EXPERIENCED COMMISSION Now sold thr 
terested in C 
SALESMEN i 
aey canine ON RETAIL HARDWARE, SEED alls, territory, 
EPARTMENT STORES TO SELL GARDEN Address Box 
SPECIALTY. WRITE— 100 Eas’ 
M. F. ENGINEERING COMPANY es 
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Classihied Opportumitien. Section... 











(Sales Representatives Wanted | 


MANUFACTURERS REPRESENTATIVE, 
CALLING ON RETAIL BUILDING MA- 
TERIAL TRADE in State of Kentucky exclu- 
sively. Knowledge of Builders Hardware es- 
por ae to sell Long Line of Locksets and Allied 
Builders Hardware on straight commission basis. 
In reply give full details to Box N-914, care of 
_— Ace, 100 East 42nd St., New York 
17, N. 








MANUFACTURER’S AGENTS’ EXPERI- 
ENCED WITH HARDWARE AND HOBBY 
TRADE. To contact Jobbers, Large Dealers, Mail 
Orders and Department Stores. Fast-Selling Na- 
tionally Advertised 3-in-1 Jig Saw (See adver- 
tisement in Harpwake Ace July 27) Reorganiz- 
ing Sales. Territories Open. Make Big Money. 
In reply give all details. Address Atkins Indus- 
tries, 5823 No. Ravenswood, Chicago 26, Illinois. 





[Sales Repreneniatines Wanted] 


REPRESENTATIVES WANTED, CALLING 
ON THE hardware and plumbing trade to oot 


dle as side line a complete line of solders, acid 
core, rosin core, bar, etc. Various territories 
open. Liberal commission. Write Box N-941, 
care of Harpware Ace, 100 East 42nd St., New 


wen ie, Be S: 








WANTED SALES REPRESENTATIVE 


——— New h 3 manufacturer A mecrmgred Sup- 
plies and territories to prop- 
erly aan calesmas. To contact saber, distributors 
and janitor supply wholesalers with a complete line of 





soaps, waxes (all types), ae age insecticides, dis- 
infectants, cleaning compounds, . Standard and 
private label specialties. Liberal commissions and ex- 


elusive sectional territories. Replies eel. 





oy —~ o ope care of HARDWARE . 
00 East 42nd Street, New York 17, N. 











SELLING POWER WANTED 


Manufacturer of Staple Item distributed through 
hardware, farm and automotive channels, needs 
Representatives in New England, Mid-Atlantic 
and South Atlantic States. Washington and 
Oregon territory also open. Sales show steady 
ay ol will top % million this year. 
Box N-906, care of naapwnes AGE 
wait East 42nd Street, New York 17, N. Y. 














Sales Representatives Wanted 

Revelutionary new WIRE-LESS mirror picture 

hanger sells on sight to hardware, variety, art, 

dept. steres. Already in use by leading mirrer 

mfrs. _ Adjustable on wall to 1/100”. Liberal 
For i i write— 


SCHRAGER & MCGUIRE 
FURNITURE MART, SAN FRANCISCO, CALIF. 














MANUFACTURERS’ AGENTS WANTED. 
SIDELINE offered to responsible agents calling 
on hardware and department stores. Please state 
area covered and present lines carried. All re- 
plies treated with genuine confidence. Address 
Box N-954, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








| Les $00 East 42nd Street, New York 17, N. Y. —— 





Sales iwes Wanted 





BUILDER'S AND CABINET HARDWARE 


Manufacturer of a competitively priced line of Shelf 
Hardware has decided to stop resting on its laurels and 
is proceeding to complete its coverage of the United 
States. Some territories are now open for representation 
to jobbers, builders hardware distributors and manu- 
facturers. State territory and type of trade covered 
and lines now carried. 


Address Box N-955, care of HARDWARE AGE 














QUALITY MODERN CHROME PLATED 
BATHROOM ACCESSORIES 


Manufacturer has some territories open and will grant 
exclusive representation to experienced aggressive 
manufacturer’s agents who are now successfully selling 
related lines to the wholesale hardware, plumbing sup- 
ply and tile trade. Please state territory covered and 
lines carried. 


Address Box N-948, care of HARDWARE AGE 








Le 100 East 42nd Street, New York 17, N. Y. 








Accounts Wanted i 





— MANUFACTURERS — 
LINES WANTED 


Manufacturers representative of long standing 
contacting wholesale hardware, sporting goods 
and automotive chains in Texas, Oklahoma, Ar- 
kansas and Louisiana desires additional lines 
of basic manufacturers. 

Address Box N-950, care of HARDWARE Ase 








100 East 42nd Street, New York 17. N. 





SALES REPRESENTATIVES 


Boston manufacturer requires Factory Representatives 
for jobbers, distributors, department stores. A staple, 
1, repeat product of interest to hardware, 








’ 

MANUFACTURERS’ AGENTS 
Covering the Midwest states, selling hardware jobbers 
and hardware chains, automotive jobbers and retail 
chains, electrical, plumbing and novelty jobbers, de- 
partment stores, mail order houses, drug chains, desires 
additional line. 10,000 sq. ft. of warehouse facilities 


available. 
RONAN COMPANY 
2441-43 $. Michigan Ave. Chicago, Ill. 
letory 2- 














MANUFACTURER'S REPRESENTATIVES 
WANTED— 


Salesmen now calling on hardware stores, also vestety. 
paint and general stores. We offer a good stable 
line of 15c, 35¢ and 69c paints and low priced gallon 
on a commission basis. Write advising age, 
territory covered, how often you cover it and lines 
how carried. 
Address Box N-930, care of HARDWARE gee 
100 East 42nd St., New York 17, N. 

















LEADING MANUFACTURER 
ALUMINUM AND WOOD LEVELS 


Now sold through major hardware wholsealers, in- 
terested in ales atives, except 
Must — established following with tool 
buyers in territory now covered. Write complete de- 
tails, territory, references, in strict confidence. 


Address Box N-959, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














housowere outlets. Liberal commissions. Our ap 
preciation for good efforts is shown in a most tangible 
manner. 
Address Box N-953, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














— WANTED — 
NATIONAL DISTRIBUTOR 


Unusual Opportunity for Large 
Reputable Marketing Organization 


One of the Nation’s leading service organizations, 
dealing with wood-boring insect control and wood 
preservation, not in position to adequately promote 
and market its two job-tested chemical compounds, 
seeks aggressive sales organization for domestic and 
foreign distribution. No job-tested products com- 
parable on the market today. Products registered 
and approved by the U. S. Department of Agricul- 
ture, Protection and Marketing Administration, 
and with the U. S. Patent Office. All preliminary 
work including unusually attractive, lithographed 
containers, scientific research and comprehensive 
announcements to hardware, lumber and building 
supply dealers has been completed. Products offer 
unlimited possibilities for aggressive organization 
to sell millions of gallons annually. To receive con- 
sideration, please set forth in detail size of or- 
ganization, territories covered, products handled 
and such other pertinent information as will 
enable us to give you further facts. All replies 
strictly confidential. 

Address Box N-910, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 














NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia .. Detroit 

Cleveland @ Louisvill 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











—— MAN UFACTURERS 
Speeranre, VOLUME AND BRAND NAME 
ES WANTED FOR DISTRIBUTION In 
Office and 5,000 sq. ft. warehouse with 3-car 
near Bridgeport, Conn. Guaranteed over- 
night truck deliveries in territory from Boston te 
Philadelphia. 28 years’ experience as distributing 
agency for top manufacturers. Bank references. 


Address Box N-874, care of nAaewArS - 
100 East 42nd Street, New York 17, 














MANUFACTURERS AGENT 


Headquartering in Baltimore and serv- 
ing approximately 100 wholesale drug 
and hardware accounts in Southeastern 
States wants one or two additional lines. 
Can give excellent specialty service. 
Address Box N-943, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











(Classified Opportunities continued on page 164) 
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| Accounts Wanted _—«| 





SELLING OPPORTUNITIES WANTED: 
MAUFACTURERS’ AGENT, now selling one 
other line, wants major hardware or plumbing 
line to sell to best jobbing accounts in states of 
Texas and Louisiana. Long experience plus other 
highest qualifications. Address Frank Mendell, 
2327 San Jacinto Street, Houston 4, Texas. 





ESTABLISHED MANUFACTURERS’ 
AGENT, DESIRES ONE or two additional lines. 
Aggressive representation. Men traveling the fol- 
lowing territory, Michigan, Ohio and Kentucky, 
calling on the Hardware and Houseware Jobbers, 
Premium Houses. Department Stores and Chains. 
Address Box N-938, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. Y. 





ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE calling on retail hardware 
stores, paint stores, and leading department 
stores in Texas and Oklahoma desires Additional 
Lines on commission basis. Address Box N-949, 
care of Hanpware Acz, 100 East 42nd St., New 
York 17, N. Y. 





SALES REPRESENTATIVE, 38, MAR- 
RIED, CONNECTED WITH large hardware 
manufacturer for 16 years, in close contact with 
jobbers in Metropolitan Area over said period, 
seeking fast selling items as factory representative. 
Address Box N-934, care of Harpware Ace, 100 
East 42nd St., New York 13; Bs. Be 


Accounts Wanted | 


MANUFACTURER’S REPRESENTATIVE 
CALLING ON ALL. leading wholesale, hardware, 
automotive, industrial and marine jobbers in Cali- 
fornia, Arizona, and New Mexico. Have exclu- 
sive on old well-established standard line and 
could use another good companion line in calling 
on this class trade on commission basis. Par- 
ticulars furnished on request. Address Phillips, 
1356 West 38th Place, Los Angeles 62, California. 








FLORIDA 


MAEEACTEES AGENTS — ACTIVE vw 
LOWING — FREQUENT COVERAGE, COM 

BASIS—WILL G DARN GOOD BUSINESS 
FOR TWO MORE HARDWARE LINES. WRITE 


KEN LAST & CO. 


2480 N. W. 20th St., MIAMI, FLORIDA 














| Poritiows Wanted | 


EXPERIENCED HARDWARE CATALOG 
MAN DESIRES tion with wh le house 
in Central or Western States. Address Box 
N-946, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








{Busi Op nd ities | 


COOKIE CUTTER (ROLLER), NOVEL 
HOUSEHOLD ITEM, rolls out different shapes 
of cookies at the same time, will sell manufac. 
turing idea outright. Address Box N-960, care 
of ee Ace, 100 East 42nd St., New York 
17, 4 








HARDWARE STOCK FOR SALE. Being 
unable to secure lease and building for sale, I will 
sell at a very inviting figure. A proposition you 
can double ye money when moved at retail 
price. A good buy at way below cost. Tel. 877, 
Sayville, N. Y. 





IF SHORTAGES ARE BEGINNING TO 
CUT YOUR SALES, we can keep you supplied 
with fast-moving 15¢ item. Address  \ing- 
Chippewa Company, 214 North Fourth Street, 
St. Louis, Missouri. 





FOR SALE: HARDWARE AND APPLI- 
ANCE STORE at inventory wholesale cost, good 
clean stock, approximately $20,000.00, new mod- 
ern Heller Fixtures $5,000.00. Leading lines of 
electric and gas appliances, good lease on build- 
ing, in business district and located in growing 
Southwestern New Mexico town and trade area 
of about 8,000 population, under same ownership 
for 20 years. Owner has other interest. Address 
Getzwiller’s Hardware, Deming, New Mexico. 





MANUFACTURERS REPRESENTATIVE, 
ESTABLISHED AND WELL KNOWN in 

mn Pennsylvania, Souihein New Jersey, 
Delaware, Maryland, and District of Columbia; 
seeks Hand or Small Tool Lines. Three men 
calling on Hardware dealers and jobbers of all 
types. Best references. Address Box N-863, 
care of Hazpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE 
WITH CLOSEST CONNECTIONS with the 
wholesale hardware, mill and industrial supply 
houses in the Southwest can give the Best Rep- 
resentation to One Additional Well Known Shelf 
Hardware Manufacturer. Dallas headquarters. 
References exchanged. Address Box N-958, care 
7 a Acz, 100 East 42nd St., New York 
17, . 





MANUFACTURERS SALES AGENTS 
CALLING ON Wholesale Hardware Houses, 
Hardware and Mill Supply Companies and 
Large Industrial Plants in the City of New York 
and the State of New Jersey desires to represent 
firms in the following lines: All types of Axes, 
Auger Bits, Mallets & Hammers, a ieen, Flash- 
light Batteries, Belting, Drills, Files. Address 
Box N-933, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES CALLING 
ON ALL Large Wholesalers, Paint and Hard- 
ware Chains, Retail Department and Mail Order 
Chains, Mill Supply and Large Lumber Com- 

nies in Indiana, Illinois, Iowa, Wisconsin and 

innesota and Headquartering in Chicago and 
Minneapolis can handle several Additional Lines 
for Paint, Hardware and Housewares Outlets. 
22 yrs. experience. Address Box N-961, care 
of _“~ Acg, 100 East 42nd St., New York 
17, N. Y. 
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SALESMAN OVER 25 YEARS EXPERI- 
ENCE AS JOBBERS REPRESENTATIVE 
also calling on largest jobbers nationally. Par- 
ticular knowledge of Ohio and Pennsylvania Ter- 
ritory. eA or draw against commission. Ad- 
dress Box N-952, care of Harpware Ace, 100 
East 42nd St., New York i 2 





SEVEN YEARS RURAL RETAIL HARD- 
WARE selling and management experience. Age 
47. Previous background — college graduate, 
varied business and teaching experience. Seek 
connection with smajl owner operated retail 
hardware store with view to future partnership or 
ownership. Address Box N-936, care HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 





WILL EXCHANGE—20 YEARS’ EXPERI- 
ENCE all phases merchandising, sales and sales 
promotion, personnel, wartime i 
wholesale and manufacturing—for right connec- 
tion on ipating basis with small i 
company in New York City area, In late thirties. 
Answer only if interested in top-flight man. Now 
employed but can meet by appointment in New 
York City. Address Box N-944, care of HaArp- 
wate Ace, 100 East 42nd St., New York 17, 





EXPORT REPRESENTATIVE—20 YEARS 
TRAVELING Hawaii, Japan, China, Philippines, 
D.E.I., Straits, India Burma Ceylon, South 
Africa and British Isles, as Representative Hard- 
ware, Tools, Industrial Supplies, etc. desires Field 
Position as Resident Representative. Can offer 
excellent references. Will travel any territory. 


Address Box N-932, care of Harpware Ace, 100 
East 42nd St., A 


New York 17, N. Y. 





FOR SALE: LUMBER, HARDWARE AND 
PAINT BUSINESS, Bronx, New York. Main 
crosstown artery. Dollar for dollar on stock, ap 
proximately $85,000, based on purchase pfice 
Property 170 foot frontage, for sale $43, 000 01 or 
for lease. Fixtures $7,000 cash or chattel mort- 
gage. Address Box N-957, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





FLORIDA OPPORTUNITIES: LONG ES- 
TABLISHED HARDWARE in a good all-year- 
round business town, about $22,000; AAA Motor 
court and home, $29, 500; grocery, meats and 
restaurant, $11,000; grocery, home, farm, grove, 
$15,000; 400-seat theatre, $18,500; meat curing 
and locker plant, $49,000. Others. Homes, 
groves, farms, pastures. Address—H. L. Chamb- 
ers, Wauchula, Florida. 








___BUSINESS OPPORTUNITIES 


r Bidg., 22x56 in most yy? residential lo- 

2 blocks from two ane ar 
Farming and good mfg. town 

ae business unlimited. No cut os conoet 


oo New food market going up next door. 


Mins —L W. OSTRANDER, Owner 








|_.. 1438 OAK STREET, NILES, MICHIGAN __ 











Buy Savings Bonds 
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Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93% by 12 inches over all; writing area 8!/2 by |!'/2 inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. 








HARDWARE AGE INVENTORY RECORD 




















PAGE DATE 
SECTION... ENTERED BY CHECKED BY 
LOCATION. PRICED BY. CHECKED BY. 

CALLED BY. EXTENDED BY. ERRORS EX'D BY. 











Published by HARDWARE ACE, 100 East 42nd Street, NEW YORK 








You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
w design. 


From the many suggestions received this sheet was designed 
te sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy te use. The WHITE INVENTORY SHEETS are 





HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units With Dosens, or Dosens With Gross Quantities. 
ooo eee EE 








the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD.- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder theif Inventory Sheets from us 
year in and year out, 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this yegr easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


SneeesesnassnesesensenssessasaseUSb THIS COUPON ewnncccnecsccncencccccncenccccce 


Gentlemen: 

Hore te my $............0 Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
SE aieth ce Rib ha decklinach didisscescuaablesedsudis tuneeiaeen 8 Ee rs re ry yo ee ree ee re 
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Here are two popular units 
offering exclusive patented 
features having wide con- 










sumer appeal. Consult your 

local jobber about this 

money-making opportunity. 

3 Pat. D145625. Other Pats. Pending. Right to make specif 
cation changes is reserved, without obligation 


HURD LOCK AND MANUFACTURING COMPANY 
New Center Building @ Detroit 2, Michigan 














BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 





in 
boxes 


VW GRUMBACHER 


Send for Descriptive Folder 


Order from your Jobber 














W.L.W. MANUFACTURING CO. 


CONTACT You 
COE Mee \ JOBBER OR WR 


233 N. California Ave 











———, 
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A 
Accurate Mfg. Co..... 


Domes of Silence ......... 





eee 


Draper-Maynard Co. 


. 157} Duro Metal Prod. Co. b Ponm 





161 ' Lufkin Rule Co. 
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Ackermann-Steffan Div. .... 157 Tool Div.) . 35 
Acme Shear Co. ...... 155 | 
Alaska Freezer Co., Inc. 149 | 
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eee ee ee 53 | 
American Chain & Cable Co. Engle Lost Co. The 
Edlund Co. 139 
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Animal Trap Co. a ninth 122 
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Armstrong Bros. Tool Co.... 150| Federated Metals Div. 48 
Artistic Wire Products Co., 
| Ea RG 58 die ae 62 
Artmoore Co. .. 152 | 
Arvey Corp. .... ie S 
Atkins & Co., E. C.. 160 | General Electric Co. 
Automatic Products Co 49 | Agptionse & Morchandies 
: Dept. 67 
Tree Lights .... 28-29 
General Filters Inc. 127 
B | Geuder Paeschke & Frey Co. 
Barr & Co., W. M. 158 41, 82 
Bassick Co., The ... 116| Gillette Safety Razor Co.. 16-7 
Behr-Manning Corp. 99 Gilmer Co., L. H. 68 
Blade Mfg. Co. ... 66 | Goldblatt Tool Co. 129 
Blaw Knox Co. .... . 120| Good Housekeeping Mago- 
Bommer Spring Hinge Co... 135) sine » 
i ee 109| Graham Co., Inc., John H.. 154 
Boyle-Midway, Inc. ........ 57 Gray & Dudley Co. a 
Buffalo Bolt Co. 114 Great Neck Saw Mfrs., Inc.. 160 
| Griffin Mfg. Co. 14! 
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Cc 
Calbar Paint & Varnish Co.. 58) 
Castelli Co., F. C. . 168 | H 
Central States Paper & Bog | Hager & Sons Hinge Mfg. 
Ne. FIG ee 135] Co. C Je 
Chevrolet Motor Division 44| Hall-Mack Co. 17 
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Coleman Co., Inc., The... .26, 50 | Hurd Lock & Mfg. Co. 166 
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D Landen Putty Works I21 
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Macklanburg-Duncan Co. . 
Marshalltown Trowel Co. ... 


McGill Metal Products Co... 


64-65 
160 
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McKay Company, The ...... 133 
/McKinney Mfg. Co. ....... 107 
/Metal Enginsering Co. ..... 160 
Midway Tool Co., Inc., The.. 160 
Miller, Inc., Robert E....... 161 
Minnesota Mining & Mfg. 
epee RA 46-47 
Minute Mop Co. ......... 160 
Moline Iron Works ........ 159 
ON Se 5! 
Myers & Bro. Co., F. E..... 145 
N 
National Hardware Show, 
Drees, eters t.25.% 25 
National Lock Co.......... 160 
National Mfg Co.......... 116 


National Screw & Mfg. Co. 169 
See : = 


Nichols Wire & Annie 
Co. 3 ca te ee Tees 58 


Nicholson File Sire KAS a 
Nixdorff-Krein Mfg. 5 
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Okonite Co., Tape Div. 139 
Olin Industries, Inc. . 55-56 
Oster Mfg. Co., The ...... 102 
P 
Patent Novelty Co. Dis 58 
Peerless Handcuff Co. ..... 166 
Peerless Mfg. Corp., Inc.... 149 
Peerless Pump Div.......... 62 
Pequea Works, Inc.......... 108 


Peters Cartridge Div. ...... 93 





Phoenix Table Mat Co...... II 
Pittsburgh Nipple Works, Inc. 152 
ee. tee ........-% 167 
Portable Electric Tools, Inc.. 147 
SS ane 151 
Prentiss Wabers Products Co. 30 
Production Engineering Co.. 152 
NN Sec es oii 15 
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Red Devil Tools .......... 152 
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|| THE COMPLETE LINE for the TRADE 
| 100% AMERICAN UNDERWRITERS 
MADE APPROVED 
s || BUY FROM YOUR JOBBER AND 
S & W Moulding Co. ...... 59 ASK FOR "POLLY" 
Samson Cordage Works .... 113 
Scharf Mfg. Co., J. H..... 167 | Catalog and Prices on Request 
Schick, pe 42-43 | We Cater 
Schimel Arms ............. 126 | fo the Wholesaler 
Shapleigh Hardware Co..... 170 | 
Sharon Bolt & Screws Co. .. 148 LE P LL 
Sheffield Bronze Paint Sie. 168 | 0 OLLOCK CO. 
Shelby Spring Hinge Co.... 112 | : 
Shelton Tack Co. .......... 131 | NEW YORK 13 
Silent Sioux Oil Burner Corp. 63 | 
Slaymaker Lock Co......... 24 
Southern Screw Co. . 159 SAMCO PRODUCTS 
Southington Hdwe. wise Co., 4S ALL L E A 3) E R S 
ie aa 157 of SYRACUSE for Profit 
Stanley Tools ie 
Stevens Level Co., E. A.. 161 | 
Syracuse Alloy Metals em 167 
. 
Taylor-Gjede Co., Inc. 154 ot 
Thomas Mfg. Co. es 
Toastmaster Products Div... 119 | fase 
Tremco Mfg. Co. ae 
Triplex Screw Co. . 103 SYRACUSE ater oe 
ALLOY METALS CORPORATION od 
316-324 PEARL STREET | A e 
y SYRACUSE 3, NEW YORK =\w 
Union Steel Chest Corp. 59 


United States Plywood Corp. 


(Weldwood Div.) 


Universal Metal Products Co. 


Vv 
Varmac Mfg. Co. 


Ww 
WL. W. Wile Gee oc... 
Wall Mfg. Co., P. ....... 
Werner Co., R. D......... 
Westclox Div. of General 
Time Instr. Corp. 
Western Tool & Stamping 
See Se 
Westinghouse Elec. Corp., 
i  ) Pee ae 
Westwood Mfg. Co. ... .66, 
Wheeling Machine Prod. Co. 
White Mop Wringer Co. ... 
Whitney Seed Co., 
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Wilcox-Crittenden & Com- 
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Yale & Towne Mfg. Co. 
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» HOLDEVERYTHING! 


Big news from Desmond-Stephan next 
month. A new vise display card that shouts 





161 | 
| “Hold Everything”! Colorful — clamps in 
vise jaws—gets attention—costs you nothing 

et —sells vises! One card is packed in each 
'23|  6-vise carton. The Desmiond-Stephan Mfg. 


ah Co., Urbana, Ohio. 










« DESMOND-SIMPLEX: VISES 
C gw! '/s LIGHTER 
| age tin ne 

ad LEVELS — 





OF EXTRUDED MAGNESIUM? 
97 @ Profitable — Fast Selling — @ Adjustable, Replaceable 
Nationally Advertised Vial Units 


& ees in 10 Sizes @ Beautifully Designed — 
| from 12 to 72 inches Accurate — Dependable 
See Our Exhibit—National Hardware Show—Booths 101 & 102 


. J. H. SCHARF MFG. CO., OMAHA, NEBR. 


167 














GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
... including spacious storage cabinets...smoke-free 
Blue Flame burners. . . 

rounded corner design 

and gleaming enamel 

finish on heavy gauge 

steel. 


Stove Divisien @ Erie Ave. and F St. @ Philadelphia 34, Pa 


FASTER SALES 
MEAN 


| 


| | 


ST 


| F ROTARY 
POWER MOWERS 


PRICED TO 
RETAIL FOR 


4 Airfoil shaped blade gives smooth 19” cut to fine 
lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


DEMAND DEPENDABLE HOMKO—TIRULY A QUALITY PRODUCT 


PAANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 


WRITES ON 
EVERYTHING 


LisTO’s big, thick leads make 
clear, easily read prices on every- 
thing in your store. Writes on glass, 
metal, plastic, paper, cellophane — 
or any other surface! You'll find 
merchandise moves faster —that 
you get your full price and profit 
on every item in your store. 
LISTO pricing saves clerks’ and 
customers’ time. Cuts out loss- 
es from costly errors at time 
of sale. LISTOS are quick 
and easy to use. No broken 
leads—no sharpening need- # 
ed—no wasted stubs. #y 
America’s great Marking eg 


Pencil value! / 


Ask your jobber, stationer & 


16 


or paper supplier for LISTO! 


EXTRA HEAVY LEABS> 
THAT DON'T BREAK 

IN 6 COLORS 

RED YELLOW G 4 
BLUE BROWN BLACK” 
Solid colors to the bex © 


Only LISTOhasthe =f 
patented™GRIP TYPE SLEEVE” | 


This tapered metal sleeve grips | 
the entire length of lead. Pre 
vents breakage and the leads do 
not fall out! Change leads in- 
stantly. Quickest, easiest-to-use | 
marking pencil in the world! f 


An EXTRA sleeve ia 
every box of leads! 7) 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 


IN CANADA: 


Brings 


LISTO PRODUCTS, LTD., VANCOUVER, B.C 


Sheffield 





You The BEST 
OIL 


COLORS 


WITH THE CCLORFUL DISPLAY 


CA 


A 
ie @) 


la 


BINET THAT SELLS MORE Olt 
LORS FOR YOU CN SIGHT 


‘el. 


COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS C 
SPECIFIC TINTS RESULTING FROM 


VARIOUS COMBINATIONS 
Oil COLORS AND WHITE 


Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shetticld Aroreze 


PAINT CORPORATION 


CLEVELAND 19, OHIO 
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